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Ever try pre-testing 
prospects? page 85 


You’re right, selling’s getting 
tougher all the time page 8&2 


When you have sales troubles, 
try a trouble-shooter page 88 


The brain center of your business: 
inventory control page 97 





The Beaver No. 102—PD Wide-Roll Pipe 
Cutter is made especially for power drives. 
Makes fast, easy cuts with guaranteed track- 
ing. Range ¥%" to 2”. 


The Beaver 77 Power Drive Threader is 
ideal f ith Model-D. Dies c b 
D ES / G N E D F 0 R arc wae a aliens ‘oll. “foe 


uw" 


ONE-MAN OPERATION AND PORTABILITY... ee 
© APPROXIMATELY 100 POUNDS NET WEIGHT! Pe ee ae ee a ae ee 


the lightest, smallest, all-purpose power drive now avail- 
e ALL GEARS RUN IN OIL! able. The flat top serves as a tool tray. Large side openings 
. q ! act as motor ventilation and hand grips for easy moving by 
e TROUBLE-FREE, HEAVY-DUTY CHUCK! one man. Chuck is trouble-free with tons of gripping pres- 
» ADEQUATE MOTOR VENTILATION! sure. Attractively finished in baked enamel, this new Beaver 
unit can work on the bench, on the truck or with pipe legs 
e CONVENIENT OPERATOR SWITCH! on job locations. Parts are interchangeable with Beaver 
Model-C power drive. Write today for full information. 

eo SAFETY-LOCKED SWITCH LEVER! z 


e BRONZE SPINDLE BEARINGS! 


Model-D with drive shaft 
geared tools will cut and 
thread up to 8” pipe. 


216-300 DANA AVENUE* WARREN, OHIO, U. S. A. 
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SELLING’S “TOUGH” 





Yes, it is, compared ti 
back in "51, says a Georgia 
salesman. But he found 
that checking up on non 
selling details paid off— 
and handsomely. You'll 
find out all about it on 
page 82 


CONVENTION-II 





Here’s the final half of 
our 1954 convention cov 
erage. This month, atten 
tion centers on activit 

of the conventioneers with 
the spotlight focused on 
parties. The pictorial re 
port begins on page 


DUAL FUNCTION 





> 


This machine and tool di- 
rectory, issued by a Le 

Angel firm, keeps cus 
tomers posted on the 
products handled by th 
supply house and also in 


sures that salesmen have 
adequate factual product 
information. Page 84 


+ -#o-778-— 


PRE-TEST POTENTIAL TROUBLE SHOOTER 


-_~ 


It’s really a more descrip 
tive name than Sales As 
sistant. The aim of this 
position, created by a De 
troit firm, is to achieve a 
products. Page 85 ; smooth-running sales oper 
the details on how ation. You'll read the 
whole story on page 55 








W ashington 

manager 

opinions ot prospec 
users about the prac 
bility and economy of 


ASK A QUESTION 





All right—here are six—on 
products 
welding 


ranging from 
equipment to 
reamers Mr. Salesman 
now you can find out what 
you know about the prod 


ucts you sell. Page 94 





CLASSIFICATION 
Fost-Moving a 
Slow-moving 
Weld 
Trenster 


Obsolete & Discontin 





INVENTORY CONTROL IS AN ATTITUDE 





Here's a novel 


Three Southern distributors, from 


delight on an industry-wide problem 
Tulsa, Norfolk 
und Alexandria, tell why they place less emphasis 
on the mechanics of control than they do on the 

ipproach to it. You'll surely want to read 
theories vhich, incidentally, have 


ind profitable) in the 8-pag 











You Said It.. 
Talk of the Trade 


Editorial 


REGULAR FEATURES 


Supply Sales Trends 106 News 


ria Price Index . . 110 Hew You Can.... 


$1 Outlook for Business . 112 On the Market Today 
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Socket Head 
CAP SCREW 


% 


% 
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Nice a 7 
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AAA: 


Guaranteed U. nfailing Performance 


Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. All standard items are 
Interested? Write for details! carried in stock. 


HOLO-KROME 
Comgplately lal Forged 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 


\¢ \ 
AA 
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New JPS 200 Ball 
Bearing Combines 





Precision, Economy | 


Here’s the answer for those 
light-duty, low speed shaft sup- 
port jobs on which cost has pre 
viously prohibited use of anti- 
friction bearings. Now Link 
Belt offers the new JPS 200 
Series Ball Bearing Pillow Block 
that combines precision per- 
formance with low cost. 

Where speeds are relatively 
low and loads light, the JPS 
200 provides long-life, free-roll- 
ing efficiency. Its sturdy pressed 
steel housing is light weight yet 
high-strength. 

Deep-groove, single-row ball 
bearings assure smooth opera 
tion and freedom from wear. 
Aligning surfaces are completely 
enclosed and the free fit be 
tween outer ring and housing 
permits unrestricted self-align- 
ment. This means full load ca- 
pacity is maintained regardless 
of shaft deflection or misalign- 
ment 

Synthetic rubber lip type seal, 
integral with bearing, provides 
maximum retention of lubricant 
and exclusion of dirt. Greased 
at factory, bearings need no 
further lubrication. 


Series JPS 200 is built for shafts 
from %% to 114-in. diameter. 





LINK-BELT COMPANY 
Plants in: 

Indianapolis « Philadelphia 
Chicago « Atlanta « Colmar, 
Pa. « Houston « Minneap 
lis *« San Francisco + Los 
Angeles + Seartle 13.576 


Offices in Principal Citie 











Link-Belt Screw Conveyors Provide 
Big Sales Advantages for Distributors 


* Sales All screw con- 
Meeting veyors are not the 


same. Even on 
in Print this so-called 
Link-Belt 


standard” item, 

furnishes many ex- 
clusive sales features because of 
sound engineering and accuracy 
of manufacture 


Uniformity of pitch—Specialized 
machinery assures accurate form- 


byt yA yy 


ing, producing uniform flight- 
ing curvature. Only specially se- 
lected steels are used to meet 
the rigid specifications. 


Wide range of hangers—Many 
styles and mountings with vari- 
ous bearing materials. 


e 


7 


Easy assembly—Straightness is 
checked before shipping, and 
extra care is taken in handling 
and loading. Coupling bolt 
holes are jig-drilled. 


Accurately fabri- 

cated troughs are 

offered in 

choice of met 

als to fit par- 

ticular applica 

tion requirements. There is also 
a choice of spouts and gates. 
Fixed, detachable, flat, curved, 
hand or rack-&-pinion. 


Correlated drives—Only Link- 
Belt builds a complete line of 
gear and chain drives, couplings, 
shafting, bearings. 


INDUSTRIAL DISTRIBUTION 





System of Link-Belt helicoid screw conveyors moves clay to bins 





Ley Bushed Chain 
Ideal for Abrasive 
Elevator Service 


If your customers 
handle abrasive 
materials, they'll 
appreciate the ex- 
tra wear Link- 
Belt builds into 
its Ley bushed 
chain. The bar- 
rels of this rugged cast chain 
have renewable hardened steel 
bushings in which steel pins 
ride. For extraordinarily severe 
conveyor and elevator service, 
manganese steel bushings and 
alloy steel pins are offered. 

The extra refinements here 
are typical of every chain in the 
complete Link-Belt line. No 
matter which you sell, you can 
be sure of top performance if 
correctly applied to the job. 


Complete ordering data available 
—92-page Link-Belt Data Book 
2289 contains full information 
on screw conveyors. You'll find 
it an invaluable selling aid 
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Locknuts, Washers 
Needed Everywhere 


Bearings Are Used 


Almost every plant is a poten- 
tial customer for Link-Belet lock 
nuts and lockwashers. It's a 
complete line—for shaft sizes 
from 5/16 to 7-11/16 in. di- 
ameter 

As manufacturers of all types 
of bearings, Link-Bele has de- 
veloped this line specifically for 
effective bearing positioning. 
Precision-made to ABEC and 
SAE standards, they're rust-re- 
sistant and vibration-proof. 

Other advantages include their 
burr-free finish, easy removal 
and installation. 

Folder 2348 includes com- 
plete working information. Be 
sure to place a copy of this four- 
pager in the hands of every pur- 
chasing agent in your afea, 
Locknuts and lockwashers can 
add up to attractive volume. 














COMPLETE LINE OF STANDARD & SPECIAL TAPS 























KEYWAY BROACHES & SETS 
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NEW PLASTIC TAP BOXES 


PROTECTED 
QUALITY 


It’s apparent how Threadwell 
TAP quality is protected by 
the original plastic 

tap package shown above. 
BUT ... the quality of ALL 
Threadwell products is 

triple protected . . . at the factory, 
in transit and in use. 
THREADWELL DISTRIBUTORS, 
too, are triple protected — 

by the consistent 

high quality and dependability 
of Threadwell products— 

by Threadwell Field Engineers 
strategically located to 
provide on the job help 
with cutting tool and 

gaging problems...and 

by Threadwell’s progressive 
distributor sales policy. 

















Ask us 
about the 
Threadwell 
story. 

We know 
you'll like it, 





TAP & DIE CO 
U.S.A. 


THREADWELL 
Greenfield, Mass. 


THE FINEST IN CUTTING TOOLS & GAGES 
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The Cover 

No square pegs in round holes here 
Every title board pictured on our cover 
fits solidly into its own little niche. And 
that’s just the way the stories and articles 
in this issue fit into the everyday opera- 
tions of the industrial supply business. To 
find out just how helpful and pertinent 
editorial content can be, turn to page 81 


und start reading. 
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The CLAUSING 
VERTICAL MILLER 


is NOW READY FOR YOU! 


For versatility, accuracy and economy, the new Clausing 
Vertical Milling Machine has more Plus Value features 
than have ever before been available in a miller at or 
near its price! 

It has Versatility Plus! Especially designed for tool room, 
pattern shop and general purpose use, it is actually sev- 
eral machines combined in one. The spindle head can 
be swiveled in a vertical plane and set at any angle, 
and turret rotated in a horizontal plane making it pos- 
sible to mill, drill, bore, ream and shape at all angles, 
with one setup. 

It has Accuracy Plus! The heart of the Clausing Mill is 
its rigid, high precision spindle head. It has 7 bali bear- 
ings — spindle is chrome nickel steel, hardened and 
ground — quill, hardened and ground, has hened bear- 
ing seats — overarm is rigid steel casting, with %” 
thick walls precision ground — drive has 4 ball bearings. 
Quill has micrometer depth control stop and two feeds; rack 
controlled by lever for sensitive feed and gear controlled 
by hand wheel for fine feed. All feed screws have ground 
threads, turn on ball bearings, have large micrometer dials. 
Table surfaces and dovetail ways on table, saddle, knee 
and column are precision ground. 

It has Economy Plus! The Clausing has many features 
that reduce setup and operating costs in both tool room 
and production milling. It's low in initial investment, and 
careful selection of materials and precision workmanship 
assure long service. 

Write today for the complete story of this sensational 
new machine tool! 


CONDENSED SPECIFICATIONS 


Size of Table inane 
Longitudinal Table Travel 15” 
Transverse Table Travel , tihiiaiadtle 5” 
Vertical Travel of Knee ae 
Maximum Distance Spindle to Table = 
Maximum Distance Spindle to Column 8%" 
Quill Travel abiedd a 
Spindle Speeds: Six, 180 to 3250 R.P.M. 

No. 7 Brown and Sharpe or No. 2 Morse Taper 

Spindle Optional 
Operates from “2 or % HP, 1725 R.P.M. Motor 


MILLS, DRILLS, BORES, REAMS 
& SHAPES ... AT ALL ANGLES... WITH ONE WORK SETUP! 


CLAUSING DIVISION, Giéas. Press. Company (ETT) 


7-117 N. PITCHER ST., KALAMAZOO, MICHIGAN 


WRITE FOR ILLUSTRATED LITERATURE TODAY! 
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COMPLETELY ASSEMBLED | CF AT ED) 


FACTORY ADJUSTED 
—ready to mount 
PRE-LUBRICATED on the shaft! 





DODGE -TIMKEN Americas Quality Pilow Block 


Extra measures are taken to build superior quality into 

Dodge-Timken Bearings; and extra precautions are 

taken to keep that quality intact—from the factory to 

you and to your customers. 

» These bearings are sealed in manufacture — an inte- 

gral part of Dodge-Timken design. Their inbuilt pre- 

cision is protected both on and off the shaft. That is 

one reason why they easily deliver a minimum of 30,000 

hours of service. Want evidence? Look around you. No 

other pillow block is so widely used on the nation’s tough 

jobs. Dodge-Timken dependability has been proved in of Mishawaka, Ind. 

millions of installations. ; . 
There are 5 types of Dodge-Timken Pillow Blocks for all pieteenaantndiaaibenathenatinamamathie oe 
types of service, in shaft sizes from 1%” to 10”. Also Dodge- ' \ In each ad prospects are advised to “call the Trans 
Timken Hanger Bearings, Flange Bearings, Take-ups. missioneer, your local Dodge Distributor.” 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Indiana 
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You Said It 


Readership Test 


Nortu! As 
receipt of the M 
1 thorough study an 


Upon 
made 
your interesting report As 
sionally do, I used it a 
bulletin to our field organ 
pertinent comment 

Recently, one of yo 
subject of a quiz to 
pose was to determin« 
they read this fine m 
plies were prompt and 
pleasing character. The 


was correctly iInswere 


solicited comments 
est and thoroughness of thei 
to each monthly issue 


AN EXeEct 


Salesmen’s Compensation 


Prov IDENCI 
The May 


rRIBUTION 


issue of INDUSTRI 
was very interestin 
me, the most absorbing art 
cerned salesmen. 

It was rather surprising t 
the average man sold well « 
000 per year. To gain a | 
of his earnings, is it pos 
mine much of this 
“full margin’’? 

For example, large qu 


the list 


how 


m abrasives leave 
74 margin or less. her 
lu ifl 


business dictates that « 


items which are not 

any form of compensation 

lated by profit margins 
Frankly, I hope 

cation will go deeper int 

tion of salesmen, th 

ind so on 


Let me illustrate 


Distributor seeks more data on sales- 


men’s compensation, offers typical fig- 
ures; readers discuss ““Trends” report; 
Hartford executive speaks his mind on 


manufacturers’ catalogs and imprints 


may. Our 


men as follows 


company pays all outside 


20 ind higher margin 7 

10-19 34 

under 10 1‘ 
his is gross pay. The men must pay 
ill expenses 


l'ake " 


men in 1953 


is examples, two industrial 


Salesman A 


Sales Rate Compen. 
7 11,344 


1.090 


10] 


~ 
4 


4 
l 


Salesman B 


Rate 


Sales Compen. 
144,149 10.090 
38,424 34% 1,344 

33 | 


50.336 


303 
219,90! 11,737 
We hope that you may be able to 


ret out a 


ubiect someday 


“meatier” survey on this 


BENTON H ROSEN 
President 
Franklin Supply Co 


Advertising Gripe 


HARTFORD, CONN 
[ am unhappy about the advertising 
imples we have been receiving 
Let's take catalog covers first. The 
nice glazed finish is pretty but, when 
the distributor's name is stamped on 
t, the Then there is the 
nanufacturer usablk 
ice for the 


ink smears 
who le ive no 
distributor's name (th« 
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one thin y 


that the local customer 
distributor is to be of 


There 


needs if the 
service to th« 
ire samples of this greedy grabbing 
with big letters and 
“NEW.” The 
impressive when every 
a big “NOW” 
nearly 


manufacture! 


f every inch 


magic’ words like 
magic 1s not 


NEW and 


assist 


thing is 


probably does not sales 


is much as would the words “distrib 


uted by” with space for our name 
hen we come to the manufacturer 
who imprints the distributor's name 
on the catalogs. It is amusing to esti 
mate the advertiser or printer's opinion 
of distributors expressed by the type 
used to put our name on the catalog 
lhe white space, 


front cover for 


of one manufacture! 
left on the 
the distributor's 
63-in. and the name of our company, 
1 long one with 21 letters and punctu 
the date of our 
town, post office 


so nicely 


5 
name, measures < X 


ation marks, with 
establishment, the 
number and state are squeezed into a 
space % x 2-in.; 7's of what was avail- 
ible. Other instances of the big ME 
and little you have occurred. Bear in 


mind these are not small companies. 
hey are just unfortunate people who, 
ontact with the distribu- 


needed. 


not having 
tor, do not realize 
[his i 
which 
confusing printed background or dark 
color that clarity of the 
distributor's stamped name 
We lid receive 
log with satisfactory space left for the 
name and with an ab- 
urface on which the ink does 
not smear. Another catalog we re- 
ceived falls a little short of this but 
still they rate credit for trying. 
One other angle while we are at it 
Continued on page 10) 


what is 
noticeable in the catalogs 
but either have a 


kk iv¢ space 


reduces the 
one excellent cata- 


distributor’s 


yrbent 





TOP QUALITY 
C-O-TWO FIRE ‘noma: 


ce S 


" _ "ST 


DRY CHEMICAL TYPE 


Convenient 4, 20 and 30 pound hand 
sizes . . . no syphon tubes or valves 
within the cylinder to become clogged 
or inoperative . . . discharge hose 
and squeeze type discharge nozzle 
remain empty until actuation takes 
place . . . one piece removable top 
assembly. Also, convenient 150 pound 
wheeled size . . . sturdy, wide-faced 
wheels . . . discharge hose and two 
position discharge nozzle having soft 
or solid stream fully enclosed in pro- 
tection casing . . . footrail and dual 
bor handle provide easy inverting 


a ¢ LD’ 


[WS 
/, CARBON DIOXIDE. TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world farnous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas... 
smothers fire in seconds, leaves no after fire mess ... highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 
the releasing of carbon dioxide for first aid fire fighting ... just squeeze lever to open 

. release to close. 

With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and electrical fires, as well as surface fires involving ordinary combustible materials. 
The exclusive inverting design renders constant free flowing dry chemical, assuring 
faster, more effective and complete discharge. 

Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
plants the year round, with special attractions added each spring during Clean Up 
Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
Extinguishers can be a good door opener as well as one of the topics of conversation 
most anytime you make a sales call. Contact us today for complete free information 
on these top quality, “stay sold” fire extinguishers ... it will be worth your while 
to get all the facts. 


c-O-TWO FIRE EQUIPMENT COMPANY 


NEWARK 1 + NEW JERSEY 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 


Squeez-Grip Carbon Dioxide Type Fire Extinguishers 
Dry Chemical Type Fire Extinguishers 
Bulit-in High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting Systems 


C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 





Sales and Service in the Principal Cities of United States and Canada 


AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
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BOOST YOUR PROFITS 


WITH 


LUNKENHEIMER Jacl 





Se mi OIL AND GREASE CUPS 


150 Ib. Air Nozzle 


Yes, Lunkenheimer produces the highest 
Y ' ; ; quality Engineering Devices, as well as the 
our customers are looking for ways to make their world’s finest valves. And today — with the 


expensive machinery last longer. Boost your profits high cost of maintenance — your customers 


by showing them how Lunkenheimer Lubricating NEED the extra margin of quality in design 
and workmanship that has made Lunken- 


Devices cut maintenance costs. Explain how Lunken- 
heimer products world-famous. 


heimer Air Devices stop air leaks, too, and point 


out the advantages of Lunkenheimer Liquid Gauges. 
All these carefully built bronze accessories assure Yon a 


longer wear with /ess repair. For literature and pro- | | 
motional ideas, see your Lunkenheimer Represent- 


} 


| 


360U, Cincinnati 14, Ohio. | 


) 
ative, or write to The Lunkenheimer Company, Box 
| 


QUALITY ; 


The Cost of a Lunkenheimer Valve Gets Smaller 


BRONZE e IRON e STEEL and Smaller and Smaller with Every Passing 
Year of Dependable Service. 


LW WN NHEIMER 
ONE VOCOX NAME IN VALVES 
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L-253-12B 








You Said It 


(Starts on page 7 








ConrrisutTions to your “Letters to 
the Editor’ department are wel 
come from all readers. Write on any 
topic you like; we'll publish it and, 
if you do not want to be identified, 
you can rest assured that we know 
how to keep a secret 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas 





Let’s have ‘em 
Just send your letter to the 
Editor, Inpusrriat DistrisBuTIoN, 
330 West 42nd St., New York 36, 
N. ¥ 
The Editors 











Envelope enclosures by the hundreds 
and thousands come in without im 
print. It is then up to us to get the 
job done, by printer or by our own 
help. You guessed it. Often, after 


SUPREME | 


ers are umique. On one, everything 
reads right side up except our name 


: > 
; hanging around waiting for someone 
Cc H as on 4 s to imprint them, they get obsolete 
: and disappear. Some imprinted fold- 
EME CMY 


carefully imprinted upside down 


oe 
Finally, and certainly not the least 
of the failures to understand, is the 


SUPREME chucks produce steady pro- matter of price sheets. It is the very 


: rare exception that has ample space 
fitable sales. On every call you'll find | for our name. It is about 95% true 


a prospect. Handling the SUPREME 








that price lists do not have any space 
for the distributor's name. 








(5 


line will add to your volume. 


SUPREME chucks are interchangeable 
with other makes. They are a top 
quality product. They are nationally 
advertised and well known to the 
trade. Distributors find the SUPREME 
Distributor policy an excellent work- 
ing arrangement. 


Right now is a good time to inquire 
about open territories for the SUPREME 
line .. . it will pay you to do so. 


SUPREME cri 


CHUCKS 


Supreme Products, inc., 2222 South Calumet Avenue, Chicago, Illinois 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 


10 
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The consumer, when he looks up a 


| price, is thinking of buying. If the 
| distributor’s name is missing, there is 


in even chance that the price list has 
lost a high percentage of its effective 
ness 

his letter is not written in a carp- 


| ing mood. Its intention is to be help 


ful to the thinking of whoever is re 


| sponsible; whether it be advertising, 


sales or management. I have met 
only four advertising men, either from 


| an agency or a factory in the last ten 


years (two of these I met at conven 
tions If they don’t contact various 
types of distributors, how can they 


| know our needs? 


J. P. Spracut 
Vice President 
L. L. Ensworth & Son, Inc. 


Continued on page 14 











HIGH -SPEED-EDGE 
ARMST RONG - BLUM 
MFG. CO CHICAGO USA 


Experience Cannot be Copied 


More than a quarter-century ago MARVEL invented and basically 
patented the MARVEL High-Speed-Edge Hack Saw Blade—the 
UNBREAKABLE blade that increased hack sawing efficiency many- 
fold. 


Every MARVEL Hack Saw Blade ever sold has been of that basic 
welded high-speed-edge construction, with constant improvements 
from year to year, as EXPERIENCE augmented the “‘know-how’’ . . . 


MARVEL is not “tied” to any single source of steel supply, and has 
always used the best high speed steels that became available from 
time to time as metallurgy progressed. When-as-and-if finer steels are 
developed—and are proven commercially practical for welded-edge 
hack saw blades—MARVEL will use them, regardless of cost or 
source... 

There is only one genuine MARVEL High-Speed-Edge! All other 
“composite” or ‘“‘welded-edge’”’ hack saw blades are merely flattering 
attempts to imitate — without the “know-how” of MARVEL 
EXPERIENCE ... 

Insist upon genuine MARVEL High-Speed-Edge when buying hack 
saw blades—and be SAFE, for you can depend upon MARVEL. 
They have been “‘tested’’, “‘pre-tested’’, and “‘re-tested”” by thousands 
of users for more than a quarter-century! 


ARMSTRONG-BLUM MFG. CO. - 5700 Bloomingdale Ave. - Chicago 39, U. 8. A. 
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This salesman sells the whole line! 


Give your salesmen Armour Coated Abrasives— 
they sell faster because they're precision-made! 


Nearly every plant your salesmen call on uses coated abrasives 
—and every plant wants the sharpest, longest-lasting abrasives 
it can buy. Many of them have used Armour's precision abra- 
sives for over fifty years—they like the high quality of Armour’s 
complete line. That acceptance, that volume is what your 
salesmen need to make more dollars per call! 

Armour pre-sells your prospects and customers. Direct mail 
and advertising explain how our electrocoating process makes 
Armour abrasives strong and firm and how a special heat- 
treating process makes the grains extra tough. Interesting 
booklets and pamphlets as well as “giveaways” help make 
the sale. From then on, your salesmen and a superior product 
take over for steady, continuing sales. 

You will be interested in the new Armour Technical Appli- 
cation Laboratory, full of the latest equipment to help solve 
problems for distributors’ customers. With backing like this, 
your salesmen can’t help but get more dollars per call 

If you're interested in handling the Armour line of preci- 


sion coated abrasives, write us today! 


Coated Measives 


Armour and Company «+ North Benton Road «+ Alliance, Ohio 


Pr TdT TT 
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‘Freaks!’’ 


“Odd Balis!”’ 


Wo ade dol —m Cre) [el ol -1 ce fo ie 


Sell PROTO Forgings, Too 


PROTO can make almost any type of 


forging in a wide range of sizes for 
your customers. Plants in Jamestown, 
N.Y.. and Los Angeles, Calif... enable 
oy 
® f. ie 


you to promise fast delivery. 
} ; PROTO » PRO les: 
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Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 


The “Mulcoram” ... the hydraulic 


press for making the coup- 


ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydrau- 
this 
coupling is there to siay ... virtually molded 
to the hose by a multiple gripping arrange-, 
ment illustrated in the cross-section view, 


lically-operated “Mulcoram”, unique 


above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
buffing or cutting of the cover. 


“MULCONROY Siar... 


With the "“Mulcoram” and “Hole- 
dall” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


e 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economicaliy it can be 
operated ...in your own shop, with- 
out skilled labor... to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually, prolong the life of the hose 
by protecting it against the effects of 
continuous flexing at connecting points. 
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You Said It 


(Starts on page 7 





Tops 
INDIANAPOLIS, IND 

Your mail must be full of compli 
mentary letters 
ticle entitled 
peared in the May issuc 

Last night I thought I would glance 
through our industrial Bible 
DistRIBUTION and found that | 


concemimg your al 


“Tends” which sp 


INDI s 
rRIAI 
could not lay down the magazine until 
I had 
Frankly, I have never seen anything 
made up as well as this and I hope 
the demand will be such that you will 
make up “Trends” in a separate bul 


finished the entire 32 pages 


letin for reference and filing, etc 
Again congratulations on a job well 
done 
FRANK M. CRUGER 
Partner 


Indiana Manufacturers Supply Co 


Reprint Request 
New York, N. Y 


Your article on “Trends” is cet 
tainly a complete report of the state 
of the industrial supply field 
I wonder if you would grant us 
permission to reprint part of it in 
our publication “Marketing Memos” 
which is distributed in all marketing 
areas of the company. Of course, we 
would credit you 
RicHarp E. Forses 
Advertising & Sales 
Promotion Services Dept 


General Electric Co 


Four Stars 
Newark, N. | 


edition of INpus 


May 1954 


DISTRIBUTION is 


The 
rRIAI splendid—at 
least from our point of view 

Your editorial 
“Trends” is by far the finest editorial 


handling of the industrial supply dis 


presentations of 


tributing situation vet 
Congratulations! 
H. B 
['reasuretr 


Squier, Schilling & Skiff, Inc 


Becc 


Continued on page 18 





Why all the excitement about 


PLASTIC PIPE? 


It’s Highly Resistant to Corrosion 


x 


Think what this can mean to those 
concerned with disposing of industrial 
wastes, sewage and other fluids—in fact, 
all customers with a corrosion problem. 
Both Republic Semi-Rigid, made of 
butyrate, and Republic Flexible, made of 
polyethylene, are immune to electrolytic 
action. Each type is particularly resistant 
to certain groups of corrosive elements. 


It’s Highly Resistant to Clogging 


Think what this can mean to customers 
that must contend with scale or other sedi- 
ment. Enormous cleaning bills are elimi- 
nated. That’s because smooth inner sur- 
face of Semi-Rigid offers no foothold for 
deposits which result in costly shutdowns. 


It’s Ideal for Replacing Service Lines 


Think how this can reduce gas line re- 
placement costs. No need to dig up lawns. 
Simply thread Semi-Rigid through exist- 
ing lines. Transmission is not retarded 
either. Reason: less friction. The old pipe 
becomes protective conduit for the new. 


Think what this can mean to your cus- 
tomers who use irrigation and sprinkler 
systems. Republic Flexible Plastic Pipe is 
resilient, will not fail with changing tem- 
peratures. It is widely used on farms for 
jet pumps and for watering livestock. 


Cc 


It’s Extremely Easy to Install 

Think what this can mean to your cus- 
tomers’ production schedules—and their 
pocketbooks. It’s lightweight—one man 
can carry several 20-foot lengths of Semi- 
Rigid—or a 300-foot coil of 1” Flexible. It 
can be cut with an ordinary knife or hand 
saw. And Semi-Rigid is quickly “welded” 
with a brush-applied solvent. Insert- 
type fittings and stainless steel clamps 
permit fast joining of Flexible Pipe. 


Republic Steel, one of the world’s largest pro- 
ducers of steel pipe, was the first among steel 
companies to produce plastic pipe commercially. 
And all recommendations are based on over 50 
years’ experience in the pipe making industry. 
So if your customers have a piping problem, 
whether it’s plastic or steel, call on Republic's 
specialists. They’re always at your service. 


Booklet No. 603 gives sizes, lengths, test pressures and other 
valuable information on Republic Plastic Pipe. Write to: 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES 7 CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.¥. 


REPUBLIC 
PLASTIC PIPE 
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Other Republic Products include Steel and Stainless Steel Pipe and Tubing, Bolts and Nuts, Sheets, Hot Rolled and Cold Drawn Bars 
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New Modern Hose Packaging 





WITT A 


DURABLE stronger for shipment, COMPACT requires less space 
ee « storage and reshipment 


e « « for warehousing 











STANDARD complies with standard NVENIENT proper labeling 
es ese carrier regulations 


s s s prevents mistakes 

















HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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Will Increase Your Sales 


The Complete Hewitt-Robins 





Industrial Hose Line is Now 
Packaged In New... Compact... 
Functional Containers 


We have the answer to your hose handling and 
storage problems . . . covering our complete hose 
line, the new Hewitt-Robins modern hose packaging 
program ships hose from factory to industrial supply 
distributor in specially designed hose packaging units 


These durable units withstand the rigors of shipment 
and reshipment . . . their minimum bulk and weight 
save on shipping charges, storage space. Hose lengths 
—— of 50 feet are conveniently packaged in individual] 
PRACTICAL guarantees greater cardboard containers . . . larger bulk hose orders 

e « « handling ease utilize reels for handling ease and product avail- 
ability. Hewitt-Robins modern hose packaging gives 
product protection during storage, guarantees de- 
livery of clean merchandise to consumer. . . the 
improved label design assures proper product iden- 
tification at a glance. 








Through this new concept of modern hose packaging 
Hewitt-Robins helps you serve your customers better 
... helps you sell your customers better . . . with the 
highest quality in industrial rubber goods. 


Get complete facts about the new Hewitt-Robins 
Hose Packaging Program. Mail this coupon today 
for your copy of our booklet, ‘Modern Hose Pack- 


aging.” 


Advertising Department 
HeEwitt-RoBINS INCORPORATED 
666 Glenbrook Road 

Stamford, Connecticut 


Please send copy of “‘Modern Hose 


for the “‘new 
e e « look” when sold Packaging” booklet at once! 











COMPANY 





INCORPORATED 


Restfoam 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal Hewitt-Robins Internationale, 
Paris, France + Robins Conveyors (S. A.) Ltd., Johannesburg - EXPORT DEPARTMENT: New York City 
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You Said It 


Starts on page 7 





Excellent Study 


Los ANGELES, CALuU 

Your issue of May 1954 contained 

in excellent study of the present in 

dustrial distribution industry under 
the title “Trends.” 

If it would be possible to receive 

copies of this section, we would cer 


tainly appreciate obtaining them. W<« 


feel that placing such material in th 


hands of each of our zone manager 

ind management group would help 

immensely in improving our under 

standing of the industrial distributor’s 
problems and needs 

Jay Womack 

Assistant to Vice President 

Marketing Division 

Plomb Tool Company 


\ Better Understanding 


G LD) 
ON THE JOB... Wasemeses, Dr 


\ copy of “Industrial Distribution 


in distributors’ profit ledgers Presents Trends” came to my atten 


tion today 
The Vincent line of Dressers and Cutters is not a new and untried We would like to obtain, if pos 
quantity. For over forty years, they have been giving customer satisfaction sible, copies of this reprint for dis 
on the job . . . carrying their own weight in distributors’ profit ledgers. tribution to our promotional sales 
force. We feel that the information 


+ 


Exclusive Vincent dresser design, which incorporates a hex bushing to 
it contains will be of direct assistance 


absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent’s own heat treating division— 
one of the three largest in the country. 


to them in understanding the opera 
tion and problems of the distribution 
segment of industry 


Epwin J. O’Brien 
Added to this, a continuing advertising program, carried on in leading Ady — ve 
( Cc 4 ax 


trade papers, has acquainted users with the Vincent name and develops Rubber Chemicals Division 
. . De Cl Cals 1S10 
prospects for distributors. E. I. du Pont de Nemours & Co 


Why not stock Vincent Dressers and Cutters yourselves . . . they're 
proved to be sure-fire profit producers. Vincent Steel Process Com- ; 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. Office Procedures 


CLEVELAND, OHIO 
We were very much interested in 
the article on page 132 of the May 
issue of INDusTRIAL DISTRIBUTION 
titled “Distributors Streamline Office 
Procedures.” We feel that this infor 
mation could be shared to advantage 
with our field organization 
We would ippreciate your idvising 
us if we might have permission to re 
print this article together with the 
copyright material on page 136 
C. S. MARGACH 
Manager 
Methods & Sales Training 
Addressograph-Multigraph Corp 


SINCE 1909 
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THE V-DRIVE LINE TO SELL 
IS'THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 


depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 


Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 FUL-GRIP Q-D sheaves... in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, 8, C, and D and E sections 


SALES HELP 
MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


horsepower, are ready for immediate delivery. 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 


MOR-GRIP V-Link Belting 
selling power . . . folders, booklets and blotters imprinted in A, B and C sections 
with your name on request . . . live leads produced by Maurey Complete Multiple V-Drive Accessories 


trade paper and direct mail advertising . . . and the 


personal assistance of Maurey field engineers. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 


you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 


advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


ma urey manufacturing 
corporation 
2915 South Wabash Avenue, Chicago 16, Illinois 


The Complete Multiple and Fractional Horsepower V-Drive Line 
Serving Industry Since 1917 
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A TIME FOR SALE 


P-K Distributors offer, along with P-K Fasteners, 


a premium of utmost value. 


It is time saved by the time-proved speed 
and simplicity of the P-K fastening method. 
Convertible to more production, it is time gained — 
to be turned to added profit for the buyer. Good reason, that, 


why the millions of P-K applications mount higher every day. 


And for Distributors, P-K saves selling time. P-K prepares the market, 
instructs the staff; provides the tools that swing the sales. 
That’s why smart Supply men put more time 
in P-K Product selling . . . every hour pays. 
Certain territories are open for interested Distributors. 
Parker-Kalon Division, General American Transportation Corporation, 


200 Varick St., New York 14 





Young OK with PK... all the way 
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Yes, “like a tent.” From the tiny 65-gauge steel-wire Broach 
file (for jewelers and watchmakers) to the massive 18-inch 
Machinist’s Flat file, Nicholson and Black Diamond files 
collectively embrace a matchless range of types, shapes, 


sizes, and kinds and degrees of cuts. 


ry. 

[i the wide varieties of Regular Purpose, Saw, Milled 
Curved Tooth, add Rotary (in both carbide and high- 
speed steel) and Special Purpose files. They include de- 


signs that are exclusively Nicholson. 


Consider, too, the distinctive qualities inherent in Nicholson 
files: File steels of specified high grade and analysis; ex- 
treme accuracy of cut; scientifically determined and con- 
trolled uniformity of hardness; extra-long serviceable life. 
... These further sharpen the picture of how Nicholson 
covers the field of filing—not only in product range, but 


in product performance and product value. 


iT 
We are happy to have well-established and aggressive In- 
dustrial Distributors share with us these sales-making, 
service-rendering, prestige-building implements of progress 


and profit. 


NICHOLSON FILE COMPANY 
42 Acorn Street, Providence 1, R. I. 


Nicholson File ¢ ny of Car Lt Port Hope, On 
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THE MORSE CODE MEANS 100% 


..on all MORSE 
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The MODEL 


for everything that 


follows 


Mighty seldom you can say that 
of anything . . . only a few outstanding 
originals like the Morse Code, Morse 
Franchise, and Morse Distributor’s In- 
ventory Protection Policy. ““Reasonable 
facsimiles” may come and go, but these 
originals never change, except to gather 


added strength, respect and value 
through the years. Morse Twist Drill & 
Machine Co., New Bedford, Mass. 
Warehouses in New York, Detroit, 
Chicago, Houston, San Francisco . 
linked together in a complete teletype 
network . . . coast to coast. 





DISTRIBUTOR PROTECTION fii. 


Cutting Tools 
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disc business all around for 


Jenkins is the only manufacturer of both valves and discs, 
and is the originator of renewable composition dise 
valves. That’s an important advantage for the Jenkins 
Distributor. He can offer discs of time-proved design and 
composition for top performance, plus authoritative dise 
information. 

The market for dises is everywhere he sells. A big per- 
centage of the valves in use throughout industry are dise 
equipped. Periodic replacement, to protect valves from 
premature wear, is standard practice. 

His dise business aids valve sales, because he can offer 
plenty of proof that assurance of dependable valve effi- 
ciency is a Jenkins Valve fitted with a Jenkins Dise. 

Any way you look at it, dise business is good business 
for Jenkins Distributors. It’s another of the many reasons 
why Jenkins is the preferred franchise of the nation’s top- 
rated industrial supply specialists. Jenkins Bros., 100 


Park Avenue. New York 17. 


JENKINS 


LOOK FOR THE DIAMOND MARE 


VALVES = 


Dortana roy 


Complete information on Jenkins Renewable Composi- 
tion Discs is contained in the 12-page folder, “A Guide 
to Correct Disc Selection”. The “Jenkins Dise Selector” 
is @ handy, 812" x 11” wall chart listing recommended 
dises for all common services, temperatures, and pres- 
sures. Both are supplied to Jenkins Distributors on re- 
quest, imprinted with name and address. 

Jenkins Discs are made for practically all types of 
Service conditions — for steam, water, air, oil, gas, and 
chemicals. A variety of rubber composition discs are 
made for ordinary services, and various special com- 
position and metal discs for such services as super- 
heated steam under high pressure, severe oil service, 
and other special operating conditions, 
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‘P&H Hevi-Lift 


Custom-bdilt to your custamer’s 
specifications. Over 3,000,000 pos- 
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sible variations of this heavy-duty 

hoist to fit your prospect's needs. 

Easily eanverted to any type movunt- es 

ing: trolley, bolt, ne) a 

br lug suspension, ae 

"fngok suspension or pean 4 
erqtswise. Geared. aes 
limit switch can be t er 
| he 

Br 


sei to suit ceiling 
and floor limita- 
* thons. Available in 

capacities up to 

15 tons, 

















Our hoist 
sales policy 


hot item for multiple sales. 
Some large plants use as many 
as 500 Zip-Lifts to keep loads 
moving. for positioning work 
and equipment. Capacities 
from 250 Ibs. to one ton. In 
use in many diversified indus- 
tries and institutions. 








P&H Zip-Lift Electric Hoist 


‘is YOUR insurance ====- 


, I ‘HERE’S no question as to where the P&H Hoist Di- 
vision stands on distributor policy. We put it in print 


— and you're welcome to a copy. 


When you read through this sales policy you know just 
where you stand as a P&H Hoist distributor — or where 
you would stand if you took on this important franchise 
in the materials-handling field. There is no double-talk — 
no language that you need a lawyer to explain. And you'll 
find that every point in this straight-talking document is 
designed to protect you. 

You know that all the business belongs to carefully 
selected, legitimate stocking distributors in the various 
market areas. 

Send for a copy of this sales policy and read it for your- 
self. See how it backs up the greatly augmented P&H 
Hoist Line — which now gives you not only P&H quality 
and performance, but also the full range of products you 
need to blanket your market. And let us tell you about 
our promotion program that helps you turn your market 
potential into orders. 

Inquire, too, about the desirable territories we have 
open. There are only a few — but they’re worth writing 


about. Use the handy coupon below, today. 


Pes ost 


HARNISCHFEGER 
CORPORATION 


4683 W. National Ave. * Milwaukee 46, Wis. 


trol model. Rope control 
equipment permits substantial 
price reduction— makes easier 
sales for you. Available in 
500 and 1,000 Ib. capacities. 
Sales-helps galore on these 
popular hoists. 


P&H Hand Chain Hoists 


There's a whole group of 
these hoists. You can sell spur- 
geared hoists, army-type trol- 
ley hoists, low-headroom trol- 
ley hoists — whatever your 
customer needs. Capacities up 
as high as 25 tons. Complete- 
ly fills your line of P&H Hoists 
and accessories — you're 
ready to supply whatever 
your customer needs. 





P&H Jib Cranes 


Eight different models of jib 
cranes, including bracket-type, 
mast-type, and pillar-type. 
Capacities up to 12,000 
pounds — all of them built 
for a reach of from 8 to 20 
feet. Addition of this com- 
plete line of jib cranes to the 
P&H selection lets you sell both 
the hoist and the mounting. 
Catalog and sales information 
available to help you. 








Tear 01 Coupon. ond math today, / = 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West National Avenue, Milwaukee 46, Wisconsin 


Gentlemen: Please send me a copy of your official sales policy. 
I'd like to see for myself the many ways in which 
this document protects me. 

















show your 
customers this 


Now essex Film 


When you fell your customers that ’s First of all, ask your sctr District Office to 
improved (Type ‘“‘C’’) Spherical Roller Bear- show you the film. Then, without obligation 
or cost, you can have the use of a film to give 
your customers a quick, clear visual demon- 
stration. You'll find it tells, step by step in 
full color, exactly how the design of the fa- 
The effective way to answer that question is mous Spherical Roller Bearing has been 
to show them how improved to deliver unmatched performance. 


7345 


ings provide 2 to 3! times increased life and 
up to 50°; increased capacity, they're going 
to ask: ‘‘How did do it?” 


HAVE YOU SEEN THIS 
TYPE "C”’ SALES KIT? 


Here's another sales help 
which shows the how and why 
of this important im- 
provement in spherical design 
Have your & * District 
Office explain the features 
of the Type "C” to you! 


Use the coupon to start making SEEING help your 


SELLING. SKF INDUSTRIES, INC., PHILADELPHIA 
32, PA.— manufacturers of S%F and HESS-BRIGHT® bearings. 


SKF INDUSTRIES, INC. 
FRONT ST. & ERIE AVE. PHILADELPHIA 32, PA. 


which tells the story behind the improved (Type “C’’) Spherical 
Roller Bearing 


Company 





Address__._ 











r 7 
| 
1 VES . . . We'd like to see the new 20-minute sound slide film | 
. 


City 





! We'd prefer to see it on (date) | 


Second Choice BALL AND ROLLER BEARINGS 


ie an aa Gs Gu Gus Gun Gan Gap Gun Gun Guu uD Gu=D a==> anu 
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the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel —famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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-++ YOUR CUSTOMERS COUNT ON 
FOOTE BROS. LINE-O-POWER DRIVES 


What makes these famous drives the most wanted 
and respected by your customers? It’s because 
WHEN EVER DOLLAR Foote Bros. Line-O-Power Drives offer more for 

) every dollar invested. They offer more capacity 
in less space—thanks to compact Duti-Rated Lifetime 
Gearing; longer life because these unique gears 
are file hard at the tooth surface and evenly graduated 
to a tough ductile core . . . no other industria 
gear wears so long, offers so much trouble-free 
service; greater efficiency that begins with Foote Bros. 
exclusive design, backed by nearly a century of 
manufacturing experience, job-proved 
by unmatched industry-wide performance. 


Line-O-Power Drives are available in a complete line 
to meet every industrial requirement—in straight-line 
or right-angle design, with foot or flange 

mountings, for horizontal or vertical service. 
Remember, when every dollar counts, your customers 
count on Foote Bros. for performance they can 
measure, quality they can trust. Always recommend 
Foote Bros. Drives—it’s good business. 
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SS 
ad Equipped with 


Duti-Ratéd 


LIFETIME GEARS 


COTESBROS, 


allen Power Tea ooion Through Boller Boars 


FOOTE BROS. GEAR AND MACHINE CORPORATION «+ DEPT. ID 
4545 SOUTH WESTERN BOULEVARD + CHICAGO 9, IJ INOIS 
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E-HEAVIWEIGHT Pertormance Wins New Recognition 


selected factory trained distributors. Our franchise 


} 


The word is getting around about the past perform- 


ance of Walker-Turner LIGHT-HEAVYWEIGHTS 
newly completed check of leading industries 1 
this pertinent fact: of the 250 larg. 


no less than 93% right now 


users. 


There’s much more to the W 
and you can easily sell every w« 
cost-cutting performance is I 
these LIGHT-HEAVYWEIGHTS ar 


priced to deliver just that! 


Walker-Turner machines 


policy is one of adequate coverage sensibly limited 
and controlled for good Distributor turnover and 
profit. There are a few areas where we can consider 
new distribution. If you are interested, write to 
Dept. ID, Walker-Turner, Plainfield, N. J. 


WALKER-TURNER 


*DIVISION®e 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J 
H j i er i @ RA 








Ben Duffy, President of Batten, Barton, Durstine & Osborn, Inc., tells why 


“You don’t have to wait for Groucho!” 


Snap on y lay in the year. It’s the most reliable service we know. 

Ben Dufty points ul here 
You—and BBDO—can thank Air Express for that. It’s 

Air I xpress that carries Groucho’s fi 
I'V films ar lue ata 


way across the co 


Frequently, we send duplicate shipments in case one 
should be marred or lost in handling—but this precaution has 
lever once been necessary 


certain hour, often the whole [Important 


ms regularly [ 


, too, is the fact that almost all our shipments 
same with printing plates. They more than 1,000 a year—cost us less with Air Express than 


may have to reach 100 difterent cities to make a specific edi with other air services 


tion of many publications It pays to express yourself clearly. Say Air Express ! 


Division of Railway Express Agency 


___ & Air Express ——_—— 


GeTs THERE FIRST via US. Scheduled Airlines 


Air Express gets these essential materials there—every 


CALL AIF EXPRESS .. division of RAILWAY EXPRESS AGENCY 
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...the one you got the day you wanted it! 


All right, we'll skip the arguments about which of 
these two cap screws is the best... though we can 
prove that one is better because of the Kaufman 
double-extrusion Process and many other factors. 
The BIG DIFFERENCE, if you ask long-time Clecap 
distributors, is the Clecap organization that cheer- 
fully “breaks its neck” to get you what you want 
exactly when you want it. An astonishing record 
over the years! 

Why not enjoy the comfortable worryless feeling a 
lot of wholesalers get by standardizing on Cleveland 
Fasteners? ... and put the cap screw problems of 


your Customers up to Clecap? 


The Cleveland Cap Screw Co. 


2931 EAST 79TH STREET + CLEVELAND 4, OHIO 
VUlcan 3-3700 TWX CV42 


WAREHOUSES: CHICAGO «+ PHILADELPHIA + NEW YORK 
PROVIDENCE + LOS ANGELES 


OUBLE 
Originators of the Kaufman Process 
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HAT makes your prospect put his name 
on the dotted line? Two things: Your 
personal sales ability. And the acceptance of 
the products you represent. 
Osborn’s acceptance-building advertising 
through the years has sold millions of 
maintenance, paint and power brushes. It 
will sell millions more. Are you getting 
your share? The Osborn Manufacturing 
Company, Dept. R-19, 5401 Hamilton Ave., 
Cleveland 14, Ohio. 


FOUNDRY MOLDING MACHINES 
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All Raybestos-Manhattan 


Distributors and their Customers 


Benefit from R/M’s... 


Complete Line Industrial Rubber Produ 


-- COMPLETE LINE 


OF INDUSTRIAL RUBBER PRODUCTS 


In each of the basic lines of R/M Industrial Rubber 

Products you get a complete range of constructions, 

many of them exclusive, to meet every customer re- 

quirement. Homoflex and Condor Hose for hundreds 

of uses . . . Condor, R/M Super-Power and FHP 

V-Belts for all applications . . . Homocord, Homoflex 

pe and Ray-Man Conveyor Belts, with the revolutionary 

A Business Relationship that “Wears Well” “XDC” Cover . . . Condor Compensated and Whip- 

aN cord Endless Flat Transmission Belts with a choice of 
driving surfaces for every specific customer need . . 

These well-known brands give your customers “More 

Use per Dollar.” Through repeat business from satis- 

fied customers R/M Distributors profit by more sales 


Strategic Warehousing, Dependable Delivery f per dollar of selling effort. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


@BhAHhHeoeSrK tk 


Flat Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industriol Fire Hose 











Other R/M products include: Industriol Rubber * Fon Belts * Radiator Hose * Brake Linings * Broke Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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Jewel 
: Brand | 


ABRASIVE BELTS 








Month after month, these and other memorable 
Jewel Brand advertisements appearing in 
leading industrial publications hit the heart 

of the big abrasive-products market . . . keep 
JEWEL BRAND uppermost in the minds of 
the nation’s biggest buyers and users . . . help 
sell Jewel Brand Coated Abrasive Belts first for 
every finishing operation. They can do the job 
for you, too. Try them and see. Write now for 
complete details on a profitable Jewel Brand 
franchise . . . prove to yourself why more and 
more leading Industrial Distributors call Jewel 
Brand “the best brand.”’ Abrasive Products, Inc., 
Pearl Street, South Braintree 85, Mass. 


asive 
aasoucts yee 
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DRC Stock Roller Chain Coupling: Min. SA Coupling: Max. bore dia. with standard keye DSC Coupling Drive: Min. bore dia. %" 
bore dia. %” to 2%". Max. bore dia. ways 1%" to 6%". to 1”. Max. bore dia. with standard key- 
with standard keyways 7%" to 44%". ways %" to 3%". 





mind 


Morse Morfiex Coupling: Min. bore dia. Morfiex Radial Coupling: Min. bore dia. %” to Morflex Junior Coupling: Min. plain bore 
%” to 1%". Max. bore dia. %”" to 3”. 2". Max. bore dia. 1%" to 8”. dia. 44" to 42". Max. bore dia. %" to 1”. 








Meet flexible coupling needs— 
torque ratings 3 ft.-lbs. to 


17,300 ft.-lbs.—right from stock 


You are in a strong and profitable position when you which reach throughout the industry. Backed further by inform- 
handle the complete line of Morse stock Flexible Couplings as ative and detailed catalogs, your customers will soon discover 
a Morse distributor. why it pays to deal with Morse—the industry’s number-one 


; seller of quality power transmission products. 
Morse Flexible Couplings, with their extensive range of from 


3 to 17,300 torque foot-pound ratings, and a horsepower range Join the successful distribu- 
of from .06 to 320 at 100 rpm, give you a mut h better oppor- tors who are working with 
tunity of filling your customers’ orders quickly and exactly. the Morse Chain Company. 

Write us today for complete 





Yet, as a Morse distributor, you offer more than this. You offer ' 
information. 


a complete line of power transmission products (see below), 


including Roller Chain, Silent Chain, the corresponding sprockets 
MORSE CHAIN COMPANY 


for both, Hy-Vo Drive, Friction Clutch, driveshafts and cable chain. MECHANICAL 
s 7601 Central Avenue POWER TRANSMISSION 
This line of Morse products is supported by advertising schedules DETROIT 10, MICHIGAN PRooucts 





FOR 24 2a zs MASTERS OF MECHANICAL POWER TRANSMISSION SINCE 1893 


as a da =! ~~ Be do 


HIGH PITCH | 9 
ty STANDARD € een 3 spemeroce | 4rouwer cram 5 rapeesoce | | pee ] | 8 arracnment SILENT 110 swenr cam! |! weve ame 


ROLLER = ROLLER CHAINS ROLLER CHAINS SPROCKETS SPROCKETS | DRIVES i CHA i CHAINS CHAINS i SPROCKETS | DRIVES 
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for finishing 
hard-to-get- at 
jobs— 





sell them a 


(Strand FLEXIBLE SHAFT MACHINE 


Cerrar eee OS 


NO HEAVY, BULKY MOTOR TO HANDLE! You can 
offer your customers positive control of the 
operation because the machine operator 
holds only the handpiece, not the heavy, 
bulky motor. That means less operator 
fatigue, higher production, fewer rejects. 


WIDE RANGE OF uses! You can sell a Strand 
Flexible Shaft Machine for grinding, rotary 
filing, wire brushing, drilling and many 
other preparation and finishing operations. 
And a strong selling point in your favor is the 
new Strand Quick Change Attachment that 
lets users change tools in seconds without 


using wrenches. Simple press-type locking 


Full Strand line includes direct drive and 
countershaft machines up to 3 H.P. Also 
all accessories and tools. if you're not 
already handling this famous line write 
for literature and open territory data. 


INDUSTRIAL DISTRIBUTION 


button on the hand-piece does the trick! 


WIDE RANGE OF spEEDs! Best of all, you can 
offer a choice of two 4-speed ranges or two 
5-speed ranges when you recommend a 
Strandflex machine . . . speeds range from 
850 to 12,000 RPM . .. motors up to 1 H.P. 
Change speeds without changing pulleys or 
drive belts by the patented Strand Gear 
Drive Unit standard on all Strandflex ma- 
chines. And, for an even greater range of 
speeds you can offer the new High-Speed 
Attachment that actually triples rated 
spindle speeds. Operates at up to 27,000 RPM 
for high speed steel or carbide cutters! 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Woodberry, Baltimore 11, Maryland 
5001 N. Wolcott Avenue, Chicago 40, Ill. 
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NEW! lightweight, 9 ton 
portable, multi-purpose 
“S. §NATCH BLOCK 


i = : FOR USE WITH '2” DIAMETER WIRE ROPE 
EXTRA HEAVY ; CHECK the many exclusive features and you'll choose 
as 


this sturdy, all steel snatch block. 
DROP po ... weighs a mere 22 lbs. 
STEEL HOOK fF 





... 18” overall length. 
... 8” overall width. 
.. 6” sheave diameter. 
EXTRA HEAVY DROP — age ms ae ee uses * —— 
sand-and-one places where tnis i ne) & Snatch OcCK WI 
aoe eee HEAVY DROP ease your lifting job—AND save you valuable time. 
SAFETY LOCKING HEAD Es 








Engineered with the “know-how” gained by over 25 years 





ciently light and compact to throw in your tool box; sturdy 
enough to safely handle 5 ton-plus loads. 


Be 
\L FORGED LINKS | of specialization in solving specialized lifting jobs; suffi- 


Yet with all these added advantages, this all new, (number 79-14$) 
Madesco Snatch Block is priced only slightly higher. 


74 
~~ , 
mm STEEL SHEAVE-GUARD 
PREVENTS HES 
a ROPE JAMMING 


ory igh aa D) PRECISION MACHINE-GROOVED | 
gl | feu” 0) § FOR SMOOTH ROPE TRAVEL 
— —lUcl tll DROP FORGED 
W HEAVY STEEL || Geum STEEL SHEAVE 
| Saas WITH 
SIDES & STRAPS || | uuu 
————————™” GRAPHITE BRONZE 
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MADESCO TACKLE BLOCK CO., EASTON, PA, 








*Series 12100 


CARBON { 800 Pounds @ 750°F. 
STEEL | 1500 Pounds Cold Non-Shock 


For 150-800 pounds service * Round 
Bolted Bonnet * Bolted Gland * Gasket 
or Ground Joint :* Outside Screw and 
Yoke * Renewable Seat Rings * Solid 
Wedge — Slotted Type * Rising Stem 
11-13% Chrome Stainless Steel 
Trimmings * Sizes '/44" to 2" inclusive. 





| MENRY VOGT MACHINE CO. Louisville 10, Ky. 


BRANCH OFFICES: WEW YORK © PHILADELPHIA © CLEVELAND © CHICAGO e ST. LOWIS ¢ DALLAS 
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Whatever the job... 


marking 
Tits 


OF 
airlines 


i 


~Peemacet Tares 


Find out how you can use sel icking tape write Permacel Tape Corporation, New Brunswick, N.J. 
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Packing Types meet 95% of all packing needs 











Centrifugal compressors like this one, which is used to 
TYPE 6 air-condition a huge ofhce building, give top performance 

with R/M Packing No. K-68, a gasket material included 
in Type 6 of R/M’s “Big 7” Packing Types. 











How R/M makes packing selling easier 


R/M’s “Big 7” Packing Types enable you to walk packing types is engineered to give custom-built 
into plants that are now stocking 10, 20, 50 different performance in all but the very rarest applications 
types of packings and show their maintenance men You're solidly supported in your selling, too 
how to get the same or better performance with a Raybestos-Manhattan provides you with all th 
much lower inventory—probably only three or fou selling aids you need—including a detailed specifi 
types. With them you can also give assurance of cation chart covering all industries—and backs vou 
lower maintenance costs, less downtime, simplified up with consistent hard-hitting advertising. Plan 
ordering, faster delivery service. You can do so now to stock and push R/M's “Biz 7” Packing 


because this basic line of just seven field-tested ['ypes. You won't regret it. 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., PackING DIVISION, MANHEIM, PA. 


ey ‘ G i FACTORIES: Bridgeport, Conn. ; Manheim, 


Pa.; No. Charleston, S.C.; Passaic, N.J.; 


Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Packings ¢ Asbestos Textiles ¢ Industrial Rubber, Engineered Plastic, and Sintered Metal Products « Abrasive and 
Diamond Wheels « Rubber Covered Equipment « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose ¢ Bowling Balls 
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You profit 4 ways 
handling the Sarco line 











You lower fixed costs 
because Sarco makes all 
5 types of traps. You 
handle one line to meet 
all your customers’ trap- 
ping needs. That means 
more simplified handling 


and bookkeeping, more time saved for your 
buyers and salesmen. 





You make extra sales 
because along witha 
complete line of traps, 
Sarco offers a compre- 
hensive line of allied 
heating specialties, tem- 
perature controllers, and 


strainers. Sell a trap and you can also sell 
a number of related items. 


ee eee eee ee ee 


You make easier sales 
because Sarco pre-sells 
the men who write the 
orders. Month after 
month over a million 
hard-selling advertise- 
ments and direct mail 


pieces reach your customers and prospects 
— open doors to easier sales for you. 


You get repeat business 
because Sarco depend- 
ability means satisfied 
customers... and sat- 
isfied customers mean 
repeat orders. The big- 
gest names in industry 


... Ford, U. S. Steel, Pratt & Whitney Air- 


eraft. .. 


use Sarco time and time again. 





Interested? Let us tell you more 
about how profitable it is to handle 
Sarco. Call your loca! Sarco repre- 
sentative, or write to Sarco Company, 
Inc., Empire State Building, New 
York 1, N. Y. 


SARCO 


A Complete Line of Steam Traps ~ 
Heating Specialties ~ Strainers ~ 
Temperature Controllers 





i, 


Thermostatic 
Steam Traps 





a 


Float- 
Thermostatic 
Steam Traps 





Ge 


Expansion 
Steam Traps 


Camlift Bucket 
Steam Traps 
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Thermodynamic 
Steam Traps 


‘A 


Strainers 





Radiator 
Traps and Valves 





Electric Valves 
(solenoid) 


















































Top-flight workmanship gives every Warren- 

Teed Sledge added sales punch, Check one and 
note how it looks and weighs exactly the same as 
every other Warren-Teed Sledge in the carton. 

Examine the face. It's shiny because it is precision 
machined. Note the slightly curved surface of the face. 
That's radius . . . a 6” radius engineered to give direct, 
powerful, point-to-point contact with every blow. 

And those numbers are heat numbers. . . an exact record 
of the steel used in the sledge. It never varies. Holds the 
same high standards that keep Warren-Teed Sledges 
tough and useful under the severest conditions. 

Some things can’t be seen. Heat treating, for in- 
stance. Warren-Teed Sledges are DEEP heat treated 

. . almost twice as deep as ordinary sledges. 
That's why they can't be abused. 

Customers recognize the name Warren and 
all that it represents. They recognize the Dutch 
Blue finish that gives Warren-Teed tools 
added eye-appeal and boosts sales. 

Order Warren-Teed Sledges today 
in easy-to-stock, easy-to-display, 
easy-to-sell cartons. Prove to 
yourself that Warren pro- 
duction skills help sell 
more sledges 


yee 


PR WARREN-TEED 


trade mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 


Export Division . 30 Church St., New York 7, N. Y. 
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To help you sell 
a complete line 


of fasteners 


REPUBLIC MAKES OVER 20,000 SHAPES and SIZES 


More than 20,000 regular items of headed and threaded 
products are made and stocked by Republic. They are 
made from the highest quality carbon and alloy steels, on 
modern machines and equipment, under rigid control at 
every step of production. 


Republic headed and threaded products are always 
uniform, easy to assemble, tough and strong to withstand 
shock and vibration. 


You can count on Republic for a wide range of bolts and 
nuts to satisfy your customers’ requirements. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division ¢« Cleveland 13, Ohio 


Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES «© CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


REPUBIIC @5 3 
TUEDITSIAND) NUTS 


Other Republic Products include Steel and Plastic — Tubing, Lockers, Shelving — Carbon, Alloy and Enduro Stainless Steels — Titanium 
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YOUR CUSTOMERS 
the ADVANTAGES of 
STANDARDIZING on HAYS 


SQUARE HEAD 


"=" STOPS—VALVES—FITTINGS *** 


Your customers can fill practically all their 
needs for stops, valves, and fittings from one 
source .. . when they select their needs from 
the hundreds of HAYS items for steam, water, 
gas, and chemical lines. They can reduce 
inventory, reduce maintenance costs, and LEVER HANDLE 
BRONZE 3-WAY . BRONZE 
PLUG STOPS make quick replacements when necessary. SHUT-OFF STOPS 
The HAYS line is a quality line, built to tee Ret, Square 
the highest standards of workmanship, by a 
company which has earned its reputation 
through over eighty years’ experience in 
undeviating insistence on making only the 
best possible products. Every stop and valve 
is individually tested before it leaves the 
factory. 
CHECK your HAYS Catalog... . note the 
ALL IRON STOPS complete line that is available from one Cumuetee 
source. Srenee 8 


team Metal 


HAYS MANUFACTURING COMPANY 


General Offices and Factory 
823 West 12th Street, ERIE, PA. 
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Extra COOLING POWER Per Dollar 
Sells This New INDUSTRIAL 


CAPACITOR-TYPE MOTOR 
totally enclosed. Ball bearings permanently 
lubricated. (Explosion-proof motors 
available on order.) 


“GULL- WING’ 
airfoil blades give uniform pressure velocity 
and wide range of efficiency. 


5 Sizes 
24” to 48” 
5400 to 
36000 CFM 


hs, th hh Eheh ch ah, 











Automatic Shutters—Avail- ‘Gull-Wing"” Blades—Sharp Large Center Disc— Reduces 
able for every size fan. Shut- change in pitch near center of re-entrance air loss. Blades 
ters open when fan is “on”; blades promotes uniform are individually mounted— 
close when it’s “‘off.”’ pressure velocity. replaceable. 


MAIL TODAY! - 





FAN! 


HIGH-STRENGTH BLADES 
of aluminum alloy ere non-rusting, 
non-crystallizing, non-overloading, 

non-sparking. 


SQUARE STEEL FRAME 
forms easy-mounting panel. 
Rugged welded steel motor support. 


STREAMLINED AIR INLET 
is 15% to 18% more efficient than 
ordinary entrance rings. 


This cost-cutting new fan offers 
you an easy way to increase your 
profits. Now you can sell heavy- 
duty cooling at prices that start 
as low as $160.00 (24” size)! Such 
features as the new “‘gull-wing”’ 
blades and an improved air inlet 
make this possible. Here’s extra 
cooling power at lower cost! And, 
it’s easy to install, economical to 
maintain. You'll have plenty of 
prospects! This fan meets the 
needs of most industrial, com- 
mercial and military applica- 
tions. Consider these big selling 
advantages. Send the coupon for 
complete details! 


ROBBINS & MYERS, INC., Fan Division, Dept. 1D-74 
i 387 South Front St., Memphis 2, Tenn. 


Rush complete information about your new Industrial 
Name = ” 


Address — 


Robbins & Myers, inc., Fan Division 
7 — 387 Se. Front St., Memphis 2, Tenn. 
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CUT-OFF 











"SIMONDS SAWS 
ARE THE BEST” 


a 
COMBINATION 





No. 54 
COMBINATION 


Neo. 60 
COMBINATION 








PLANER 





Simonds Saws are 100% Quality Controlled ... from the tough, 
edge-holding electric furnace steel poured in Simonds own modern 
mills ...to the special methods of heat-treating, grinding, tensioning 
and fitting by Simonds experienced sawmakers working under ideal 


conditions in the world’s most up-to-date saw-manufacturing plant. 


Chis ‘‘start-to-finish’’ control guarantees your customers that every 
Simonds ‘‘Red Center’’ Saw will cut smooth, fast and straight . . . will 


stand up to fast feeds .. . and will hold its cutting edge in the hardest 


woods. That's w hy it pays to Sell Simonds... every time! 


SMOOTH 


TRIMMER 





Serving Industry Since 1832 


SIMONDS 


SAW AND STEEL CO. | 








Factory Branches in Boston, Chicago 
San Francisco and Portland, Ore 


Canadian Factory in Montreal, Que 


EASY CUT 
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CARBIDE 
TIPPED 





knurled point set screws, subject to 
would be encountered in any application, he 


longer on an average than plain point 





TENSILE TESTER. How wil! a bolt behave under strain—will 
it keep its head? That’s what SPS wants to know before it ships 
you any UNBRAKO Cap Screws to sell, and that’s why it’s impor- 
tant to know the various mechanical properties, such as tensile 
strength. To determine tensile strength—expressed in pounds 


per square inch, or psi—the amount of pounds required to pull 


a bolt apart is divided by the bolt’s effective cross sectional area, 
figured by a diameter midway between pitch and root diameters. 
The technique’s not important—the facts are. And the facts are 
that UNBRAKOo Cap Screws are so strong that three of them will 
usually do the job of five ordinary screws. Result: lower costs 


and compact, weight-saving designs, 


WHAT’S NEW WITH UNBRAKO 


ews that helps you sell 


KNURLED SETS PROVE A POINT. At the ASTE Show, held at Convention 
Hall, Philadelphia, April 26-30, a Plexiglas-enclosed vibration tester, emitting a 
highly audible chatter, drew scores of visitors to the SPS booth. Closed-circuit TV 


enabled all of them to see what was going on. It was well worth seeing. UNBRAKO 


tests were conducted during the four-day show 


impact-induced vibration, more severe than 
d tight to the test mandrel 48 times 


set screws, irrespective of size of cup! Numerous 


smallest sizes 
set screw-— the one with the key inserted 


059 of an inch in diameter 
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SMALL SCREWS—BIG SHOW. Ait the Radio 
Engineering Show in New York City, these tiny 
micro screws, shown with a pencil to indicate 
comparative size, were the feature attraction. The 
set and cap screws shown here are in the four 
0-80, 1-72, 2-56, 3-48. The smallest 


is only 





KEEPING HALLOWELL PITCHING in a highly competitive field calls for a lot of 


down-to-earth research and development work. Frank Bennett, experimental and 
research engineer, and his staff are constantly seeking to improve existing HALLOWELi 
equipment and to develop new items for the line. Such items as this small parts 
bin, one of many new shop equipment units in the experimental stage, will be ready 
for you to sell one of these days. It is a good example of the work SPS is doing to 


supply you with a broader line to meet still more of your customers’ requirements. 


WHAT’S NEW WITH HALLOWELL 
News that helps you sell 


NEW SALES AID NOW READY. Space Engineering with Standard Units, a 24-page 
booklet illustrating typical layouts of HALLOweLL Shop Equipment, is designed to 
help you get a bigger share of the modernization business. It not only shows appli 
cations in every part of the plant, but it also gives complete data on each piece of 
equipment used. Get your order in now. We believe that this sales tool will help 
increase HALLOWELL sales materially. Hallowell Shop Equipment Division, 


STANDARD Pressed Steet Co., Jenkintown 13, Pa 


MORE SALES HELP. Bulletin 703—featuriny 
HALLOWELL Too! Stands and Industrial Cabinets 

gives complete information on these versatile 
units. Quantities for handout or mailing to you! 
customers are free for the asking. All you have to 
do is give us imprint instructions. We'll take care 
of the details. Be sure to check your supply of these 


other HALLOWELL sales-building bulletins too 


Standard Work Benches 
Cabinet Benches 
Unit Benches 


Stools and Chairs 


Form 701 
Form 702 
Form 841 
Form 704 
Form 797 Stee! Carts 


Form 729 Shop Desks 


HALLOWELL SHOP EQUIPMENT DIVISION 


JENKINTOWN PENNSYLVANIA 
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KING SIZE UNBRAKOS now available. Your 
customers can now obtain the well known advan- 
tages of UNBRAKO Socket Head Cap Screws in 
upset-forged UNBRAKO giants—cap screws 1%"' to 
3’’ in diameter, with lengths from 2” to 36” or 
longer. They have fully formed threads, uniform 
sockets, unbroken flow lines. The application? A 
centrifugal casting machine which handles up to 
1400 pounds of metal. 


AND A BOOK ABOUT THEM. This 4-page 
folder on UNBRAKO giants makes an excellent 
mailing piece to send to your customer and pros- 
pect list. It includes a discussion of the advantages 
of these oversize cap screws and their applications, 
and shows available sizes and consumer net price 
For either samples or quantities, write Unbrak 
Socket Screw Division, STANDARD PRESSED STE! 


Co., Jenkintown 13, Pa 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 


MEN-OF-THE-MONTH 


Turner 


Morris Andrew 


SPS IS REPRESENTED IN DETROIT by a quartet of eager Standardites, 
headed by District Manager Dan Hulgrave, a native Detroiter who studied economics 
at the University of Michigan and was a member of the famed **M” club. Dan was 
a mill supply salesman for ten years before joining SPS in 1949, and Detroit has 
always been his territory. He is a member of the American Society of Tool Engineers 


and likes to bowl and golf ' 


Jack Turner has been with SPS since 1940, with time out for service with the 84th 
Division of the 9th Army. He was wounded in Germany. Jack started work in the 
plant, later worked in production control and sales service, and took to the road 
for SPS in December 1950. His interests include football, baseball, golf and gardening. 


Don Morris’ career with SPS, begun in 1937 as an expediter, was also interrupted by 
World War II, during which he served as a combat infantryman in the European 
Theatre and won the Purple Heart. At the war’s end, he was instrumental in setting 
up a shipping system, went into production control, customer service and finally, in 
1951, sales. Don likes woodworking, electrical repairs and landscaping. 


Herb Andrew, although born in Toronto, considers Detroit his home and was 
raised and schooled there. He received further training at the Chrysler schools, and 
before the war, during which he served in the Navy, was doing machine repair for 
the Dodge Division. After the war, he became a buyer for a manufacturer of special 
machine tools and joined SPS in July 1952. He is a golfer and bowler 
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UNUSUAL APPLICATION BOBS UP. One of the hits at the Textile 
Show held in Atlantic City April 26-30 was this bobbin transporter. 
This equipment features knockdown, interchangeable bobbin sta- 
tions to permit the same truck to handle different sizes of bobbins. 


WHAT’S NEW WITH FLEXLOC 


News that helps you sell 


VIBRATION PROOF —that’s perhaps the chief virtue of FLextoc Self-Locking 
Nuts—and it's certainly the reason why the manufacturer of this portable electric 
hammer chose FLEXLOocs above all other fastening devices. The hammer delivers 
3000 blows per minute, and is subject to terrific impact-induced vibration. If one 
of the fasteners lets go, it would raise cain with the mechanism. Two 14’’-20 
Fiextocs hold the fastening bolts securely in position on the forward end of the 
One | prevents the nose components from loosening. 


hammer 14 FLEXLoc 


INDUSTRIAL DISTRIBUTION ¢ 
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The stations are attached to the frame by FLExLoc Self-Locking 
Locknuts; thus, although they can be easily changed, they never 
work loose in service. ®or the same reason, casters are also attached 
to the frame by bolts fastened with FLEXLOcs. 


EVERYTHING YOU NEED TO KNOW about FLEXLOCs 


. what they are, how they work, where they're used, 


available sizes, etc. If youre out of stock on this 30-page 
catalog, better get your order in now. It’s the basic selling 
tool on Friextoc Self-Locking Nuts. Write 
Locknut Division, STANDARD PResseD STEEL Co., 


Jenkintown 13, Pa. 


Flexloc 


FLEXLOC LOCKNUT DIVISION 


JENKINTOWN PENNSYLVANIA 


1954 








New booklet helps you clean up 
on big-profit mops of 
Du Pont Sponge Yarn 


Now’s the time to cash in on the growing demand for these won- 
derful new mops that are making a hit with customers everywhere. 
They’re ideal for all the industrial organizations you serve. And 
they mean bigger profits for you. Get in on the ground floor today. 
Send coupon for informative booklet, plus names of mop manufacturers 
you can contact. 














easy to sell 


HERE’S WHY —— 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


© Du Pont Sponge Yarn outwears ordinary mop yarn 
3 to 5 times 
© Works as both wet mop and waxer—wax 
rinses out easily 
© Highly absorbent, holds many times its 
weight of water 
e Easier to clean, always keeps 
a good appearance 
© Doesn't tangle, leaves 
no lint, no flags 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. 0., Wilmington 98, Del, 

Please send the names of manufacturers and free 
copy of the booklet describing Du Pont cellulose sponge 
yarn’s advantages for floor cleaning and maintenance. 


Name 








Firm 





Address 





ee eee ee ee ee ee ee ee eed 


City 








—------------- 
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Bearings 19 years old... and still going strong... 
THANKS TO KEYSTONE NO. 44! 


19 years ago the Greenlee 120 
Planer pictured here went into 
service at the mill of a prominent 
Southern lumber company. From 
the very first day of operation 
Keystone #44 Grease has been 
used exclusively as the bearing 
lubricant. 

Six years ago the machine was 
pulled out of production a few 
days for routine check-up and 
maintenance. Here’s what inspec- 
tion of the planer head revealed, 
in the words of the plant super- 


intendent 


‘Those bearings had run continu- 
ously for 13 years, so I removed 
the planer head to satisfy my 
They would still have 


bearings. I 


curiosity 
passed for neu 


repacked and reassembled the 
planer head and it has been run- 
ning ever since. This is a total of 
19 YEARS WITHOUT BEAR- 
ING LOSS!” 
Performance tributes like this 
one aren’t uncommon where 
Keystone #44 has been on the 
job. They help explain why this 
durable grease is to be found in 
approximately 75°) of all wood- 
working machines, and why many 
manufacturers of woodworking 
equipment recommend +44 for 
use in their machinery! 
Other fields, too, find Keystone 
#44 providing marked perform- 
general 
industry, 


ance economies. As a 
lubricant throughout 
it is used over a wide range of 


speeds—up to 20,000 rpm—and 
for temperatures up to 225° F. 
It is endorsed and recommended 
by equipment manufacturers 
and leading producers of ball 
and roller bearings alike. 

MR. DISTRIBUTOR: Case 
history “‘success stories”’ like this 
one can help bring in new 
customers for Keystone +44 and 
pave the way for sale of other 
Keystone products. Take advan- 
tage of this hard-hitting 
help. KEYSTONE LUBRICATING 
Company, 21st and Lippincott 
Streets, Philadelphia 32, Pa. 


brs 


TRADE MARKS ®FG 


SPECIALIZED 
LUBRICANTS 


sales 
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Wright Hoists (1954 Models) 


ie @ 


YOU'RE IN LUCK 


WRIGHT 
Model L-1 


u 
Long Lift 
Speedway | 
Va to 1-ton 
e capacities 


if you're a Wright Hoist Distributor! 


e The brake assembly shown 
above, together with full accessi- 
bility of solenoid, limit switch, 
transformer, controller AND brake 
adjustment, is 
SMASHING MAINTENANCE COSTS! 

On these 1954 MODEL WRIGHT 
FRAME 1 SPEEDWAY HOISTS there is 
nothing to adjust but the cam! When 
the load hook starts to drift, it is 
only necessary to remove the screw 
shown at position No. 1 (see picture), 
swing the cam around so that posi- 
tion No. 2 is in line, and replace the 
screw that secures the cam to the 
solenoid lever arm. For the final one- 
third of brake lining wear, the cam 
is set at position No. 3. 


This repositioning of the cam is 
the ONLY adjustment to be made by 
the users of WRIGHT Hoists. The 
brake springs and solenoid are factory 
set...NEVER need adjustment for 
brake lining wear. 

These 1954 models provide full 
accessibility of parts for lowest 
maintenance costs. To get at the 
brake and controller, it is only neces- 
sary to remove two screws which 
hold the end cover.To get at the limit 
switch, transformer, and solenoid 
coil, three screws are removed and 
the side cover comes off. With this full 
accessibility your customer can make 
a brake adjustment or replace elec- 
trical parts in a matter of minutes. 





WHAT A SALES STORY! No other hoist has ever had as powerful 


a sales story for you fo fell. Write today for full information on 


the maintenance-saving WRIGHT Frame | Speedway Hoists. 
AgCcO Wright Hoist Division 
AMERICAN CHAIN & CABLE 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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IMPORTANT 


Maintenance Features 


LONG LIFE 
SERVICE ACCESSIBILITY 


End and side covers quickly 
removed for complete accessibility 
of brake, controller, solenoid, 
limit switch, transformer 
SOLENOID ASSEMBLY 
never needs adjustment, 
designed to compensate 
automatically for brake wear 
BRAKES 

require only two pre-determined 
field settings. ..no guess work 
FRAMES 

Strong, ductile 


GEARS 
Alloy steel 


MOTORS 
NEMA specifications 





[es 


WRIGHT Frame 1 


Parallel-mounted Speedway 


V4 to 1-ton capacities 


WRIGHT Model WH-1 


Close Headroom Speedway 


Ye to 1-ton capacities 





se 100 Weds 95: 


OF SUCCESSFUL MANUFACTURING EXPERIENCE 


GET MORE PRODUCTION...PER MAN-HOUR 
with the help of dependable, efficient 


AIR COMPRESSORS: AIR CYLINDERS ¢ AIR HOISTS 


TO LIFT, LOWER, PUSH, 
OR PULL Curtis Air Cylinders 
or Air Hoists Will Do The 
Job Quickly, Easily, and 
Economically — capacities 

up to 10 tons. 
low-cost trouble-free operation 
smooth and delicate control 


MORE AIR AT LESS COST... cylinders, ground and polished 
with powerful, precision-built disc-type valves lapped to seat 
Curtis compressors 
available up to 50 H.P. , : 
improved — two-stage design delivers weep aon sa or 
more air per horsepower lowering application. 
air-cooled — no freeze up — low-cost 
installation and operation 
Timken tapered main bearings permit 
external adjustment 
pressure lubricated rod and piston 


bearings for long life 

Tank mounted compressors Bracketed Air Cylinder 
Ys through 15 horsepower cottadiay tor Wing. toweding, 
Simple compressors pushing, or pulling 

V4 through 50 horsepower 





FOR COMPLETE INFORMATION on how Curtis equipment can make your production more profitable, write today... 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
191] Kienten Avenue, St. Lovis 20, Missouri 
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VEELOS 1954 Advertising ... 
works for YOU 


by helping you sell! 


MANHEIM MANUFACTURING & BELTING COMPANY 
608 Manbel St., Manheim, Penna. 


ADJUSTABLE TO ANY LENGTH « ADAPTABLE TO ANY DRIVE 


Veelos is known os Veelink 
outside the United Stotes 
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er NEW DISTRIBUTORS 
rey CLIMB ON 
R-Pa€ BANDWAGON 


=HERE’S WHY: 


@ Prominent distributors throughout the country have been added to 
the R-P«&C list in the last year. The reasons that prompted these new 
distributors to join R-P&C’s happy family of distributors are identical 
with those which have kept many other R-P&C jobbers on the roster 
for generations. These include: 


Greater Profit with a Complete Line 
Illustrated here is but a small sample 
of the complete R-P&C line—which 
includes gate, globe, angle and check 
valves in all standard materials in a 
wide range of sizes and pressure 
classes. Bar stock valves, asbestos 
packed cocks, Lubrotite gate valves, 
cast steel fittings and other specialties 
round out the line. 

The completeness of the line gives 
R-PaC jobbers extra profit possi- 
bilities—allows them to bid on, and 
get, a big share of all the valve busi- 
ness in their territories. 


R-Pac is Easier to Sell 

For over 84 years, R-P&C has been 
building quality valves and customer 
preference. R-P&C’s reputation for 
quality makes selling their products 
easier—simplifies the jobbers’ mar- 
keting operation. 


All these Sales Helps 

R-P&C jobbers get the benefits of a 
complete roster of sales aids unsur- 
passed in the valve industry. Inten- 
sive advertising in industrial publi- 
cations (usually two-page spreads), 
catalogs, literature, a quarterly house 
organ, wall charts, selector slide rules, 
trade shows—all increase the selling 
effort behind R-P&C Valves. A qual- 
ified staff of valve sales engineers 
gives jobbers technical assistance on 
major projects—helps them sell the 
big orders. 


Easy to Stock and Ship 

Unit packaging of R-P&C valves 
keeps stocks neat and cuts dcwn 
handling time. 

You too can join our happy family 
of R-P&C distributors and partici- 
pate in the above advantages. As a 
first step, write for details. 


R-PaC Valve Division 


A¢CCO 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 


R-P2C 


valves 


Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn 








* 
— . 
— 
7 . 
- 
. 
o SC * 
* 0 0 . 
* onged * 





Cast steel fittings, ells, tees, lat- 
erals, crosses, reducers—screwed or 
flanged ends. Furnished in a wide 


variety of sizes up io 24”, in pressure 
classes from 150 to 2500 Ibs. 











Pressure sealed bonnet joint 
cast steel valves ore furnished in 
gate valve and globe valve styles in 


900 Ib., 1500 Ib., and 2500 Ib. 


pressure classes. 


Lubrotite Gate Valves, exclusive 
with R-P&C, provide a patented lu- 
bricant seal which gives positive shut- 
off, retards corrosion, reduces main- 
tenance. Furnished in iron, iron with 
bronze trim, cast steel with stainless 
trim, in sizes from 2” to 24”. 





Bar stock valves ore precision 
machined from highest quality 
bronze, carbon steel, or alloy steel 
bar stock. Working pressures for car- 


bon steel range from 10,000 Ibs. at 
150°F to 475 Ibs. at 1,000°r, Sizes 
from Ye” to 1”. 











STANDARD for 
Cough jobs aimee 1&8" 





Red Shield says: 
Standard service engineering specialists are available for your custoniers’ indi- 


vidual tool problems anywhere in the U:S.A. The Standard Line is complete, pre- 
ferred and promoted. Standardize withStandard. It is a good line to represent. 


TANDARD |OOL ((0. 


3950 CHESTER AVENUE 








FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO «+ DALLAS *© SAN FRANCISCO 


THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 














1. FORMER “SUB- 
MARINE BALL" 
PITCHER for Detroit 
Tigers Elden Auker, now 
Ce Bay State Sales Mana- 
ger, gives a ‘‘pitch"’ at 
a Bay State scales meet- 
ing. As real baseballs 
were thrown at the 
painted canvas, wood- 
en slats were released, 


h Ow exposing the steps to successful selling. This novel presentation 
has been well received by Bay State distributors. 


2 . ROBERT |. BELMONT, 
(standing) Bay State's 
New England District 
Manager, demonstrates 
products and sales 
helps to Victor H. Eric- 

son (seated), President 

of Johnson-deVou, Inc., 

one of Bay State's im- 
portant New England 
distributors. Catalogs 

and literature are designed to help clinch sales for Bay State 


helps = 


3. SALES MANUAL used by Bay 


& a 
State distributors was compiled 
! according to expressed needs 
of industrial distributors, as re- 


vealed by field survey. It con- 
tains better than 400 pages of 
charts, pictures, technical infor- 


mation, is divided into sections 
. for easy reference and use by 
distributors. Stress is on simplic- Manual 


ity of presentation and applica- 

tion of information to and by BAY STATE ABRASIVE PRODUCTS.CO 
the distributor salesman for permet te 
whom it was written. 






‘eFACTORY..._ 


MANAGEMENT AND MAINTENANCE 














COCO m om ...for ANY “ENGAGEMENT”! 


2 lt neon 
Reve tang teen param te how BAY STATE 
ont ermdeng Whee! Program” 
Te pets Greer 

BAY STATES are Vardied band what 
ete oy) oem paren eed 
ee Se) 
Rewer etre eng eee 
ee 
ee fer 

grmtng whee! prugrew by BAY STATE Surtece Grinding 
Bites he pragemns Op 2 me . re QUALITY segmenes 
Se fects shew GAY STATE 
cad cremains eager , egmenn 

Tegetes, hem mabe BAY STATE + mame am iid 


Rawal. of ofl lpi of trenkity tnmarme Prmtharts 
or en eee Oem CO Geen Gee 8} 8 


+e ot ee 2 ae ee 


eae ee ee — tees 





4. BAY STATE ADVERTISING is designed to seek the cooperation of na 
important buying influences in the plant so that distributor salesmen EXACT WHEELS edible production 


and Bay State abrasive engineers can furnish grinding wheels that egagliame SPEEDS 
truly fit a particular job. 


It is obvious, therefore, that Bay State Sales and Advertising men use 
particular care in selecting the magazines which carry these messages. 


5. E. L. AUKER, Bay State's Sales Manager, tells the reasons for con- 
sistent Bay State advertising: ‘Grinding wheeis; like other specialized 
industrial products, are sold by personal contact and not over the 
phone or by direct mail. We attempt, therefore, through our adver- 
tising, to seek the cooperation of important men." 





A 


FOLLOWERSHIP?” 


NEW STEP T0 6. A NECESSARY ADJUNCT to Bay State's overall program is the way 
BETTER Mr. Auker describes FACTORY. He says, ‘‘Proof that our ads in 
LEADERSHIP FACTORY pay off is evidenced each year by the many requests to 


StE PAGE 100 


have our representatives call.’ 


Advertising in FACTORY is paying off for Bay State .. . and for 
Bay State's distributors. It can pay off for you, too, on every product 
line you handle. 


sales volume for you—on every product line you handle. Ask for the sales support that includes regular advertising in FACTORY 





A McGRAW-HILL PUBLICATION, 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 
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Any way you look at it 


ADVANTAGES 


1. Positive locking in every conceivable angle. 


Teu've been asking for a dial thermometer like 
this—A thermometer that can be positioned and firmly 


locked at any practical angle—now you can have it! 
2. Reduces the number and variety of instru- 


No stretching or straining to see this thermometer. + dhe ; 
ments required in your maintenance stock. 


Easy to adjust to required new positions before or after in- 
stallation. No risk of the multi-angle selector working loose. Be Provides that extra “odd angle” instru- 
A specially designed selector assures positive locking at ment which normal stock does not furnish. 


every practical mounting angle and a few turns of one nut lock 4. Easy to change to any desired angle 
the selector securely. before or after installation. 

These instruments, supplementing USG’s complete line ‘ ; a 

5. Saves engineers time when writing 


of Gotham temperature indicators, are designed to fit all standard 5 : 
specifications. 


connections and are available in all standard ranges. If you have a 
number of applications requiring ‘odd angle” mounting these new 6. Affords easy reading at odd angles. 
multi-angle thermometers will reduce the number and a 
variety of instruments you have to carry in stock. | Dept. } 

Before you order an angle thermometer be sure you United States Gauge 


see USG’s new Gotham Multi-Angle Thermometer. Division of Americon Machine ond Metals, inc. 


Sellersville, Pa. 


Gentlemen: 
We'd like to know more about the new USG Multi-angle Ther 


| 

| 

| 

Be ae re ad 
TE { fe e. j mometer. Please get in touch with us. 
UNITED SPARES (04 bes ae 

‘FO Ves , l 

| 





Company 





Address 





City 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °« e CLEVELAND 13, OHIO 








“SHINY HEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 90 ,000 p.s.i. 
Carried in stock. 


“*“LO-CARBS” 
Made of AISI C-1018 steel —bright 


finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock 


ake 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin “gq 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexa ead style — to blue print 
epoctinontions—beneeen head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


a 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes with oil holes and 
grooves © different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


TANDARDS 





carried by 
LEADING 
DISTRIBUTORSA 





* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 











INDUSTRIAL DISTRIBUTION © JULY, 1954 





gETHLEHEY 


“Holding Power" is an interest- 
ing new industrial film which tells 
the complete story of fasteners. 
It Press: 1s common, everyday 
fastener items, such as bolts, nuts, 
rivets, track bolts and spikes, and 
shows how important they are to 
our modern way of life. The film 
also includes roof bolts, high- 
strength bolts, oil-well sucker 
rods, and a wide range of ingen- 
iously designed special bolts. 
“Holding Power"’ is in color, 
with sound. It is on 16 mm film, 
and runs about 25 minutes. 
The film is intended not only 


for those closely associated with 
the fastener field, but also for 
general-type audiences. There is 
no charge for this educational 
picture, except for return post- 
age. If you would like to use a 
print, write fully to Room 1023, 
Publications Department, Beth- 
lehem Steel Company, Bethle- 
hem, Pa., preferably well in 
advance of your showing date. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 

On the Pacific Coast Bethlehem products are 

sold by Bethlehem Pacific Coast Steel Corpo- 

ration. Expert Distributer: Bethlehem Steel 
Export Corporation 


STEEL 


STFEL BETHLEHEM 
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FORGED 
STEEL FITTINGS 


for all high-pressure 
installations 


~~. 


MFG. & SUPPLY CO. 
‘ COLUMBUS, OHIO 











a mechanical blind rivet 
that has all three primary advantages 


@) High clinch 
2) Low deflection 


(3) Low cost 


Riv-tite Blind Rivets can be applied with any 

manual or pneumatic blind rivet gun on the 

market. Write for further information and 

price lists. For unusual application require- 
THE BLIND RIVET ' bag 

ments, our experienced Riv-tite engineers are 


WITH THE SELF-ALIGNING . 
FREE-SPINNING SLEEVE readily available to take care of your needs. 





oo od 
OLYMPIC SCREW & RIVET CORPORATION 
a 11406 South Downey Avenue @ Downey, California 


Manufacturer of blind fasteners, screws, bolts, rivets, 
and specialized headed and threaded products. 
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Thermoid 

Conveyor Belting 

cuts handling costs 

on rugged mining jobs 






Tnermoid 


' Industrial 
Rubber Products 


Belt lower the 


job. Here are three examples: 


There’s a Thermoid Conveyor designed to 


handling costs on every mining 


—For extremely abrasive materials such as coal, granite, 
trap rock, flint rock, quartz ore; ©. For slag, lime rock, 
crushed stone and other highly abrasive materials; CQ. For 


moderate abrasives such as sand, loam, soda, gravel. 


Mr. Distributor: Thermoid “‘built-for-the-job’’ mechanical rubber 
products can help you increase your sales to all industries. You 
can always rely on Thermoid service and the complete coopera- 
tion of experienced Thermoid Sales Engineers with their intimate 


knowledge of industrial rubber problems. 


Conveyor & Elevator Belting + Transmission Belting 
F.H.P. & Multiple V-Belts « Wrapped & Molded Hose 





Thermoid Company * Offices & Fa & Factorie’ 
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U.S. CORRUGATED RIBBED MATTING 


made by U.S. RUBBER 


U.S. Matting sells so well because there is no 
end to the list of its advantages. Selling “U.S.” 


means profit to you, profit to your customers. 


A NECESSITY FOR SAFETY AND SANITA- 
TION. Easy-to-clean surface, keeps dirt and 
moisture from being tracked through building. 
Comfortable, noiseless to walk on. 

FOR EVERY TYPE OF INDUSTRY. U.S. Mat- 
ting is available specifically designed for the 
job in hand. For example, matting for the meat 
packing industry is made of neoprene, to with- 


stand fats and greases. 


“U.S.” Research perfects it. 


U.S. GEOMETRIC ROLL MATTING 


U.S. STAIR TREADS 


FOR EVERY DECORATIVE SCHEME. These 
mats can be made in colors and patterns to 
harmonize with any surroundings. They can be 
made to liven an otherwise plain setting or to 
blend in with a colorful background. 


VALUABLE AS ADVERTISING. In custom- 
made U.S. Royalite® Perforated Corrugated 
Mats, lettering, emblems or trade marks can 
be faithfully reproduced in rich colors. Your 
identification will be seen for the entire life of 
the mat. For full information about U.S. Mat- 


ting, write to address below. 


“UU. S.° Production builds it. 
U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 


Hose + Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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new B"@) REAMER 


CUTS REPLACEMENT COSTS IN HALF! 
Just one shank to buy for wide range of sizes ... when you 
use these new-type T-] Reamers with interchangeable heads! D | ST Q j 5 U TO R 


Sizes from ¥,”" to 2%” inclusive, in 1/16” increments. . . 


spiral flute. Only the Jeads to buy for replacement—this 
cuts your cost to Jess than half! 


Head has tapered hole which insures concentricity and a 
snug fit on smoothly ground tapered shank. Reamer ——- SEND! 
operates free from binding or sticking, due to cutting por- r . 
tion wearing undersize and creating negative relief. Per- | The Tomkins-Joh c 
formance retains all advantages of standard, expensive ! led — eg —— 
reamer. Backed by T-]’s 38 years of know-how as one of | eee 


largest manufacturers of die sinking milling cutters. ! Please send details about your distributor or repre- 
sentative plan for T-J Reamers 


Nome 


TOMKINS-JOHNSON EF 


sLiC CYLINE CUTTER LINCHOR 
RIVITORS AIR AND HYDRAULIC YLINDER { | Street 


38 YEARS EXPERIENCE | “y 


i 
Len ee on ae a ew a aan aesaasan aan nen abens = 
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Trucks and trailers will never get stuck 
in this dock approach. 


All-weather access assured by snow 
melting at warehouse ramp. 


Snow will never block the truck 
approach to this mill. 


Transportation slowdowns, caused by snow or 
ice at loading and receiving docks, in road or drive- 
way approaches, on private tracks and spurs, are 
costly penalties to pay when modern snow melting 
systems are available. 

The constant, uninterrupted flow of both raw ma- 
terials and finished products i and out of plants, 
warehouses and other business buildings is as vital 
to the nation’s commerce as production and manu- 
facturing itself! 

So, where hazardous weather may be expected 
even occasionally, steel pipe snow melting systems 
provide practical insurance . . . while in areas where 
snow and ice may be every-winter plagues, snow 


Snow 


No more shipping sladidowns | 
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move what it makes! 





melting stops delay at the approaches dead-in- 
its-tracks! 

You would expect, and rightly so, that steel pipe 
is the favored heat transmission medium for these 
industrial and commercial snow melting installa- 
tions. For steel pipe has been the faithful stand-by 
of ay for more than 60 years . . . for plumbing, 
heating, fire sprinkler systems, power, steam and 
air transmission, and a host of mechanical uses. 
Once again industry turns to this economical and 
durable product for the panels, coils and runs of 
its snow melting installations. 

Yes, for snow melting, steel pipe is first choice, the 
most widely used pipe in the world! 


Send for new, free 32 page color booklet “Steel Pipe Snow Melting and ice Removal Systems”. 


Sreel Pige 
is, FAVSK CHOIR 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y., 
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The Johns-Manvi 
“Packing of the Month 


.. - one of the leaders i 
e . 
profitable busi rs in a quality line that will h 
siness in replacement packi elp you build a 
cKINgGS 


j-M MOGUL 
VALVE STEM 
PACKING 


STYLE NOS. 193, 
222 and 223 


A packing with 
long service life 
that’s perfect 
for use in 

small space 


Where to sell it: Every industrial plant uses Style No. 193—Twisted. The strands of this 
equipment with small packing spaces where handy packing can be untwisted to any desired 
k effectiv ely. Designed especially smaller size- Thus, one size fills the needs of 


Mogul w ill pac 
‘king, Mogul is also equally many different valve stem stuffing box sizes. 


as a valve stem 

adaptable ne cking for both centrifugal Style No. 222—Braided round. This pack- 

and seciproc® Ft gy ing is recommended for valves and reciprocating 

service against 4 water, Dring, ; service where packing space is limited. 

many weak acids and caustics W 

pliable packing 4 ithout rubber is required. ty 223 — Braided square. Formed 
i style is particularly 

recommend i uffing boxes 


where a square section packing is preferred. 


What its selling points are: Mogul is 
made from long fibre asbestos yarns, thoroughly 
lubricated and graphited during manufacture. 

This special treatment inside as well as outside How it is furnished: Style Nos. 193 and 
the packing assures long life and highly efficient 222 in coil form only, in sizes dy” to 1” and 3” 
service by reducing internal stresses. Mogul 0 -. respectively: Style No. 223 is furnished in 


comes in three conv enient styles. both coil and ring forms, im sizes A,” to Ll’. 


Note to Salesmanagers: For copies of this advertisement for distribution to 
your sales organization, write Johns-Maaville, Box 60, New York 16, N.Y. 
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WHY IT PAYS TO BUY STEEL FROM WAREHOUSE 





You can 


WHEN YOU BUY STEEL FROM 
WAREHOUSE, YOU GET: 


@ LOWER INVENTORY COSTS 

@ LOWER SPACE COSTS 

© LOWER TIME COSTS 

@ LOWER CAPITAL INVESTMENT 
@ FASTER PRODUCTION 


@ FEWER INVENTORY LOSSES 
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release manpower for other jobs! 


OVING steel into your storage area and then moving it out again when 
it is needed at the production line or job site requires manpower and 


time. You can reduce these costs by letting U. S. Steel Supply deliver your 


steel where, when and as it is needed. Complete stocks and fifteen warehouses 


assure prompt deliveries of your steel. 


U.S. STEEL SUPPLY 


DIVISION 


Warehouses and Sales Offices 


General Office 
Coast to Coast 


208 So. La Salle St., Chicago 4, Ill. 


MEeTtThO: STATES’ S$ Fics 
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ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 
the-Board.” 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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COMING UP FAST!!! 
The Season for 


FLUE BRUSH SALES 
and added Profit 


Milwaukee Flue Brushes for all standard 
makes of Boilers and Furnaces . . . 






































: ® Rigidly constructed . . . specially tempered carbon 
steel wire .. . more wire per brush . . . these are some 
of the many reasons why Milwaukee Steel Wire Flue 
Brushes easily whip the toughest flue cleaning jobs. 
You sell quality that outlasts ordinary brushes several 
times over. Heating plant engineers appreciate the 
economy in using Milwaukee Steel Wire Flue Brushes. 
Be prepared to get a big share of flue brush sales— 
place your stock order early. 


HE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 North 30th St. Milwaukee 45, Wisc. 


Send for Bulletin 45-91 
showing an assortment 
of types and styles. 








ANYWAY YOU LOOK AT IT.. 
* For! World 
HiCap 
GIVE 


* GREATER CAPACITY 
* LONGER LIFE FONT LP MAE 


OF DOWEL THCIDESS 
STEEL — AND ROLLED 
BOLT HOLES TO GIVE RIGIDITY 
DIMPLED FOR SMOOTH 
PERFORMANCE 
THREE 
THICKNESSES OF 
STEEL IN BACK 
GIVES GREATER 
RIGIDITY 


CURVATURE OF 
F BODY ELIMINATES 
7 ee / CONCENTRATED WEAR 
LARGER : Be 
CAPACITY : 
DUE w , Foo) 
INCREASED HEIGH , —-* ENDS EXTENDED 
OF ENDS AND | Ma: AND LOCKED UNDER 
FRONT LIP | Fs FRONT AND BACK TO 
SUPPORT BODY 


Made of 
HEAVY 


For 
GAUGE Sabena 
TAPERED ENDS TO 


G let 
DECREASE DRAG OF PICK-UP. STEEL— on Complete 


FORT WORTH 
NESTING FACILITATES All Welded ) 


BUCKET 
SHIPPING AND STORAGE No Rivets aan ELEVATORS 


Write for 
Catalog 
Section 








EASY TO STOCK 
EASY TO HANDLE 
EASY TO SELL 


Write for Catalog Section 416 *” 


Here’s an Elevator Bucket that has extra fea- 
tures that SELL! Investigate now the sales 
advantages of Fort Worth Hi-Cap Buckets. 


STEEL AND 
ForIT "fey: H MACHINERY CO 
DEPT. 17, 3600 McCART, FORT WORTH, TEXAS 


INDUSTRIAL DISTRIBUTION © JULY, 1954 





MESSAGE TO COFFING DISTRIBUTORS AND THEIR SALESMEN 


Coffing adds 


to its broad line of portable hoists 


Now the Coffing Hoist Company, originator of the 
ratchet lever hoist and the first portable electric 
hoist, adds still further to its broad line with the 
new Cable Quik-Lift Electric Hoist. 


Like the Coffing Coil Chain Quik-Lift this fast, 
flexible unit has all the rugged construction and 
operating features for tough production-line work. 





Convenient to Use — Requires little head room. 
Hook block swivels to maneuver load without twisting 
cable. Handy push-button control — for spotting 
loads quickly and accurately. 


Dual Brakes — Load Brake is Weston type with 
non-reversing clutch running in oil. Large area keeps 
heating within safe limits. Motor Brake is of shoe type 
with large surface area for instant stops without drift. 











Built for Hard Service — Gears are heat-treated to 
get the right combination of hard-wearing surface and 
shock-resistant cores. Entire gear train is sealed and 
running in oil. Motor is completely enclosed, all 
metal parts are treated to resist corrosion. 

Right Model to Fit Your Needs — Coffing Cable 
Quik-Lift Electric Hoists are available in six models 
with capacities from 500 to 4,000 Ib. Choice of lug, 
hook, or trolley suspension. 


For complete description, prices and specifications, 
write Dept. A7CQ. 


Cc ° F F j fe G is T ae PA a y Hoist-Alls © Safety-Pull Ratchet Lever Hoists 
Mighty-Midget Pull . - H 
DANVILLE, ILLINOIS ee se. seeeeeee ureae 
Differential Chain Hoists © Load Binders 


1-Beam Trolleys 
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Talk of the Trade 


CONVENTION SIDELIGHTS 

still buzzing about th f t Pripk 
Convention in New York 1] 
vinced that the multifarious attractions of the big town 


would result in poor atten 


ndustr 
ts were con 


t busi nectings 

tweren’t truc Did \ et Walker Wellford (J. I 
Dilwerth, Memphis ? I in Walker Wellford, 
Jr.; | mean Mr. Wellford, Sr., ind $85 ir-old who 
ttended his first Triple Ce thor \ 
larn good < 
for Dick Barr (R 
“Ding” England (1 

nd Van Vander Voort 


man 
Dr. Norman 


Dr. Peale suggests that jus he ré ving, break 

Let Me Call You veetheart,”” and you'll 
be so relaxed you'll hit the ball untry mile—and 
straight, too How'd it work for you, Ding? .. . It 
didn’t work for me but tha probably b se I can’t 


tune 





HAPPY DAY: Congratu 
Burdorf (Lunkenheimer 
irs of rvi for m 


MORE AND MORE GOLF: It 


the ' ir; ¢\ COnN itl 


lonv Glesener (A. J. G 


for the convention a we 


could visit Baltusrol and 


been made for the National Open Tony's San 


Francisco club is going to be host next vear and it'll b« 
lonv’s job to see that evervthing is done right 

lhere were quite a few conventioneers who shoved off 
on vacation and ibroad right after the 


convention including Mr. and Mrs. William Wahl (Far 
Louis Stoner (Jacobs 


bu ess trips 
quhat Machinen Ja ksonville 
Mfg.) was in England during the British Open but did 
vear although he did play last year and got 
Speaking of the British Amateur 

minds me that of Ding England's golfing pals, 
Bill Campbell of Huntington, W. Va., got hot and got 
throug When a fellow plays in 
that kind of company, I’m going to be mighty careful 
with big talk about golf 


not enter this 


by the open round 


' : 
n the quart fina 


| 
gH 


MORE CONGRATULATIONS: Frank Miles and 
Frank Nelson (Garrett Supply, Los Angeles) were both 
being congratulated at th .. Frank Miles, 
formerly general manager of Garrett Supply, has been 
placed in charge of a New York operation of the parent 
company, Garrett Corp., and Frank Nelson has been 
promoted to general manager of the supply organization 
. When Frank Miles was asked how he was going to 
like living in the New York area after basking in Calli 
fornia’s sunshine, his answer was quick and to the point 
It savs right here in my contract that I’m going to like it. 


GR 
7, 2S 


a, 
— 
—s 


onvention . 


/ 


DL — 


OLD FRIENDS: It scemed like old home week at the 
NIAA (National Industrial Advertisers Association) con 
ention in Montr last month: C. E. St. Thomas 
Carboloy Co.); George L. Staudt (Harnischfeger Corp.); 
F. T. Keeler (Carborundum) were among the speakers 
ind there were several distributors present, including 
Mel Wilcox (R. C. Neal Ce ,uffalo 

R.W.B 
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Another Reason Why... 


RUST-OLEUM. 


means = ~——s to: you! 


RUST-OLEUM GIVES YOU GOOD, SOUND, PROFITABLE 
SELLING IDEAS like the amazing Rust-Oleum Extra-Long Nap Lamb's 
Wool Roller shown on the opposite page! Rust-Oleum distributor salesmen 





all over the country have demonstrated this unique fence tool Prete | 


used it to sell Rust-Oleum on miles and miles of fencing. 


When you consider-that it saves your customers up to 40% . . . and 
when you consider that Rust-Oleum actually STOPS RUST on 
rusted fences . you can see the tremendous sales opportunities. 


This new, different, Longer-Nap Roller and easy-to-carry fence sections 
are available to your men for sales-producing demonstrations. 

Good selling ideas PLUS the most dramatic advertising program in the 
protective coating field PLUS a sound, protected distributor -policy 

are all part of Rust-Oleum 1954 Operation Teamwork with you 


to help make your selling job easier and more profitable. 


RUST-OLEUM CORPORATION, Evanston, Illinois 


RUST-OLEUM GIVES YOU SELLING IDEAS 








Use this 
New 


RUST-OLEUM 


To Cut Wire Fence Re-Coating Costs 
30%-40% For Your Accounts! 


Demonstrate Rust-Oleum’s 
New Extra-Long Nap 
Lamb’s Wool Roller 


Rust-Oleum provides the answer to 
that wire fence maintenance “head- 
ache.”” Take this new-type roller with 
you... actually show your customers 
and prospects how it coats approxi- 
mately 70% of the opposite side of 
the fence at the same time. . . barbed 
wire and all! Actually show them 


how it “teams up” with Rust-Oleum 
to save 30%-40%,! It'll open new ac- 
counts, and it'll sell more Rust-Oleum 
to your regular Rust-Oleum custom- 
ers. Capitalize on this new IDEA, 
today—DEMONSTRATE! 


Close-up shows how Extra-Long Nap Wool 
reaches around to coat approximately 70% of 
other side of fence at same time. Rust-Oleum's 
exclusive penetrating qualities saturate cross 
wire sections for desired mil thickness. 


On long distances of fencing, a 5 man producti 
The first man wirebrushes the surface to remove dirt, dust, rust 


greater savings 
scale, etc 
wire sections and barbed wire 
the fence with a “dry” 


men work on opposye sides of the fence, brushing the pipe framework and the 


barbed wire arms 


' 
' 
! 
The second man applies Rust-Oleum liberally by roller, coating the : 
The third man follows on the opposite side of ' 

roller to catch and use the surplus. The fourth and fifth ' 
' 

' 

' 

‘ 


Special roller glides easily over wire sections 
(Rusted sections have already been primed 
with Rust-Oleum 769 Damp-Proof Red Primer 
to Stop Rust.) Finish coat is Rust-Oleum 470 
R. M. Aluminum. 


Man follows with “dry” roller on opposite side 
of fence to catch and use surplus “tears” and 
quickly coat remaining 30% of wire sections. 





A new, exclusive, different-type roller! Greater 
diameter, specially selected skins, extra-long 
Lamb's Wool all combine to give you 
more coverage faster and easier in the new 
Rust-Oleum Roller-Coating System. 


Even barbed wire sections can be rollegs-coated 
in one easy pass. 99% of the material is used 
on the fence — mot on the workers, not on the 
ground. 


RUST-OLEUM. 


ATTACH TO YOUR LETTERHEAD- MAIL TODAY! 


RUST-OLEUM CORPORATION 


ion “team” can achieve even 


ship. 


2414 Oakton Street, Evanston, Illinois 
Please send us complete details on a 
profitable 


2Rust-Oleum distributor- 








We’ve Told ‘em You Have It In Stock! 


Here are some of the Industrial Rubber Products that your customers expect 
you to carry in stock. 

You can sell them on lowering inventory costs if you are prepared to 
offer quick delivery service on these and other standard items. Let your 


inventory be their inventory. 


When you require special service on nonstandard items to fulfill the 
requirements of your customer, the complete technical and manufac- 

turing facilities of Republic Rubber are at your command to speed 

the order on its way. 

You, as a Republic Distributor, exclusively enjoy freedom from direct 

selling competition. This means that you can count on us to firmly back up 
your every selling effort. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN I, OHIO 


INDUSTRIAL RUBBER PRODUCTS 


REPUBLIC’S 5-POINT SALES POLICY 


A LINE of rubber items suf- A QUALITY of product uni- A PRICE basis inducing and FREEDOM from competition SELLING helps of reason- 

ficiently complete to permit formly good and capable of making possible aggressive from his source of supply, able amounts so that his 

effectively supplying the re- delivering service results that competition with reasonable either direct or indirect, sales force may be given the 

Guirements of the trade should reasonably be ex- profit return. among the trade covered by advantage of specialized 

cited. pected. his day to day solicitations. training and a knowledge of 
the product sold. 
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Industrial Distribution 





Don't Look Now but... 


Your [Q’s Showing 


COUPLE of weeks ago I had the opportunity of 
f participating in a conference devoted to the 
subject of executive selection and development. The 
comments of the chief executive of a large, well 
known, mid-western concern made a_ particularly 


deep impression on me. I'd like to pass on some of 


his thinking 


Reading with a Purpose 


In the first place, he pointed out that every 
firm is made up of a series of pyramids. At the 
lowest level of supervision, mav be only a 
handful” of men unde ‘boss Then there 
ire supervisors over the supervisors and so on, 
laver after layer, to the toy ve officer At 
each level, however, so1 erson is usually 
selected from among the people in his group fot 
promotion to a position of greater responsibility and 
pportunity. This same screening goes on, of course, 
when salarv increases are passed out among workers 
mn the same level. What teria can be used as a 
guide in selection? What are the things to look for? 

“What I want to know, d my friend, “‘is this 
What have the candidates for promotion been read 
ing?” 

‘Oh, I look at the 
but what I really want to know is: Is he alert? 
Ambitious? Intelligent? How do you find out those 


things? Does he demonstrate in his reading a desire 


rd of each man’s background 


to expand his capa bigger things—to 


1 better job? Or, is uritv lover who is 
ntent with drawing his cl h week?” 
Now yone,”’ 
quire, through repetition, rtain amount of 
nanual dexteritv. He can al 
mental tasks. That’s just latter of developing 
ficiency. What I want, to be sure, is the man 


in do his assigned job it who, at the same 


ntinued ‘can 


handle routine 


preparing himself for I want 


know what he is reading 


I’m not talking about readi 


They are all right wl 1 int to throw 


ind west 


vour mind in ‘neutral’ and relax. I’m talking about 
reading with a purpose. It may be advanced books 
in the field in which you want to improve yourself 
It certainly will be your trade magazine that is edited 
specifically for you—solving problems in your field 
It may even be good novels to expand your vocabulary 
ind your command of language in speaking or writ- 
ing. In short, the people who are advanced in 
responsibility or in salary in my firm are not like 
vegetables ruminating in the sun. Rather, they are 
onsumed by intellectual acquisitiveness.” 


A Remarkable Coincidence? 


The substance of these comments made a lot of 
sense to me. I asked myself: ““What have I read?” 
And I studied the members of my staff in terms of 
what they had read to improve themselves. 

I'd like to suggest that each-of you make a check 
in your own organization along these same lines. A 
smart man a long time ago made the point quite 
forcefully: ““The man who won’t read has no advan- 
tage over the man who can’t read.” 

While I was putting these thoughts into words, 
ind as a most remarkable coincidence, I received a 
reply card which we use to check on why subscrip- 
tions are not renewed. If one of our customers 
readers) is not satished with InpustrriaL Disrrt- 
BUTION we want to know about it. For ease in 
responding, we list a number of the usual reasons 
why a subscriber might not renew— reading another 
copy, military service, no longer in the field, etc. We 
ilso leave space for other comments. This particular 
ex-subscriber wrote 

I never became that much interest (sic) in the 
vritten matter to want to renew my subscription.” 

Then, and perhaps it wasn’t such a remarkable 
oincidence, he had checked in one of the other 
paces on the card, “Temporarily unemployed.” 


Hitt. WEucber 





INDUSTRIAL DISTRIBUTION © JULY, 1954 





Selling’s Getting Tougher All The Time 


because ... 





P. A’s don’t know what they need 

new salesmen resort to lower price appeal 
customers buy more and varied items 
customers’ operations are more complex 


of increased demand for immediate delivery 


By Jock Wertis, Senior Associate Editor 


AVING BROKEN into selling industrial supplies back 
H in 1936, Louis T. Kunze, salesman for the indus- 
trial division of Columbus Iron Works Co., Columbus, 
Ga., knows something about “tough” selling. He be 
lieves that it is getting a little tougher to sell today 
than it was say, back in 1951. Yes, you can blame it on 
the fact that the buyer’s market is here again but that 
could be a lot tougher, like it was in the thirties, say 
The point that Mr. Kunze emphasizes it that there are 
certain indications that selling is getting tougher than it 
was several years ago and salesmen who want to keep 
up the good work have to go back and brush up on 
ome fundamentals 

he answers to most of the new problems in selling 
today, Mr. Kunze believes, lie in checking up on non 
selling details—knowledge of products and applications 
more analysis of customer operations; more liaison with 
your own backers-up—buyer, billing clerk, office man 


ager, shipping clerk 


Want To Know Why? 


Ihe reasons? Well, as Mr. Kunze sees the situation 
lling is getting tougher for the following reasons 

|. You are running into people today who don’t know 
hat they need, or what thev want to buy 
ticularly t 


ind the \ 


Chis is pai 
‘f purchasing agents. Plants are bigger now 
employing p.a.’s instead of leaving the buy 
partment. And a lot of these p.a.’s are new 
hey don’t know what they are buving or 

used. For example Mr. Kunz was asked 

hese tyros in a big plant for some “dies, from 
Did the p.a. know what kinds of dies he 
ist “dies, from 0 to l-in.” But there are 
dies, Mr. P.A., could you be more specific? 
ll he knew about it. Could Mr. Davis talk to 
1 who requisitioned them, to find out just 


what was needed? After a lot of hemming and hawing 
over protocol, Mr. Davis found out from a shopman that 
all they wanted was a set of numbering “dies” (machine 
made steel numbering dies)! Patience, my boy, patience! 

2. You are running up against a lot of new, young, 
inexperienced salesmen who seem to be helpless except 
when they can resort to the lower price appeal. Pure 
expediency. ‘Take a line that has merit in application, 
quality and yields a good profit and they'll ruin it, not 
only for you, but for themselves and their companies 
hey resort to price because they haven't taken their job 
seriously enough, they're not trving to sell creatively 

Okay. More buyers are price conscious than ever 
before. The only way to beat the cut price appeal is to 
intensify your own creative selling effort. Create a de 
mand for your products. Spot your sales opportunities 
in the customer’s plant, show him the need, point out 
the economy and make them rely on your service and 
enterprise. Make them obligated to you by this tvpe of 
service. Don’t let these sales opportunities become 
staple orders when the buver can then go out and shop 


{or price 


Sure It Can Be Done 


You don’t think it can be done? 
Kunze got wind of the fact that a textil 
terested in setting up a new cutting tab tim 


und recommended components for an efhcient-tailor-made 


b—motor, shaft-line, reducers, sprockets, chain, bear 
ings, V-belt drives, etc., after they gave him dimensions, 
chain speed required, loads, etc. He had the answers 
nd got the order. From then on, the staple order for 
replacement went to Mr. Kunze 

In the same wav, Mr. Kunze was discussing materials 
handling with an engineer for some 25 peanut processing 
mills and learned that this chap had some ideas on 
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Keeping Mr. Ethridge posted on needs and peculiari 
istomers helps maintain satisfied accounts 
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Are your salesmen conversant with 
all your lines? Are your customers 
informed about all you stock? 


If not, try... 


A Machine and Tool 
Directory 


& Supply Corp., Los Angeles, “In the past we have 


issued a yearly catalog, plus frequent mailers and adver 


A corpincG To Carl Marshall, president of Marshall Tool 


tisements, yet we felt our promotion job was incomplete 
Not only from the standpoint of keeping customers posted 
n the thousands of products we handle, but also from the 
standpoint of insuring that our own salesmen had ade 
quate factual information on all our products—at their 
hngertips 

“The solution?——A machine and tool directory.” 

Compiled and edited by Mr. Marshall and George 
Lerner who handles advertising and buyers service for the 
company, the new publication is entitled “Tools of our 
lime.” With this directory, salesmen and customers can 
be fully informed on exactly what Marshall handles. 


How to Use 


Che most helpful feature is the method of cross refer 
ence indexing. If Marshall’s salesman, or the customer, 
knows the manufacturer's name or trade name or product 
name of a particular item, the information on this item 
can be obtained readily by checking sections Ia, Ib, II o1 
Ill. Section la is entitled ‘Manufacturers’ Trade Names 
And Products”, Ib is devoted to ““Last Minute Additions”’ 
Section II “Products”, and Section III “Trade Names.” 

Section II, the Product section, employs pictures of 
nost all listings along with the common name of cach 
item, even to the extent of reverse terms, such as “Band 
Saws” and “Saws-Band.” 

Ihe index number in the left hand margin of Sections 
I, Il, Il] inform the salesmen or customer, of the availa 
bility of « 
I 


mplete, detailed information and literature. By 
using this index number, the customer can readily request 
whatever additional data he needs on the particular prod 
uct of interest to him 

The catalog page number in the right hand margin 
refers to products fully described in the company’s 1952 
ind 1953 catalogs 


Section IV, “Types of Industries Served”’ 


werall potential picture so that salesmen will appreciate 
the vast and varied market available to them. 

Section V, headed “Partial Listing of Machinery, Tools 
ind Equipment Used by 15 General Industries” not only 
enables Marshall salesmen to see at a glance what they 
should be selling to each major industry, but also con 
stitutes a reference list for customers to check the prod 
ucts Marshall handles for their particular requirements 


an aircraft customer, by turning to the 


For instance 
ilphabetical listing of machines and tools under “Aircraft 
Industry” obtains a complete, overall picture of what 
Marshall carries for their industry's requirements—from 
irbor presses to wood-working machines. The 
P.A. does not have to plow through a general 
compiled for all industries to determine if Marshal 
possible source of supply on items he normally 

Section VI contains reproductions of Marshall's 
xdvertisements on major lines which refresh the 
men and customers on the salient features of maj 
ucts handled 

Because they specialize in cutting tools, Sect 
is devoted to advertisements featuring cutting tool 

In addition to being a directory of products, t 
publication is also a directory of Marshall perso1 
page at the front of the book entitled “Marshall 
provides an organization set-up with names 
member of the executive staff, outside sales, insid 
telephone sales, special staff, transportation, p 
iccounting, shipping and receiving, and Glend 
Inglewood branch personnel. 

rhe inside front cover is a map of Southern Ca 
showing Marshall's three locations and areas s« 

Mr. Marshall concludes, “The directory costs 
per copy, and we have issued about 10,000. W 
convinced it has helped our salesmen and out 
save time, money and effort. The directory is a val 
tool for them; it simplifies and collates available data on 
the machinery and tools that we stock and s for 


our trading areas.” 
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Pre-Testing Proves Real Prospects of Sales 


Seeking opinions of prospective users about practicability, economy of 


new products will give you more realistic data to base investment on 


t which the 
the product's features, its construction, 
[ony Lonac of the its use and advantages. It gratified 

Hoquiam, W Mr. Lonac to that the 
pretty men’s estimate of the product’s poten 
tiality coincided with his own but he 
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il-minded, 
[he results of tl 
Mr 


times 


product. 
vestigation, Lona 
imaze you at 
For example, a manufactur 
resentative came to him with 
kind of choker link for lumberi 
erations, particularly for us« 
lines which drag logs out. ‘Th 
Mir 
tural for the area which a 
At the 


portunity, he set up a m 


POTENTIAL of a new product in your 
market, says Tony Lonac, sales manager, 
F. G. Foster Co., Hoquiam, Wash., 
may “look good” but it’s a good idea 
to “sound out’ prospects first 


Lonac was convinced, 
} 
i) 


lumbering operations 
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Ihe price’s too high as compared 
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splice 
[he 
irch line out in 
So 


thing’s too heavy, it'd wear 


the no time 


SAVE 
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wire rope, not so much difference 


when it comes to wear.” 
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Such opinions were too general to 
Mi stocking the in 
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Now, Mr. Lonac added, it 
be quite possible to sell that particular 
item, but you at least know, after such 
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what you'd be 
what vour actual 
At least you 
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Work With Supplier 


l'ogether with the 
u could work out the answers to the 
prepare an effective 


It means that your 


manufacturer, 
objections and 
marketing effort 
supplier has the opportunity to bolster 
his weak points whether they be price 
quality or design 

Che point of the survey of opinion 
Mr. | said, is 


down to 


in a local market, nat 
to try to 
have you got to sell a given product. 
It may have been all right for him to 
have gone out and tried to sell this new 
product and, he might have done it 
However, the test 


get what chances 


with initial success. 
of a pudding is in the eating 
tributor must sell what he stocks over 
and over again. If, after the first bite, 
the customer is through with the diet, 
it doesn’t do the distributor much 
good to keep a stock of unwanted ma 
terial on the shelf. It must turn over 
and over again to warrant stocking. 
All established lines have met this 
test; why shouldn’t the new ones? 


Che dis 





Plotting a Profitable Course 





| 


aventories 


Soles in thousonds of dollors | 
1000 1500) 2000 _2500 3,000 _3500 _ 4,000 _ 4,500 5000) 


“[. RELATION OF INVENTORIES TO SALES astmge sagen ger 


tween 
inventories and volume of sales is shown here. There is a dot for each distributor 
furnishing information to ID’s 1953 Annual Survey. The straight line is the national 
iverage of relationships. If you plot your sales and inventory as shown on this chart 
X" is the spot), you'll see at a glance how you stand with respect to average 








ey i 


soles in thousonds of dollars 
> 2000 2500 3,000 3500 4900 4500 5000 


. 
Vv 





V 
il. NUMBER OF INVOICES BILLED TO SALES [vices billec 
1Onn 0 
your annual sales is this chart’s story. Take a point on the bottom scale equivalent 
to your annual sales and read up to the straight line. Now read back to the left-hand 
vertical scale—this is the number of invoices billed by the average distributor. If 
your own fhgure is much more, you've perhaps got a small-order problem 
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I" AS THEY say, there’s safety in 
numbers, there’s certainly comfort 
in averages. While everyone likes to 
feel he’s above the average, he’s still 
curious to know what the average is 
so that he can adjust his self-estima 
tion accordingly. 

Which brings us to the matter 
“scatter diagrams”’ (see illustrations 
These are pictures of some average 
relationships which are of extreme in 
terest to industrial distributors. Some 
distributors may think their own rela 
tionships are above the average, others 
may find they fall below the average 
line. Whichever may prove to be the 
case, the distributor has a basis for an 
estimate of his own performance 

Ihe scatter charts describe four k 
relationships existing in any distribu 
a) between annual 


sales and level of inventory, (b) be 


tor’s operation 


tween annual sales and number of in 
voices billed, (c) between annual sales 


} 
| 


ind number of employees, and (d) 
between annual sales and number of 
outside salesmen. 

Vhus, these charts help a distributo 
gage his efhiciencv—show him if h« 
getting the most ont of his inventory, 
invoices, employees, and salesmen in 
terms of his annual sales 

For example, the distribu ing 
$1,000,000 worth of busine vith 
10 salesmen is ahead of the distributo1 


doing the same volume with 15 sales 


men, other things being equa 


Annual Survey Data 


(he information plotted 
scatter charts was abstract 
questionnaires submitted by | 
tributors to ID’s 1953 Annual Sur 

see March issue). In ea 
therefore, one dot represents 
particular relationship for onc 
tributor. As can be seen 
particular relationship is p 
large number of distributors 

tend to cluster or form a pattern across 
the chart. It is then but a short step to 
draw a straight line through the dots 
to depict the average. Thus 

utor can read along the bot 

to find his annual sales 

read up from this point to t! 

line, then back to the ve 


lotted 





These scatter charts give you an immediate picture of your firm’s 


efficiency compared to the performance of the cross-country “‘average” 





hand scale to see what the average 
inventory, number of invoices, num 
ber of salesmen, or number of em 
ployees should be. 

Logically, the greater the slope of 
the straight “average-line’’, the less 
efficient is the average distributo1 
Conversely, the more the average-linc 
tends to parallel the horizontal : 
the more the average distribut 
getting out of his employees, inv. .ces, 
salesmen, and inventory in terms of 
annual sales. 

As a point of interest, the slope of 
average-lines in the present scattet 
charts are all steeper than they wer 
last year, with the exception of that 


Number 





portraying the average relationship 
between annual sales and number of 


employees. This fact indicates dis 
tributors, on the average, are running --—} 
| 


at a lower level of efficiency than pre | 
Soles in thousonds of dollors | | 


500 2000 2500 3,000 3,500 4000 4500 5000 





viously, a fact which also gibes with 
] rs 2 


the findings of the current Annual 


Survey and with the collective experi iil. NUMBER OF EMPLOYEES TO SALES Employees, in rela 


ence of distributors during 1953 tion to annual sales, 





in be shown graphically on a scatter chart. You can also use the chart to figure out 
how your sales per employee compare with the average. Just plot your performanc« 
How Do You Compare? is explained for previous charts. If your position falls much above the average-line, 
1 may have an organization or procedure problem 





Now, how does 


you 


If, for instance, you want 


y 
} 
| 
| 

+ 


how your level of inventory 
to the nationwide averag« 
of annual sales), you can 
position on Chart | 

Suppose your sales in 195 
$1,650,000 and vour invent 
uary 1, 1954 amounted t 
How dees this relation 
against the U.S. averag 

Using Chart I, you 
Read along the bottom 
$1,650,000 point, then 
vertical scale to the $22 
Draw lines into the ch 
of these points, and 
cross mark an “X”’ (sec 
Chart | 

As you see, the “X”’ fall 
= 


below the average-line, whi 








you're doing more busine Soles in thousonds of doliors 
iverage distributor with less inventory 000 1500 2000 2500 _3900 3500 4900 4500 500 


There are dots on Chart I showing UMBER OF SALESMEN TO SALES S!2<9 0 ston 
to anna al 


some distributors did _ better ales is an 
ther important indicator of a distributor's efficiencies. Here again you can find. out 


listribut lid far w oO yW produc tive your salesmen are Results obtained from this and other charts 

istributors < worse. n 

' : . ' : hould be interpreted carefully in the light of your own local conditions before you 
Continued on page 17| ch 9 conclanos 


you, and some showing man 
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Do you need someone to... 
mend fences? 


repair mistakes? 


support your 
salesmen? 


correlate your 
sales activitiy? 


NO POLICE DOG is Harold E. Sutcliffe, but rather a liaison man between J. 1 
actas ... Wing management and its seven salesmen. Outside man Chuck Alcorn can come t 
for sales helps; quota status; special customer requests 


The Trow 


By Robert Slater 
Associate Editor, Chicago 


MANAGEMENT MISCELLANY-—pertaining to sales—is 
fal) time job for Mr. Sutcliffe, here checking monthly volume 
With Dave Piggot, vice president. He also keeps minutes of 
meetings; scouts potential customers, new lines 


ble Shooter 


ETAILS that formerly bogged down salesmen and 
D sales management at J. T. Wing & Co., Detroit, 
is well as the numerous other problems inherent 
any sales operation, have been disposed of by the creati 
of a new position—Sales Assistant. 

Harold E. Sutcliffe, who holds down the job, devote 
his full time to the achievement of a smooth-running 
sales operation. As a result, an impressive number of new 
iccounts has been added to J. T. Wing’s books; accounts 
that had gone away mad have been brought back smiling 
to the fold; a sales analysis system has been developed 
ind applied; and the gap that often exists between sales 
ind sales management has been bridged neatly 

[he biggest problem in creating a job like this 

David Piggott, vice president in charge of sales, 

s getting the salesmen to accept the sales assistant as 

meone who works for them—he’s not a house man 
We've had good luck in that respect. Our men take 
liberal advantage of Sutcliffe’s assistance; they no longer 
hesitate to turn to him with problems that they're too 
susv to handle themselves.” 


He Helps Out Busy Salesmen 


Among Mr. Sutcliffe’s duties are: following up special 
customer’s requests; checking on accounts that have fallen 
off, learning the reason for the slump and taking imme- 
diate action; maintaining the sales analysis system; taking 
minutes of sales meetings; digging up leads on potential 
customers; establishing salesmen’s quotas; making avail- 
able complete details on new lines; catalogs, new litera 
ture, the competitive situation; tabulating salesmen’s 
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opinion regarding the wisdom of adding or dropping 
certain product lines. 

In addition to these hard and fast duties, Mr. Sutcliffe 
ittends to the innumera le details which fall ordinarily 
on the shoulders of the sales manager, leaving Mr. Piggott 
free for administrative and executive operations. 

“Some of my most interesting work in the trouble 
shooting line,” says Mr. Sutcliffe, “is in the field of lost 
wccounts. When my records show that a salesman is no 
longer getting volume from what used to be a fine cus 
tomer, I make an effort to find out the reason—usualls 
by going straight to the account. We've found cases that 
dropped us as a source when we hadn't delivered accord 
ing to our promise; cases where the order desk man was 
sharp ind had cut off the buver where our prices 
were misquoted, and thus were out of line 

“As a rule, when one of our salesman’s customers stops 
buving, the basic reason is that the salesman is handling 
too many accounts to service this one properly. That’s 


where we fill a definite need 
Spots Weak Points 


Mr. Sutcliffe cited a cas 
Wing was no longer receiving business from a former 


in point, one where J. ‘I 


good customer. He made contact with a vice president 
of the company, and asked the reason. “I haven’t seen 
your man for four months,” he was told. Mr. Sutcliffe 
switched the account immediately to a salesman who was 
less harried, and they received order the next day. 
When a salesman has a request for additional informa 
tion, he often passes it on to Mr. Sutcliffe for a deluxe 
follow up. Mr. Sutcliffe forwards the latest literature on 
to the customer with a covering letter: In that letter,” 


savs Mr. Sutcliffe, “‘we alwavs stress th ilesman’s name 


Our representative, Mr. Alcorn’—this keeps him before 
the customer, and also shows the customer that our 
man is backed up by an alert organization.” 

Keeping a record of what goes on at a sales meeting 
might not seem important at first glance—but it’s another 
aspect of Mr. Sutcliffe’s tailor-made job that’s paid off 

His record makes it possible to brief absentees; it pro 
vides a review for sales personnel and sales management; 
and it ties salesman thinking together. 

For instance, Mr. Sutcliffe’s record of a recent J. T. 
Wing sales meeting ran to five typewritten pages. It 
included the names of the 18 firm members attending; 
outlined the talks given by management; and gave the 
figures set for tentative individual quotas. 

Requests and suggestions by individual salesmen are 
on record as well as individual selling problems. M1 
Sutcliffe concluded the minutes of this meeting with a 
particularly valuable check list (see box) 

It’s Mr. Sutcliffe’s job not only to record the conclu 
sions reached when management confers with sales, but 
ilso to follow them up—in this case along the lines of 
the 11]-point list below 


Follows Up Policy Decisions 


Ihe sales assistant’s previous experience is in the 
iccounting and selling field, which qualifies him to pre 
pare and keep up to date a sales chart showing salesmen’s 
monthly sales in relation to their quotas and previous 
year’s record. 

Mr. Sutcliffe feels that his position is unique he’s not 
a sales manager and he isn’t a secretary—his work falls 
somewhere in between those two jobs, and consists ot 
anything that will lubricate the machinery of successful 


sclling 





“An analysis of the meeting indicates the 
necessity of considering the following: 

1. Issuing a stock list. 

2. Facilitating delivery of new cata- 
logs. 

3. Stressing the importance of mov- 
ing goods now in stock. 

4. Salesmen investigating potential 
on items not carried, with idea that 
reasonable assurance of activity 
will justify our stocking. 

. Salesmen using samples whenever 
possible and keeping well supplied 
with literature. 

. Salesmen_ reporting promptly 
change in any phase of customers’ 





A Trouble Shooter’s Report on a Sales Meeting 


Harold Sutcliffe, after attending a recent 


sales meeting, submitted the following report 


business where any product or 
service of ours might be effective. 

7. Reviewing items in lines we have, 
to determine if our stock is short. 

8. Inaugurating system so salesman 
can learn immediately what orders 
come in by phone. 

9. Full cooperation between salesmen 
so that each can benefit by others’ 
experience. 

10. Supply salesmen with list of items 
periodically that we are bogging 
down on. 

11. Use of individual sales charts when 
quotas are set, showing actual sales 
in relation to monthly quota.” 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from Jan. through June 1954 


SALES IDEAS 


Ciinic Gores on Wueets tro Customers. fan. 54 82 
Sales promotion on wheels proves successful for 
Tennessee distributor 
“ENGINEERING FROM THE FACTORY 
Man—”’ Jan. "54 86 
Chicago firm formulates policy for smooth-running 
relationship 
DEMONSTRATIONS FOR Non-CusroMErs? 
Wuy Nor! Jan. "54 98 
lhey've developed farm trade for North Carolina 
distributor 
Emercency Carts Are Our Business”. .Jan. "54 104 
Newark distributor asks for them, brags about them 
How It’s Dont Feb. 54 98 
It took 3 years, but it was worth it; says L. A. firm 
Ivy Taxes Setuinc to Ger a Lint Feb. '54 100 


Quota SYSTEM 


7-vear effort succeeded for Long Island City house 
Want tro App New Line? Try Cueck 
ING Pickx-Ups Keb. 54 108 
Study of non-stocked items helped Tennessee dis 
tributor 
INCENTIVE PLAN Boosts TELEPHONI 
SALES Mar. 54 86 
Newark house gives 5 commission On some inac 
tive accounts 
7 Ways ro Use a Sates Room 
Minneapolis firm rev imped sales room with many 
fold results 
Wuat Does Service MEAN? \pr. 54 94 
The “magic word” is put under scrutiny by Denver 
hrm 
Competitive Market “Goop ror SALES 
MEN” June 54 92 
Dallas sales manager stimulates interest with sales 


contests 


SALES IDEAS FOR SALESMEN 


Ir You Tatx Cenrs—Yovu Ger Sates Jan 
Dayton distributor gets talk down to costs and 


it pays 


54+. OU 


Pur ‘Toots ON WHeEets For SALES 
UNLIMITED Jan. "54 102 
Maximum potential is realized by Indianapolis spe 
cialty man 
lo Sect. More—See Everyont Feb. 54 82 
Denver salesman hunts sales in every department 
Once A P. A—Now a SALes MANAGER Feb. 54 93 
Ohio man has been on both sides of the fence 
Yournu Is No Barrier Feb. °54 102 
North Carolina salesman learned his A, B, C’s fast 
HEN PLAN Your 
CALLs Feb. °54 106 
Don’t waste selling hours, says New Jersey salesman 


ANALYZE POTENTIALS 


Propucts AND MARKETS....... Feb. °54 110 
Mar. °54 110 
Apr. *54 110 
June 54 94 
These sales quizzes will test your knowledge of the 
supply field 
I Coutp Have Been A BeEtTTerR SALES- 
MAN Ik Mar. *54 92 
Four good points are made by a Duluth salesman 
Tue SALESMAN & CusTOMER X Mar. °54 94 
Cleveland salesman jumped sales 10 times in 4 years 
You Have To Bi Mar. °54 104 
I'wo diverse viewpoints are offered—via Denver and 
Cedar Rapids 
Dors tue P. A. Keep You Warrinc? Apr. ‘54 96 
Grand Rapids sales manager discusses this situation 
You & Your Setiinc Jop—3-Part Ar- 
TICLE BY MARKETING PROFESSOR 
Part I Apr. 54 97 
Part Il Mav °54 104 
Part III June °54 91] 
Learn Customers’ JoB FROM ‘‘INSIDI 
Our” Apr. 54 108 
Atlanta salesman believes in getting the complete 
picture 
Sates ENGINEERING Neeps HuMAN ENGI! 
May °54 98 


NEERING 


Teamwork is necessary between specialist & general 


salesman 


IDEAS FOR MANAGEMENT 


How tro Cur Overneap 20% Jan. 54 88 
California distributor tackles small order problem 
How to Devetop SALESMEN Jan. “54 94 


Seven suggestions are given by S$ 


ICUSC Sdics 
manage! 
Errective Use or THE TELEPHONI Jan. °54 


It begins in the “classroom” of a Denver supply 


IH 


house 
ue Tor Executive: Just Wuat’s His 
Jos? .. Jan. 54 111 
Oklahoma distributor presents his own & does it 
effectively 


LAYOUT & DISPLAY 


Goop Morare Benerits SMALL FirMs 
(ALSO Jan. 54 106 
Improved warehouse operations pay dividend to 
Virginia firm 
Disrrisutors Move to Gain ELsow 
Room Jan 54 85 
8-page article shows trend to one-story buildings 
INTEGRATION & EFFICIENCY Mar. *54 108 
Achieved under one roof by Jacksonville distributor 
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GENERAL 
Waal 


Happens to Gross MAarcrns 
WueEn You Cur Prices 5%, 10 


20% Jan. °54 92 


Effects are graphically illustrated in three tables 
Quantity Pricing Cost JusTIFICATION 
Mernuops to Be Strupiep sy New 
FTC Apvisory CoMMITTE! Jan. 54 103 
Quantity discounts and price differentials are undet 


~ 


study 
l'RENDS IN YEAR-END BuyING Mar. *54 89 
Survey reveals distributor cutback Nov.-Dec. buying 
ANNUAL SurRvEY OF DistrRiBUTOR OPERA 
rIONS ... Mar. *54 97 
Sales advance 2.4% to $3.9 billion 
l'une Unsunc SECRETARY THe SALes 
MAN'S WIFI Mar. 54 90 
She’s the silent partner cessful sales 
man husband 
Easy Lessons in RELAXATION Apr. ‘54 93 
Chicago sales manager relaxing through 
records 
Distriputors Cirr Your Prospiems \p! 
But they offer solutions in surve 
How Mucu Witt INpustrry SPEND ANI 
EXPAND? May °54 102 
Results of McGraw-Hill surver 
3 SALESMEN TYPES June 54 84 
Salesmen can check f milarities in New York 
sales manager’s article 
Minimum ReturNep Goops Feb. 54 94 


ichieve this 


"54 Q& 


mments 


ire hopeful 


Rochester firm has two-p 
DupiicaTion Witt Save $1,000 
MontTH 
Speed paperwork by climinating 
savs Cleveland distribut 
st INDUSTRIAL SUPPLY SALESMEN FIL! 
4 PATTERN? eb. °54 104 
Flmira sales manager rit thought-provoking 
irticle 
' THE SALESMAN KNow Asou1 
Matiep-In Orpers 
\kron firm spares salesman 
mailed-in orders 
VENTORY LINE SUMMARY 
Monthly evaluation 
information 
Watcu Your TRANSPORTATION CosTs 
Your profits may be leaking, say 
tributors 
HANDLING RETURNED Goons Sys1 
CALLY 
Refined procedures b listributor firms mini 
mize confusion & 
54 105 


IN Fk CONOMICS 107 


| RENDS 


IN MANAGEMENT POLicy 113 
in SALES MANAGEMENT 119 
IN SELLING 125 
in SYSTEMS 13] 
lopay’s Buyer une 54 82 


\ New Jersey distribut xecuti ‘Buver’s 


Cl 


Guide” has solved some of the purchasing prob 
lems 
Propuces SALESMEN Wuo Are SALES 
MEN! un June ‘54 86 
10-year program of Indianapolis house does just that 
Muttipte Cuorce Makes Catt Reports 
Easier TO Writ! June ‘54 90 
Form devised by New Jersey house proves su 


cessful 


PROMOTION 


CLARKSON Sets Up Course 1N INDUSTRIAI 
DisTRIBUTION Jan. ‘54 S4 
Curriculum leads to Bachelor of Science degre« 
Your Company Name—Does I1 
Grr Across eS Jan. "54 100 
New Jersey distributor revamped printing design 
Use Ir Rigut—Anp NewspaAPER ADVER 
rIsSING Pays Jar + 108 
Canton firm believes results far outdistance cost 
How ro Use an ApvVERTISING AGENCY Jan. 54 110 
President of the 4 A’s tells how agencies function 
INpUSTRIAL DisrripuTion Course GaAINns 
New Support Apr. ‘54 82 
Five scholarships set up at Clarkson by industry 
members 
Present Your New Cararoc Lik: 
New Propuc1 May °54 100 
Cambridge firm trains sales force to do this job 
effectively 
Wuere Can My Cusromers Park? June 54 89 
Minneapolis distributor's solution makes for good 
public (and customer) relations 
Pusiic RELATIONS FOR THE INDUSTRY June °54 104 
An editorial plea for “‘selling’” our industt 
CAREERS IN INDUSTRIAL DISTRIBUTION June °54 105 
8-page booklet giving the story of Industrial Distr 


bution as a career 


MEETINGS 
SOUTHERN ASSOCIATION JOINS IN MARKET’ 
ING WORKSHOPS Mar 
500 attend mid-year meeting in Mississipp 
AssocrATIONS Wunp Up MARKETING 
WORKSHOPS 
Last in series was held in Cincinnat 
by 350 
CONVENTION IN New YORK 
Coverage of the annual Tripk 


tures and text 


EDITORIALS 


Your Prosiems As We See THEM 
Wuat’s AHEAD FOR BusINness? 
Let's Get To Work 

[RAINING FOR A Betrrer INDUSTRY 
Wuat'’s Gornc On? 

Don’t Loox Now, Bu1 
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1954 CONVENTION IN NEW YORK 


Five conventioneers are we—V. Lee Edwards, Chas. A. Strel- Around the round table—Chas N. Jacobson (Dake Engine), 
inger Co., Detroit, C. A. Fee and W. S. Hemsley (Simonds Norman Hamilton and W. L. Enright, Ellfeldt Machry. & 
Abrasive), Robt. R. Miller and K. Van Heulen, A. L. Hol- Supply, Kansas City, Mo. and Mrs. Larry Russell (Walker 
comb Co., Grand Rapids, Mich. Turner Div. Kearney & Trecker). 


“Meet Me At the Waldorf” Was the Word 


Manufacturer friends Rossiter R. Holt (S. W. Card Mfg. Comparing notes from their respective districts are Hajoca 
Co.) and Mrs. Lloyd Waddell (Union Twist Drill) get the Corporation people, John Gilliam of Chattanooga and Mr. & 
Texas story from J. W. Madden, Rex Supply Co., Houston. Mrs. FE. W. Breese of Philadelphia. 


Manufacturer and distributor present smiling faces as shutter Mrs. Don Lambert (The Falk Corp.) flashes her dazzling 
clicks—Lloyd Waddell (Union Twist Drill) and J. A. Mac- smile as husband Don stresses a point while visiting with 
Laren, Oliver Van Horn, Ft. Worth. Industrial Distribution at the Pillement suite. 
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All smiles just after arrival are Mr. & Mrs. Tom Norris, The 
Tracy, Robinson & Williams Co., Hartford, Conn. 


OTHAM IS A PRETTY BIG TOWN but, then again, the 
Waldorf-Astoria is a pretty big hotel. It was su 


prising how many people attending the iple Industrial 


Supply convention vou could t in its salons, corridors, 
parlors and bywavs. Practically evervbody 


In the June issue, INpusrRIAL DisrripuTion presented 


complete coverage of the ofhcial events which constituted 
the convention prope! In this issue, we present what 
I I 


ind “fringe’ 


; 


might be loosely termed 
ictivities which are virtually if the conven 
tion as the “official” goings 

Our editors, camera and bull 
Waldorf-Astoria’s mazes and 
greetings, renewing old acqua 
1 good time in general 

And we found the country’s four sections—North, 
East, South and West—very well represented, so attrac 
t to the Big City. Note that 


roamed _ the 
exchanging 


nar c talking y 
itan ips, talking, having 


tive was the appeal of a vis 


the feminine side was well re 


In from Rochester, N. Y., H. M. Schnurr and Daniel R. 


Ehmann, John M. Forster Co., map out their day's schedule. 


Pausing in corridor, G. W. Donahue, Stacy Supply Co., 
Springfield, Mass., gets warm greeting from J. A. Machin and 
J. J. Samter (Chicago Belting). 


— ii 


Presidents Receive Watches in ID Suite 


Annual presentation of watches to presidents of three asso- 
ciations is made by Bob Hamilton (Dumore Mfg. Co.). 
From left: Ben S. Barker, president of Southern Assn., Bob 
Hamilton, T. Gordon Vaughan, president of National Assn., 
and J. Robert Kelley, president of American Assn. 


Later, the wives of the three presidents admired Mr. Hamil- 
ton’s gifts to their husbands. Seated are: Mrs. Barker, Mrs. 
Kelley, and Mrs. Vaughan. The watch presentation is made 
each vear by Mr. Hamilton in ID's suite. The watches, inci- 
dentally, are Hamiltons (which is only probably natural). 


10 MORE CONVENTION PICTURE PAGES BEGIN ON PACE 174 





SALES QUIZ: Test your knowledge of... 


Products and Mark kets 





] Welding metal with neutral oxy-acetylene 
* flame has become common practice in large 
and small shops. A neutral flame has no excess of 
oxygen or acetylene and is applied to heat the 
metals to be joined. The concentrated heat of the 
two gases produces a flame of over 6000 deg. F. 
which melts and fuses them together. It is also used 
in brazing with dissimilar metals at temperatures 
well below the melting point of the base metal. 

The industrial supply salesman who sells WELD- 
ING EQUIPMENT can weld a variety of welding 
items with a variety of related products so as to 
increase and diversify his sales. 

For instance, if an account requests information, 
or a price, on a welding torch this should be a clue 
to a number of welding, and related, products the 
salesman might possibly sell that account. Can 
you name ten such items? 





*) For engineering CHAIN DRIVES various for- 
“* mulas and rules of thumb are recommended 
to determine the most desirable center distance, 
the most common being—center distance equals 
sum of the pitch diameters of the two sprockets. 

Where it is necessary to contemplate using a cen- 
ter distance that is either abnormally long or short, 
the average salesman runs into trouble. Considera- 
tion of the following questions may help solve such 
problems. 

a. In establishing sprocket shaft center dis- 
tances, at least 43 [), 2/5), “40, % of the 
teeth of the smaller sprocket should be in mesh 
with the chain? 

2. Where pulsation, moderate shock and heavy 
loads exist, drives should operate on short 1 
medium [ |, or long centers? 

c. On low speed drives, with center distances 
longer than desirable, the chain should 

(complete the sentence). 

d. In fixed center drives, where it is necessary to 
install an idler, it should be preferably on the 
tight | side, slack |) side? 

e. Can you name two types of idlers? What is 
the difference between the two? 








™ That's an ELECTRIC HOIST directly above. 
~* Why not hoist your sales to the top by plugging 
this item? Like many industrial supplies, electric 
hoists are sold best by salesmen who know their 
stuff. 

The following questions may help you recognize 
where electric hoists should be used and how they 
can be recommended correctly. . 

A. Here are descriptions of four jobs. Which of 
them do you think should be handled by a hoist? 

1. Continuous movement of materials. 

2. Intermittent movements within a fixed area. 

3. Delivery of uniformly packaged loads. 

4. Materials of variable size and weight. 

B. For service in small plants where a single hoist 
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is used and changed from one location to another, 
which of the following hoists would you recom- 
mend? 

1. Motor driven trolley. 

2. Hook suspension. 

3. Base mounting. 
C. Hoists with push trolleys may be recommended 
without reservation for loads of say, two tons. 

True False [ | 








_ Because of the dozens of patterns, each de- 

* signed for a specific purpose and each made in 
different sizes, PLIERS are sold by industrial supply 
salesmen who conscientiously ply their trade. 

Due to the variety of pliers now available, it is 
even more important that salesmen recommend the 
proper type for the job involved. If you’re unsure 
of yourself on this item, try your luck on the fol- 
lowing questions. 

A. Can you name the four types of pliers illus- 

trated above? 

B. Are the following statements about pliers 

true or false: 

1. The slip joint pliers permits the jaws to 
be opened wider at the hinge pin for grip- 
ing large diameters. True False [| 

. The flat part of the jaws should never be 
used for holding or pulling sheet metal or 
wire. True False [} 

. Diagonal cutting pliers have the cutting 
jaws at an angle and are intended specifi- 
cally for cutting wire. True False 

. Slip joint pliers are the best type for bend- 
wire and forming springs. 

True False 


= LAMPS can light the way to more sales for the 
“"* industrial supply salesman who is conversant 
with industrial lighting problems. 

Upward component lighting is one of the modern 
methods that claim the advantage of lamps run- 
ning cooler because of better circulation and in- 
creased overall efficiency. 

The RLM Standards Institute has set up specifi- 
cations designed to provide better quality illumi- 
nation without sacrifice of the basic features of 
conventional luminaires. Below are three of the 
RLM specifications in incomplete form. Can you 
fill in the correct figures? 

1. Luminaire distribution should be semi-direct 
OOD ia\. avi percent of the light output 
directed upward. 

2. Brightness in the shielded zone shall not ex- 

percent of the bare lamp brightness. 

3. Overall efficiency shall be at least 
percent. 








Simply stated, REAMERS are tools used for en- 

* larging or finishing to size a previously formed 
hole. And industrial salesmen know that reamers 
have become one of the most important tools used 
in the manufacture of interchangeable parts for 
mass production purposes. 

Here are some questions designed to stimulate 
your thinking on the proper use of reamers: 

a. The most efficient speed for machine reaming 
is closely tied in with what three factors? 

b. When close tolerances and a fine finish are 
required it is usually found necessary to finish ream 
at considerably faster speeds? [| slower speeds? 

c. Quite often the best reaming speed is found 
to lie around one-third [) two-third [| three-quar- 
ters of the speed used for drilling the same 
material. 

d. A lack of rigidity in the set-up may necessi- 
tate slower [| faster (| speeds, while occasionally 
@ very compact, rigid operation may permit still 
higher [| lower [| speeds. 
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Answers to Sales Quiz on pages 94-95 





Ten welding and related items that might oc- 

* cur to the alert salesman in this instance are: 
1. Hose and fittings 

2. Welding rods 

3. Welding tips or blow pipes 

4. Regulators 

5. Metal cutting tips (can be added to most 
oxy-acetylene torches to cut scrap as well as 
new material for fabrication) 

. Wrenches 

. Hand trucks (for handling cylinders) 

. Safety equipment (goggles, gloves, clothing 
—aprons, jackets, pants, etc.) 

. Cleaning agents or degreasers (to clean the 
metal before and after welding) 

. Wire brushes or grinding wheels (for prepar- 
ing the metal) 





s) a. \Y. 
“* b. Short. 

c. . . . be supported on a track or idlers. 

d. The idler should be installed preferably on the 
slack side. 

e. Two types of idlers are 1) fixed and 2) auto- 
matic. The fixed type requires manual adjustment, 
whereas the automatic idlers are spring operated 
and maintain proper slack strand tension through 
the life of the drive. 





— a. Recommend the use of a hoist for 1) inter- 

* mittent movements within a fixed area and 4) 
materials of variable size and weight. The other 
two jobs would probably call for some type con- 
veyor system 

b. Hook suspension would be the proper choice, 
for convenience and portability. 

c. False. Push trolley hoists would be a labor 
waster (and that’s an item these days) requiring 
“gang” handling to move the load. For heavy 
loads, the best travelling hoist to recommend is the 
motor driven, one-man operated trolley type. The 
geared trolley type should be second choice. 


A. A. Here are the names of the four types of 
pliers: 





D Diagona! Cutters 


. True 

2. False. Holding or pulling sheet metal or 
wire with the flat part of the jaws is not 
injurious to the pliers. 

. True. 

. False. Round nose and needle nose pliers 
are recommended for bending wire and 
forming springs. 





5 Here are the fill-ins on the lamp questions 
* about RLM specifications: 
1. 20 to 30% 
2. 40% 
3. 75% 








a. Three factors affecting efficient speed for 

* machine reaming are 1. type of material being 
reamed; 2. the rigidity of the set-up; 3. the toler- 
ance of finish required. 

b. Considerably slower speeds are usually neces- 
sary to finish ream when close tolerances and a 
fine finish are required. 

c. Quite often the best reaming speed is found 
to lie around two-thirds of the speed used for drill- 
ing the same material. 

d. A lack of rigidity in set-up may necessitate 
slower speeds, while occasionally a very compact, 
rigid operation may permit still higher speeds. 
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Inventory Control 


Is an Attitude 


Three distributors place less emphasis on the mechan- 


ics of control than they do on proper approach to it 


Mis DOLLARS ARE LOST 


another in their experi 


cked 


than the average distribut 


found themselves overst 
unexpectedly out of reg 
sustaining an unwelc 
Chere is nothing nev 
can be prevented by 
there is a tendency 
to regard “inventory < 
4 ll 


juipped inventor 


it th it 


While ag od system of 1 


help a distributor manag 
imbue either managem 
ittitude 


tude or approach, a distri 


} 
ipproach t 


very like a skipper steeri: 


modern devices except a 


Thinking It Out 


Ihe experience 
the following pages 
ttitude or 


App! 
the distributo 


entory contro] 
At one time 
istributors have 
ing items 

is a result 


that such losses 
control. Yet 
distributors 
result of a 


let the matter 


in material] 
innot of itself 
vith the prope: 
itti 


r he’s 


men, and employees regard inventory? What can 
inventory control do for each group? What should 
it do? 

What criteria must be established so that inventory 
control can be handled intelligently and efficiently? 
In what way can management make certain that 
inventory control is handled intelligently and efh 


ciently? 


The Heart of the Matter 


While these questions may smack of the abstract, they 
go to the very heart of inventory control, enable each 
distributor to set up inviolable standards quite apart 
of paperwork. They enable 
each distributor to choose his own ground—and, in the 
vent of a competitive fight, stand his ground with good 


from the mere mechanics 


hances of success. 

Significantly, none of the three distributors maintains 
that his system of record-keeping is flaw-free. Each, 
indeed, prefers to think of record-keeping as secondary 
Hear what one of the distributors says: “Actually, control 
is accomplished not by changing the procedures or the 
rules of procedures but, rather, by applying them to 

complish certain definite objectives.’ 

Thus, before a distributor sets up a record-keeping 

tem, he should settle in his own mind what he wants 
to do with his inventory. Once he has made this decision, 
he can safely proceed to adopt a mechanical method of 


Carrying it out. 
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“Inventory Is Earning Power” 


N THE opinion of the Moorlane Company, Tulsa, 

Okla., the proper approach to inventory control con 
sists of a thorough understanding by all members of the 
organization of inventory itself 

To promote this understanding, president William D 
Moorer has prepared a detailed manual entitled, signif 
icantly, ““The Management of Inventory.” It explains 
carefully not only inventory control procedures and 
responsibilities, but also what inventory means in th¢ 
Moorlane Company's case. The manual is, in every sens¢ 
of the term, a statement of basic inventory and inventory 
control principles. By emphasizing and illustrating thes« 
principles throughout the manual, Mr. Moorer believes 
he is instilling in his organization a clear idea of what 
they are handling when they handle inventory 

Thus, he says in the manual: “Inventory is the asset 
which keeps customers within a local trade area coming 
to a distributor for supplies. Inventory is the distributor's 
reservoir of merchandise for resale—it represents the 
distributor's earning power.” 

Again: “Inventory is a current asset; it is part of the 
net working capital of the business. The net working 
capital of a business is supposed to be liquid—it is 


supposed to be in the form of cash or its equivalent 
Inventory, receivables, notes, and other quick assets con 
vertible into cash upon short notice are all current assets.” 

Finally: “It is decidedly unsatisfactory to put all 
emphasis upon sales and neglect inventory management 
[he company must have sound inventory management 


to support sales 


What Constitutes Inventory? 


Moorlane has divided its inventory into two broad 
functional groups—active and inactive. The active items 
of inventory are, naturally, those which move into and 
out of stock at some regular pace or regular volume 
Ihe inactive items are those which do not move sufh 
ciently to be classed as current assets; they are items 
which have been taken into inventory erroneously and 
frequently have to be sold at a sacrifice price 

I'he active inventory items are further classified into 
regular” (or fast-moving) and “slow-moving” (SM 
“The determination of a regular item,” the manual says, 
is largely a matter of judgment,” but in general such an 
item is one for which there is a repeated sales demand 





CLASSIFICATION 





Fast-Moving 
Slow-Moving 

Hold 

PR iliciitestetcinn 


Obsolete & Discontinued... (OD) 


GRADING 





Current 


1 year old 


2 years old 


3 years old 








SCRAP PILE 


Sell for cash and reinvest it 


in Class (R) Grade A items 




















itegorizing inventory lead eventually to the scrap pile. By 
establishing an overriding policy such as this, the company is 
ible to keep the greater bulk of its stock current, saleabl 
and profitable 


PATTERN of inventory management at Moorlane is pre 
determined. First, inventory is “classified” according to the 
speed with which it moves into and out of stock. Second, 
As seen, both methods of 


it is “graded” according to age 
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DIAGRAM ILLUSTRATING STABILIZATION 
OF STOCKING QUANTITY THROUGH READJUSTMENT OF (AS) VALUES 





TIME 





INTERVAL 














(AS) 
—— 





wn) 





' 
| 


i 
i _NONE ON HAND 





(OUT 














Adjust (AS) up. | Adjust (AS) up. 
Expedite outstanding Expedite orders. 





Seek alternate sources. 








orders. 


Sotisfactory (AS) level. | 
Enter orders according 
to timetable. 


Adjust (AS) down. 
Cancel second order 
outstanding. 
































WILD UPS AND DOWNS i: | is avoided at 
Moorlane, the management objective being to hold item 


quantities as near the “average stock” line as possible. This 


Another criterion: Is its turnover equal to or greater than 
three times a year? 

Slow-moving items are those which do not turn over 
is quickly as regular items, yet must be retained in stock 
Ihey are items which it would be hazardous to accumu 
late in too great quantity 

In the inactive category, Moorlane places 
mn concerning their dis 


these items 

Hold: items awaiting a decisi 
position. For example: items stocked for one customer 
and pursuant to an understanding with him; spare parts 
stocked pursuant to a sales agreement; items stocked 
chiefly to fill out a line 

l'ransfer: items to be moved from one inventory to 
nother, or from one Moorlane warehouse (the company 
operates three branches) to another 

Obolete & Discontinued: items for which there is no 
current sales demand, and awaiting liquidation at a sacri 
fice or even scrap price 

At the time of taking year-end inventory, the company 
grades”’ all items in stock according to age. And on 
the basis of this grading process, the company deter 
mines how the items will be disposed of. A form of 
depreciation, grading is a step believed necessary by 
Moorlane to maintain inventory as a current asset. 

A simple grading method is employed: Grade A items 
are those currently moving, Grade B are items over one 


chart, reproduced from the company’s inventory manage 
ment manual, shows graphically how Moorlane’s method of 
replacing stock in “AS” units avoids feast-or-famine phases 


year old, Grade C items are over two years old, ana 


Grade D items are over three years old 


Key to Control: AS Quantity 


'o Moorlane, inventory management has one primary 
objective: To maintain a regular flow of materials into 
and out of stock. All other objectives (keeping on hand 
sufhcient stocks, efhcient control procedures, financial 
considerations) are subordinate to the chief idea of keep- 
ing inventory moving on at least a_three-times-a-year 
turnover basis 

Accordingly, the company has set up what it calls the 
“average stock” quantity—the AS. This quantity is an 
elementary concept, but behind it lies a good deal of 
thought and experience on the company’s part. The 
AS is the key to the company’s entire inventory manage 
ment system. 

he average stock quantity is, first of all, two things 

1. It is the working level of inventory to meet potential 
sales demands, while allowing time for normal stock 
replacement; consequently, 

2. It is the desirable ordering quantity. 

On this basis, the company has adopted the rule 
that the inventory “maximum” must be 2-AS, and the 

(Next page, please) 
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inventory minimum” is 4-AS. Between these two 


limits, the company’s inventory management procedures 
are carried out 

Further, the AS is regarded as (a) 
turns over approximately three times a year, (b) the 


the quantity that 


quantity normally sold in packaged lots, or (c) the 
quantity which permits the firm to take advantage of 
quantity price discounts or freight allowances. 

As Moorlane’s manual expresses it: “The AS can be 
likened to the point at which the liquid-level of a tank 
is maintained when subject to control by the rate of 
out-low. If stock replacements are purchased as AS 
quantities, and if the maximum and minimum working 
levels are gaged according to the AS quantities, and if 
replacement orders are issued according to the timetable, 
then stocks will be replenished before depletion 
But if this condition is not met, then the AS value is 


out of line and should be elevated or lowered.” 


Key to AS: Turnover 


As indicated above, the AS is the quantity having a 
turnover equal to or exceeding three times a year. The 
ompany has adopted this more-or-less arbitrary measure 
to avoid making extensive turnover ratio calculations on 
The AS quantity of each item is adjusted, 
movement shows turn 


each item 
however, if in-and-out inventory 
over has dropped below the three-times-a-year mark 

Che company judges turnover in this way 

1. Desirable: ratio of 3.0 or more, or regularity and/o1 
repetition of sales at frequent intervals; 
Satisfactory: any movement showing a sales turn 
of a large portion of the AS during any fiscal year; 


OVCT 
3. Undesirable: any movement showing long intervals 
‘f time between sales, or if during the fiscal year sales 
equal less than 4 of the stock on hand at the year's 
beginning and none has been replaced in stock 
(he manual warns management and employees, how 
and out 


ever, against “mere” movement in of stock 
Returns to factories, liquidating sales, scrapping, and 
other movements not connected with genuine sales are 
calculation. “All 
the stockcard,” the 


to avoid being totalled as sales.”’ 


eliminated from the turnover such 


movements should be circled on 


manual says, 


The AS at Work 


With its thus classified and graded and 


broken down into manageable AS quantities, the com 
pany has laid the foundation for its purchasing or stock 


inventory 


replacement timetable. 
The timetable is graphically illustrated elsewhere in 
this section, and is, to all intents and purposes, an auto 


matic procedure. That is, it is automatic until such time 


as management revises policy regarding the AS quantity 
Thus, what has been accomplished is a system based on 
the employee’s understanding of the nature of inventory 

Like many other inventory control systems, Moorlane’s 
makes use of perpetual records complete with signals 
and other mechanical refinements. The manual presents 
in some detail definitions of symbols, explanations of 
signals, and explanations of other aspects of record 
keeping mechanics. 

Nevertheless, as suggested elsewhere, what the manual 
is endeavoring to convey to the Moorlane organization 
is the fact that inventory management is predominanth; 
an attitude, an approach, a manner of thinking. Thus 

“If the procedure is not observed and if long periods 
illowed to elapse before replacement orders 
the result will be that a larger average stock 
slow down, inad 


of time ary 
ire entered, 
must be carried. Then, when sales 
vertently, this results in a high stocking level or an actual 
surplus. The end result is that more money is tied up 
in merchandise than need be 

“Just as much profit can be earned for the company 
through proper ordering procedure and good inventory 
management as can be earned through sales. Both are 
important; neither can exist without the other. It 
decidedly unsatisfactory to put all emphasis upon sal 
and neglect inventory management. The company must 
have sound inventory management to support sales; other 


wise, the business will not be successful.” 


Making Sure the Job’s Done 


Besides being anxious that the nature of inventory is 
thoroughly understood throughout the organization, 
Moorlane is even more anxious that inventory manage 
ment is carried out. 

[his part of its approach is stated this way: “Because 
the supervision of inventory is to some extent a routine 
administrative job, it has by habit been pushed aside to 
be performed if-as-and-when one finds time This 
habitual attitude toward inventory has probably cost out 
company more dollar loss than any other single operating 
expense.” 

But management is not blameless: “It is too often the 
case that management seeks to do everything to correct 
the situation except to buckle down and systematically 
pay attention to the routine chores of administering the 
details of inventory procedures and controls 

How does Moorlane make sure the inventory manag 
ment job is done? As far as the manual is concerned 
it can do little more than spend its latter pages repeating 
igain the crucial truth that inventory is cash, and must 
therefore be handled as carefully and prudently, outlining 
and emphasizing management's need for constant super 
vision and follow-up, and summarizing again prin 
of stock replacement. 

However, though this is as far as the 
without actually doing the employee's job for him, it 
has presented a way of thinking whose impact is felt fat 
beyond its pages. It has enabled management, employees, 
ind salesmen to look upon inventory not as so man 
inanimate objects on a shelf, but as a live, liquid asset 
provided it’s moved frequently and expeditiously into 


iples 


manual can g” 


the market place. 
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PURCHASING OF REGULAR PURCHASING OF SLOW-MOVING 











R ITEMs SM ITEMS 


DANGER — Any excess in con- 


Slight excess is permissible. > & sidered surplus. Re-evaluate 
(AS) 





FIRST ORDERING POINT — At FIRST ORDERING POINT — At 
this point you may issue first <> this point, no orders may be 
(one) order. issued. 


SECOND ORDERING POINT — SECOND ORDERING POINT — 
At this point, you may issue At this point, one order may be 
second, (another) order for (AS) 
quantity. 





THIRD ORDERING POINT — * MIN* 


Outstanding order shall be ex-  °0'0°0:0:0:6:6:6:: a 
pedited — As soon as the first 5552525055 THIRD ORDERING POINT — 


Ox - 
order has been received, you SARK ee ON standing pw shall “4 revel 
may issue another order for (AS) £55252 2525254 ae =e we vv ‘en = 
quantity, providing level is be- order may be outstanding. 


. 
o,% 
low (MAX). 


FOURTH ORDERING POINT —- 
Outstanding order shall be ex- FOURTH ORDERING POINT — 
pedited — Re-evaluate (AS) x) 524 Outstanding order shall be ex- 
quantity — but not more than 2 2.2, Gen edited — At this point, two or- 
orders for (AS) quantities (or ders may be outstanding, pro- 
combination of orders totaling viding total quantity on order 
2-AS) are to remain outstanding does not exceed MAX (2-AS). 
aut any one time. 








CAUTION 
In the ‘‘OUT’’ position, not more than 2 orders for 
(AS) quantities (or combination of orders totaling 
2-AS) are to remain outstanding at any one time. 























PURCHASING TIMETABLE: Moorlane employees are that, once employees have grasped the importance of orderly 
gras} F y 
xpected to keep this p! tul of inventory management inventory control, they can carry out the instructions on 


learly in their minds at all times. T] mpany believes this chart without undue supervision 
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Control 








The Objective is Accuracy 


7 VALUE of an inventory control system, according 
to L. F. Perkins, vice-president and general manager, 
The Henry Walke Co., Norfolk, Va., can be 
by the degree of accuracy achieved in relating the records 
to the stock on hand. 
And accuracy, as Mr 


agement’s responsibility. The 


measured 


Perkins sees it, is entirely man 
large investment in stock 
control equipment is warranted only by realizing the 
idvantages of complete stock control through, not only 
accurate stock records, but accurate stock keeping. Ex 
pensive equipment is only a tool to facilitate the job 
Somebody has to use the tool to do the job and use it 
properly. The Henry Walke Co. uses Kardex tray 
but, according to Mr. Perkins, that is only 
to effective stock control 

As stated above, Mr. Perkins 
something more than the maintenance of stock records 
The other half of the job, one that is sometimes ove 
looked, concerns the details of stock 
out of the stockroom and the warehouse and the proper 
data of that 
crepancies between the stock record and the actual stock 
count occur, Mr. Perkins pointed out, too many individ 


files 
a beginning 
control as 


views stock 


moving into and 


recording of the movement. If any dis 


uals jump to the hasty conclusion that they are due to 
either clerical errors or faulty posting 
Perkins 


with in 


hat may be the case in some instances, M1 
years of 
that, in 


in which either clerical errors or faulty posting was given 


stated, but in his several experience 


ventory control, he is certain many instances 


as the cause for discrepancies, further investigation would 


have proved the diagnosis to be wrong 


Causes of inaccuracies in inventory control systems 


s measurable by 


EFFECTIVE INVENTORY CONTROI 


its accuracy, says L. F. Perkins 


vary, Mr. Perkins said, but it has been his experience 
that posting and clerical work do not head the list. More 
detrimental to the dependability of the inventory control 
system is the by-passing of the inventory control desk 
“non-routine 


by individuals who handle stock on occa- 


sions. Clerical and posting errors usually involve small 
“non-routine” withdrawals usually involve 
And, Mr. Perkins emphasized, 
stock did not involve 


and 


items but the 


and costly items 


large 

non-routine” withdrawals from 
stock clerks 
‘fenders. For example, trial products are taken out of 
stock without the filling out of an appropriate record 


demonstration products are taken out of the stock room 


alone. Salesmen executives are big 


‘temporarily’ and then “forgotten’’ or “mislaid” 

r samples. The more important the individual is who 
removes an item from stock, the more likely he is to 
consider himself excused from established procedure 

It may be human nature, Mr. Perkins observed, but 
there’s no sound reason why any business should have 
to put up with it when it involves the effectiveness of a 
large investment in equipment and manpower. It is 
strictly up to management to see that inventory control is 
maintained adequately and accurately 


Support The Man 


Under the circumstances, Mr. Perkins added, manage 
ment should see not only that the job of inventory clerk 
is handled by the most competent individual available, 
but it should also give that individual the backing he 
needs to maintain the system properly. Then manage- 
ment should follow this up by establishing rigid proce 
dures to insure that 
passes through the inventory control clerks’ hands, routine 


a record of all movement of stock 


and non-routine. As a final precaution, management 
should assign an executive to check on the effectiveness 
f the system periodically, a job that falls to Mr. Perkins 

\s to the qualifications of an inventory control clerk, 
Mr. Perkins gave several. While it may be impossible 
to find an individual with all the qualifications, he added, 
consideration should be given to a prospect who shows 
yptitude for developing since the qualifications really 
mstitute more of a job description than qualifications 
An individual with a strong sense of responsibility usually 
fills the bill 
to Mr. Perkins, should 


|. Be able to develop and acquire 
ind understanding of the industrial supply 


A good inventory control] clerk, according 


a good general 
knowledge 
field and its 


2. Be 


yperations 
1 good store man—know products, sizes, types, 
uses, etc 


3. Have confidence in himself to undertake the respon 


sibility of keeping records accurate 
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ae 


UNDERSTANDING the prin ipl ot 
proper control is of immeasurable hel 


to inventory clerk J. B. Harris 


4. Have 


importance and necessity for inventon 


a good knowledg¢ | understanding of the 
mtrol, its prin 
Perkins 


iuthority 


ciples and purposes. And, Mr: 


the point of becoming an m the subject, if 


possible 
5. Seek 

editors, shipping and receiving rks, purchasing agent, 

salesmen and executives in maintaining accuracy 


and obtain < from order writers, 


While 
personality and per 
should gi him 
support when a need arises 

ibility. ti nal rends im 


this depends largely on his own 


suasiveness, management vhole-hearted 


pI duct 


] 
of Sales: 


6. Develop an 


movement—trate of sale, s yatterns 


make suggestions to the pu based on con 
well enough 
effects 


iffect, 


tinuing analyses of product 
acquainted with products and users to gage the 
of technological development may 
future stock levels 
7. Accept and employ the sol ponsibility for record 
Ing product movement data wi vy to maximizing 
the effectiveness of the system 

At the Henry Walke Co., the responsibility of adminis 
workings of inventor ontrol have been 


Harris, control clerk. The 


favorably with his own view of his 


tering the 
assigned to J. B nventory 
inalysis Compares 


job with some of the qualifications r objec 


maining as 


tives 


Procedures Enforced 


Rigid procedures designed nsure the maximum 


efhciency of the inventor nti VS were not over 
looked. Routines concerning d oming shipments 
tablished 
the equipment was purcha checks, 
The cl lisclosed that 


were gaps in procedures affecting n-routin¢ 


ind outgoing stock on or when 
were 
ther« 


with 


found to be adequate 


drawals 


Under the procedures established after the weakn 
had been uncovered, no item Y en out of 
without an appropriate record being filled out 

re now handled in the foll 
Samples he compan 
giving out samples becau 
headaches; not only to th 


record but 


also in oth 
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suggested, to 


to abuse and, in some cases, dissatisfaction among cus 
tomers who mav have been overlooked 

Trial Products—If a salesman or an executive 
stock for the 
customer on trial, a charge is made out to the customer 


as a “Trial Item.” 


takes an 


item out of purpose of giving it to a 
However, it is marked on the charge 
If the customer finds that the item is what he needs, he 
is billed for it. If not, the 


can be placed back in stock, a credit memo is made out 


item is returned and, if it 
for the customer, being processed as a “return” to stock 
If the 
or another, it is brought to the attention of an executive, 


item cannot be returned to stock for one reason 


such as the purchasing agent, who decides on its disposal. 


Charge It 
When 


for demonstrating to a 


Demonstration Products an item is taken out 
of stock 
out to the 


item 


customer, a charge is 


made individual (salesman or executive) who 


withdraws the I'he charge is marked “For Demon 
stration.” If the salesman sells the item, he gets a credit 
memo after making out a charge to the customer with 
in explanation of the way the item was withdrawn from 
stock. The credit memo absolves the withdrawer of the 
charge and the inventory clerk, by noting the explanation 
on the customer’s charge, doesn’t post another with 
drawal from stock. If the 


it to stock and receives a credit memo and 


item is not sold, the salesman 
return 
the item is posted to the inventory control as an “in 

Exchanges—When goods are returned for exchange, a 
made out immediately for the returned item 
ind a filled out for the 
to the customer in its place. 

Sales To Personnel—All 
Walke Co 
be charged to the person buying the item on a regular 
charge sheet 


Returned Goods 


credit 


harge is item which is sent 


sales made to The Henry 


personnel (regardless of what status) must 


must be checked by the re 
4 credit memo is made out immediately 


hese 
ceiving clerk 
Then it 


ssed accordingh 


must be approved by the proper executive and 
proc 

Under these procedures, items cannot be “forgotten” 
or just di posed of indifferenth 


t vithdrawal and 


Ihere is a 
later the 
notified of 


Til laid 
wOoncr OT 


ponsible for th withdrawal is 
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Profit Dollars in the Bank 


N MY HONEST OPINION, inventory 
| control is the key to the success 
of our business, its very heart, its 
brain-center.” So said Joe W. Pitts, 
president of Brown-Roberts Hardware 
& Supply Co., Alexandria, La., to a re 
ent convention of southern whok 
sale hardwaremen 

Mr. Pitts continued: “I would go 
so far as to vote in favor of liquidating 
our business, if | were confronted with 
the ultimatum of having to operate 
without an inventory control system 
of some sort.” 

Here again was a distributor talk 
ing about an approach or attitude to 
ward inventory control. Although Mr 
Pitts spent a good portion of his ad 
dress describing the physical aspects 
of his company’s inventory control 
methods, he interpolated throughout 
with constant references to the im 
perative need for control—and no matter what physical 
form that control took. 

Why does Mr. Pitts consider inventory control so 
important? Here are his four principal reasons 


Joe Pitts 


Management's Stake in Control 


Management can more easily keep its finger on the 
pulse of a business. “I wonder,” said Mr. Pitts, “if I’m 
the only head of a business who woke up one day and 
came to the conclusion that there were entirely too many 
things about our business that I didn’t know enough 
about. Things such as, ‘Just what items do we carry in 
stock?” ‘How many sources of supply do we have, and 
who are they’.” 

There were other questions that occurred to him 
What items are turning over rapidly, and which ones are 
dead stock? How much can we depreciate our inventory 
at the end of the year, and how well can we substantiate 
such an inventory for income tax purposes? What lines 
should be dropped altogether? How well are our sales 
and purchasing departments not only functioning, but 
also coordinating their efforts? 

Without an adequate stock control system, Mr. Pitts 
said, no correct answer could be given to these questions 


What About the Buyer? 


Buyers can function intelligently without having to 
call continually for stock lists, or blindly giving a travel 


Not being out of items is fully as 
important as reducing your stock of 
slow-moving items,” 


ing salesman an order. No longer 
need he buy abnormal quantities, just 
to meet a manufacturer's minimum 
freight allowance requirements for a 
shipment. 

But Mr. Pitts said an inventory con 
trol system doesn’t operate automat 
cally. Order points must be changed 
constantly, either upward or down 
ward, based on many factors such as 
changing economic conditions, ab 
normal and _ non-recurring _ sales, 
changes in lead times of various manu 
facturers, etc 

“But,” said Mr. Pitts, “look how 
much easier and more accurate: this 
important job of buying becomes 
when the buyer can get so much vital 
information just by glancing at a 
says Distributor card.” 

In inventory control, sales man 
wers are afforded an invaluable tool 
Slow-moving items can be determined easily, and the 
necessary “push” given them in order to have a better 
balanced stock and a higher turnover rate. 

“In our own case, we have increased our turnover 
from 3.42 to 5.43, and we attribute this very definitely 
to the fact that we have installed an inventory control 
system. Such an increase means dollars in the bank 


profit dollars.” 


And the Customer... 


By being able to intelligently and promptly serve cus 
tomers better, by not being out of current items, and 
by being able to tell them more accurately whether o1 
not an item is in stock, a distributor can go a long way 
toward achieving a long-sought ideal: better customer 
service. 

“And remember,” Mr. Pitts said, “it’s just as important 
for us not to be out of a staple item as it is for us to be 
concerned about reducing our stock of slow-moving items 
I know of no better way to guard against these tw 
vicious business evils than to make use of a good stock 
control system.” 

On approach, Mr. Pitts has this to say: “it is manage 
ment’s job to call in all associates and sell them on the 
wisdom of installing an adequate inventory control 
system. Once this is done, the benefits derived will 
engender enough enthusiasm to guarantee its con 


tinuance 
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A MESSAGE TO AMERICAN INDUSTRY ® SECOND OF A SPECIAL SERIES 


FINANCIAL AID TO HIGHER EDUCATION 


What Business Can Do to Help 
Our Colleges and 


Is the financial squeeze now gripping our col- 
leges and universities grave enough to warrant 
direct action by the business community? If so, 
what can business do about it? This editorial 
is addressed to these two questions. 

In the previous editorial in this series of two, 
it was demonstrated that our colleges and 
universities, and particularly the indepen- 
dent institutions, face financial difficul- 
ties, which, unless relieved, promise to get 
progressively worse and might ultimately 
result in a national disaster. This state of 
affairs obviously gives the business community 
a crucial stake in helping to relieve the plight 
of these institutions. For our business organiza- 
tions can be no stronger than the total commu- 
nity of which they are a part. 

It does not follow automatically, however, 
that every business firm should give direct fi- 
nancial aid to education. Already the business 
structure is heavily burdened with activities un- 
related to its main purpose. These include act- 
ing as tax collector for more than $65 billion 
of federal, state and local taxes in the year 
1953. There is a limit to the amount of such 
public enterprise that can be loaded on the 
business system. 


Business Holds Key to Answer 


If, however, the survival of a key part 
of our educational system depends on its 
having financial help from the business 
community, that help should be provided. 
And this is the situation of our indepen- 


Universities 


dent privately endowed colleges and uni- 
versities. 

Of course, our tax-supported institutions of 
higher learning must also be kept strong, finan- 
cially and otherwise. But they have recourse to 
public support not available to the independent 
institutions. Largely on this account, their pres- 
ent financial difficulties are much less acute than 
those of the independent colleges and univer- 
sities. 

These independent institutions have seen 
price inflation eat away much of the value of 
their endowments. Moreover, there is no pros- 
pect that these endowments can be sufficiently 
replenished by gifts from the wealthy people 
who provided them in earlier years. Progressive 
income and estate taxes have seen to that. Thus, 
they are faced not only with a peculiarly acute 
financial problem, but also one which cannot 
be solved except by tapping other sources of aid. 


Tax Support No Solution 


It is conceivable that the independent colleges 
and universities might solve their financial 
problem by seeking support from tax revenues. 
If they did this, however, they would lose their 
distinctive character as independent institutions, 
and our system of higher education would lose 
one of its major elements of strength. That is 
the existence in our educational system of both 
independently financed and tax-supported col- 
leges and universities. Each has its special con- 
tribution to make to a well-balanced system 
of higher education. 





Business is directly dependent upon 
higher education to staff its increasingly 
complex and exacting operations. A key 
part in this process is played by the small, in- 
dependent liberal arts colleges which are the 
hardest hit financially of all our institutions of 
higher learning. “These,” states the Council 
for Financial Aid to Education, recently formed 
by a group of business leaders, “have contrib- 
uted a high proportion of the intellectual, scien- 
tific and religious, as well as business leader- 
ship of the nation. Their programs are devoted 
to the teaching of values, particularly the values 
of freedom. They are a vital bulwark to our 
system of free enterprise.” 


Means of Providing Help 


There are many means by which busi- 
ness firms can extend help to our colleges 
and universities. The most obvious, of course, 
is to make outright grants of money either to 
individual institutions or to groups of institu- 
tions for such uses as the institutions think best. 
Another means of help, increasingly employed 
by business firms, is to establish scholarships 
to pay the full cost of college or university 
courses of study. Sometimes the scholarships 
are open for general competition, sometimes 
they are limited to employees and children of 
employees of the firm granting them. Not in- 
frequently those winning the scholarships spend 
some part of their school vacations working in 
the companies granting the scholarships. 

A number of companies have recently pro- 
vided for what have come to be called “scholar- 
ships in reverse.” These companies pay a flat 
sum to a college or university for every one of 
its graduates they employ. Financing of univer- 
sity research programs also offers a broad ave- 
nue for financial aid to our universities by 
business. 


Need Two-Way Communication 


Some business firms have well-developed 
programs for financial aid to education. But 
they are exceptional. For most companies the 
problems involved are new and strange. These 
companies were created with the basic purpose 
to make money, not to give it away. Successful 
philanthopic operations involve a whole set of 


problems with which they have very little ex- 
perience. Not the least of these is how to make 
business a dependable source of financial aid 
to education, since business has no assurance 
that the profits of one year will not be losses 
the next. 

Considerations such as these emphasize the 
wisdom of a recent Industry-College Conference 
on aid to higher education by business, in mak- 
ing the first of its ten conclusions that “better 
communication, by direct contact, is needed for 
each [industry and the colleges] to understand 
the problems of the other.” At this juncture the 
creation of mutual understanding is much more 
important than the raising of some money and 
letting it go at that. The problem of aid to edu- 
cation by business has its immediate urgency, 
but there is also a long-range program to be 
developed on which business and the colleges 
and universities must pull together in the years 
ahead to find a satisfactory solution. 

As stated at the outset, failure to find a sat- 
isfactory solution could result in a national 
disaster. This means that, to give proper heed 
to their own future prosperity and the fu- 
ture welfare of the nation, business firms 
generally must go to work on the problem 
of financial aid to higher education. They 
must go to work first, to understand the 
problem; second, to establish two-way 
communication with our colleges and uni- 
versities about it; and third, to develop a 
program which pays proper heed to the 
needs and capabilities of botk business 
and higher education. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


Reuata Umeha. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 














ALEMITE LUBRIKARTS 


A complete lubrication department on wheels! Alemite 
Lubrikarts bring the advantages and convenience — the 
protection of power lubrication right to the machine. 
Lubrikarts are a “natural” for both you and your cus- 
tomers. They are equipped right from standard items 

no need for special inventories. And your customer 
gets a lubrication unit to fit his needs exactly. 


Only Alemite Lubrikarts offer all these features! 


* Choice of air, manual or electric operation + Highly maneuverable — 
navigates a 26” aisle, turns in a 49" circle + Versatile — flexible — custom- 
tailored the way your customer wants it! + Helps insure proper, adequate 
lubrication — prolongs bearing life + Eliminates waste and mess — pro- 
tects lubricants all the way from ‘‘Barrel-to-Bearing” + Handles all 
types of lubricants — eliminates frequent trips to the oil room 


ALEMITE 


Ask Anyone in Industry 


A PRODUCT OF 


And sales come fast when you explain the advan- 
tages of the Alemite Lubrikart. How they do a better 
job of protecting vital bearings — save important money 
in downtime and maintenance. And you can close the 
deal with this proven fact: Alemite Lubrikarts actually 
save up to 35.8%, of expensive lubrication time! Then 
you can pocket the profit from six or more sales in one! 


FREE! New Sales Film! 


A hard-selling sales film, “No Mar- 

gin for Error,” is now available for 

your soles meetings and plant per- 

sonnel meetings. A fifteen min 

ute slide film presentation that 

dromatically tells, in full color, 

how modern lubrication meth- 

ods cut production costs. A 

request on your letterhead 

will bring complete information without obligation. Write 
Alemite, Dept. H-74, 1850 Diversey Parkway, Chicago 14, 
Illinois 
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U.S. TOTALS 


April 1954 
Compared with 
March 1954 





Comrtcro sy Inoustatac Distaisution 











April 1954 
Compared with 
April 1953 


-15% 


First 4 Mos. 1954 
Compared with 
First 4 Mos. 1953 








-11% 
Yy 


Tj 











Supply Sales Trend 


Final Figures For April 1954 





April 1954 
Compared with 
March 1954 


April 1954 
Compared with 


April 1953 


First 4 Mos. 1954 
Compared with 
First 4 Mos. 1953 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





- W% 
8% 


4% 


4% 





-16% 
-20% 


-17% 


-16% 





— 9% 
-16% 


-14% 


-13% 
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The Oster No. 782A “Rapiduc- 
tion Jr.” is ideal for threading 
bolts, rods, and nipples...long or 
short, straight or bent pipe. Its 
standard bolt range is 4" to 1"; 


pipe or nipple range 4” to 2”. 


The Oster No. 502 “Pipe Master” is a sturdy machine that’s 
easy to operate, easy to move, and easy-on-the-budget. The 
“Pipe Master” has a standard range of 4%” to 2” and extra 
range of 4%" to %”. It cuts off, reams, and threads “%" pipe 
twice as fast as it can be done by hand... 2” pipe five times 
as fast. Its “AUTO-GRIP” Front Chuck eliminates need for 
a bar or T wrench and assures fast, safe, positive operation. 


The Oster No. 6A “Rapiduction” is the 
standard of the industry. Designed for 
large-scale production threading, its many 
spindle speeds allow every size of pipe to 
be threaded at maximum speed. Through- 
out its entire standard pipe range of 1” to 
6” and bolt range of 1” to 4” die-head 
change is never necessary. 


Ads like this one are appear- 
ing in leading publications 
read by your customers. They 
are presenting hard facts 
that prove it pays to buy 
Oster pipe-threading equip- 
ment from you. 

Ads directed at your cus- 
tomers are also pointing out 
that you offer them reliable 
service, speedy delivery, and 
sound recommendations. 

It will pay your customers 
to buy Oster machines, and 
it will pay you to sell them. 
If you need sales bulletins 
or promotional literature, 
write us. We'll be glad to 
cooperate in any way we can. 


THE OSTER MFC. CC 














THE MANUFACTURING CO. 


Main Office and Factory: 


2041 East 61st St., Cleveland 3, Ohio 


Builders of Cost Reducing Threading Equipment since 1893 
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SALES TRENDS (Cont‘d.) 





April 1954 
Compared with 


March 1954 


April 1954 
Compared with 
April 1953 


First 4 Mos. 1954 
Compared with 
First 4 Mos. 1953 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 


Wyoming 


PACIFIC 
California 
Oregon 
Washington 








- 1% 


-11% 


- 6% 


, 1% 


- 9% 





- 3% 


-16% 


-12% 


-13% 


-12% 
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“YARWAY'S FREE 
60-DAY TRIAL OFFER 
IS A REAL SALES STIMULANT” 


.......says E. A. Dutty* 


The wide publicity given to Yarway’s free 60-day trial installation 
is a big factor in helping distributors crack profitable new accounts. 


In most cases the 60-day trial results in additional purchases of Yarway 
Impulse Traps . . . and frequently other products in the 
distributor's line. 


* E. A. Duffy, This is another example of the many ways Yarway backs up 
a. ne. its distributors with aggressive merchandising ideas and sales helps. 
Chandler-Boyd Co., It is another reason why nearly 900,000 Yarway Impulse Steam 


51 Terminal Way, 
Pittsburgh 19, Pa. Traps have already been sold. 


Yarway Impulse Steam Traps and Fine Screen Strainers are marketed 
only through recognized industrial distributors. For information write. . . 


YARNALL-WARING COMPANY « 111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49—100) 
% Change 
Apr. Mar. Apr. From 
NAME OF PRODUCT CLASS "54. 54 53 Year Ago 
Abrasive Products 116.9 116.9 117.1 0.2 
Cutting Tools 121.6 121.6 +2.7 
Fans and Blowers 143.7 143.7 +6.5 
Fasteners 153.9 153.9 
Incandescent Lamps P 136.9 136.9 
Industrial Rubber Products 127.6 127.6 
Lubricants 72.8 72.4 
Materials Handling Equipment 133.9 133.8 


Mechanics Hand Tools 138.7 138.2 
(Files, saw blades) 


Metalworking Accessories 127.8 130.5 
Motors 114.4 117.2 
Paint 112.8 112.8 


Portable Power Tools 118.2 118.2 


Power Transmission Equipment 133.1 133.1 


Precision Measuring Tools 118.3 120.0 


Pumps and Compressors 131.9 131.9 


Steel Products 140.9 140.9 


(Pipe, bars, nails, ete.) 
Valves and Fittings 131.3 131.6 


Welding Machines 124.3 124.3 
(Equipment, rods) 


Total Index 128.3 128.6 


Source: Bureau of Labor Statistics and Industrial Distribution 
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STANDARDIZE ON “NATIONAL”’ 
... for easier stock handling | ng aH 
A 


Easy-to-read labels on attractive National fastener pack- aa 

ages are color-coded to give you easier stock handling. 

With this feature .. . plus the convenience of one-source 

buying from National’s most complete line of fasteners 
. . you will find it pays to standardize on National. 


Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
Lag Bolts 


THE NATIONAL SCREW & MFG. COMPANY Machine Bolts 
Cleveland 4, Ohio Cotter Pins 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


2 


Fasteners dP Hodell Chains ff Chester Hoists 
v7 s 


INDUSTRIAL DISTRIBUTION © JULY, 1954 





The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


TWO QUESTIONS 


THE LAST WAR 
BOOM? 


LESS THRIFT 


SUMMER PHENOMENA 


We are focussing this month’s report on the business outlook on: 


1. Whether there is any danger of business taking a nose dive between now and 


Labor Day which could upset your vacation. 
2. A summer development or two which, if not understood in advance, might 


cause you worry which would detract from the joy of your holiday. 

On the first question it seems quite clear that there will be no grave business decline 
between now and fall. At the same time, it seems far less clear to us than it does to 
some of our co-workers in the field of gauging the business outlook that the recession, 
or readjustment, if you prefer, is all over and we are now on the way up again. 

If we were drawing a curve of the summer course of business, it would go sideways, 
with more tendency to go down slightly than up. In keeping with our chronically 
cheerful disposition, we would much prefer, of course, to join up with the happy band 
who believe that now that spring has come business is set on a sustained upward course 
again. But, intensely as we have searched and keep on searching, we cannot see any force 
now in motion or immediately in the making which gives clear promise of giving the 
economy the large lift it must have not only to straighten out some kinks which still 
remain to be straightened out, but send it soaring as well. 

All it is possible to tell from the tardy and patchy figures available is that we still 
have some distance to go before the pile-up of inventories will be cut to a point where 
living off inventories rather than production will be impossible. As now planned, the 
total of government expenditures (federal, state and local combined) will be moving 
down a bit during the year. And, while it will continue at an extraordinarily high level, 
the same thing is true of the total of business investment in new facilities. 


Unhappily, at least so far as any tolerably humane view of human existence is 
concerned, one candidate which might more than offset all of these drags and start 
production and business generally expanding again leaps immediately to mind. It is a 
move to hold a firm military line against the Communists in Southeast Asia. Here the 


range of possibilities runs all the way from producing the overture to World War III, 
and thus touching off another, and perhaps the last, war boom in the U.S.A. to prompt- 
ing a modest increase in orders for war materials to intensify what will remain a war of 


fairly limited scope. 


If quite apart from any war scare that maneuvers in the Far East might produce, 
the American consuming public should decide that now is the time to buy a little more, 
it has it well within its power and financial competence to take any sag out of our 
economy, fast. If, by way of a dramatic example, the rate at which Americans save their 
income were to be cut to the level prevailing in 1949, enough new purchasing power 
would be poured into the American economy to take out all the slack and then some 

Aside from the Indo-China potentialities, it is largely on an upturn in consumer 
expenditure that those who see the recession as purely a matter of historical interest 
rely. However, as we see it—dimly, because of the manifold mysteries of consumer 
behavior—there is no reason to anticipate any upsurge of consumer expenditure during 
the months immediately ahead. 


One significant news development is a rise in the volume of unemployment which 
is to be anticipated in the weeks immediately ahead. This rise, which could take the 
total volume of unemployment above the 4 million mark in June and July, will be widels 
interpreted as an indication that the economy is falling apart. What it will actually 
signify is that about two million people have now shifted from the school population to 
the working population. Having done so, they are classified as unemployed until they 
get jobs 

Another likely development of the period not far ahead which lends itself to alarmist 
interpretation is a sharp cutback of automobile production. Whatever its magnitude, 
however, the cutback will not be reflecting a comparable decline in automobile sales or 
sales prospects. It will be compounded in large measure of a return to a seasonal pattern 
of production which includes sustained shutdowns prior to the change-over to new 
models. This was standard procedure before World War II. 
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CUSHMAN 


i's 


CHUCK -ABILITY: 


The ability to SPEED 
your work... ELIMINATE 
fatigue . . . IMPROVE 
your products . . . and 
REDUCE your costs... 
through design and 
selection of the right 


work-holding devices. 








Remembe a 


You can’t machine it right 
unless you hold it right 


FIL example 
. of this is Cushman’s 3-Jaw Heavy Duty Self-Centering Chuck 
for use on turret and automatic lathes. This chuck is but one of many types 
of manually operated chucks designed and built by Cushman to serve the 
metal-working industry with long life and continued accuracy. True heavy- 
duty construction with ample sections, correct weight distribution and 
precision balance makes these chucks a first choice with heavy-duty machine 


tool builders. These chucks are given a thorough inspection to meet present- 
day high standards of precision. 


Find out what Chuck-Ability can do for you . . . write Cushman for Catalog 
No. 65-1953 fully describing and illustrating our Manually Operated 
Chucks . . . or, should you have a special work-holding problem, consult 
the Cushman Engineering Department. 


THE CUSHMAN CHUCK COMPANY 


806 Wind St t i 
indsor Stree iesicenain Hartford 2, Connecticut, U.S.A. 


CHUCKMAN 


CHUCKS 2 Wanufacturers of 


Air Operated Chucks, Cylinders, and Accessory 
TANDARD FOR PRECISIO i The Cushman Power Wrench... 
Cushmon Manually Operated Chucks and Face 


Plate Jaws 


Ask your 
Vudustriial Distributor 





"In our first 17 months... 


Over 100000 - 


IN DELTA Calec!” 


reports L. L. Brenholts, President of 


“Backing the right line with real 
selling and promotion” is basic phil- 
osophy of L. L. Brenholts, under whose 
leadership Harris Pump and Supply 
has grown steadily. 


"A line like Delta really makes our own 
efforts pay off.” 


“Delta sales of over $100,000 during the first seven- 
teen months are gratifying, but they’re only the 
beginning,” says Mr. Brenholts, President of Harris 
Pump and Supply. “Everything indicates that 
before long we'll be doing that volume—and more 
annually on Delta. 

“There is a very sound reason for that: Delta is 
the kind of line that makes our own sales efforts 
pay off. It is a complete line, of exceptional quality 
quality on which we can stake our own reputation. 
The Delta name— pioneer in power tools—is re- 
spected by our customers, and backed by con- 


Harris Pump and Supply Company's new warehouse is o 
mode! of stock-handling and inventory efficiency —another 
milestone in 58 years of continvous growth. 


Harris Pump and Supply Company, 


PITTSBURGH, PA. 


sistent advertising that maintains acceptance. 

“In short, Delta is a line we can take to our 
customers with pride and enthusiasm, knowing that 
our sales will be limited only by our own effort. 

“‘We take our part of the selling job seriously. 
Through 58 years of selling in good times and bad 
we've evolved a three-part selling program that 
teamed with fine products like Delta—has kept our 
business constantly growing.” 


Harris Pump’s 1954 trade show, held in their new warehouse building, 
exhibited all of their major lines. A selected group of 2,128 customer 
executives attended. 





neta POWER TOOLS 


another 6) product 


Soc, NCTINNG CO. Pitistuegh 8 Pemsyivania = § | 


Part of the large and interested crowd at the Delta booth. Delta factory 
representatives provide expert counsel to Harris Pump and Supply customers 
at the special warehouse opening show. 


Here’s Harris Pump and Supply’s 3-part Sales Program: 


SPECIALIZATION 


“Of our 22 salesmen, we have four who do nothing but 
sell tools and machinery. These men are factory trained, 
and become methods consultants as well as salesmen. 
Because we want our customers to be able to rely on our 
men for assistance, as well as service, we maintain a staff 
of trained specialists backed by our Tool and Machinery 
Division Manager, Mark Kelly.” 


CONSISTENT DIRECT MAIL 


“A minimum of one mailing per month to all our customers 
and prospects is considered vital to our business. Every call 
report is checked against the mailing list to make certain 
every prospect is included.” 


DELTA QUALITY 
MAKES THE DIFFERENCE 


PERIODIC TRADE SHOWS 


“We want our customers to see what we have. Each year 
we stage trade shows in the key cities of our market area, 
displaying all of our key tool and machinery lines.” An 
indication of Harris Pump and Supply's alert sales thinking 
is the manner in which they combined their new warehouse 
opening with a big special trade show, attended by more 
than 2,000 prime customers. 


Harris Pump and Supply’s success with Delta is not an 
isolated case. It is additional proof of a basic fact proved 
many times over—IN BIG TICKET DOLLARS: When Rockwell- 
built DELTA Quolity is teamed with dealer sales effort of 
equally high quality, the result is bound to be ever larger and 
more profitable sales. Delta Power Tool Division, Rockwell 
Manufacturing Company, 634G North Lexington Avenue, 
Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product by ROCKWELL 
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Republic Steel 
Contracts to Buy 
Round Chain Companies 


Republic Steel Corp. has agreed to 
purchase property and assets of The 
Cleveland Chain & Mfg. Co. and its 
affiliates, Charles M. White, Republic 
president, announced recently 

Cleveland Chain and its affiliates are 
known as the Round Chain Compa 
nies, a name arising from the Round 
family, founders of the business 85 
vears ago. R. L. Round is now presi 
dent of Cleveland Chain, and James 
W. Dickey is vice-president 

The agreement provides that the 
sale will be consummated before July 
15, after completion of legal details 
It involves transfer of the inventory 
fixed assets and business of the chain 
companies for cash and common stock 


of Republic Steel 
Twelve Companies in Group 


The Round group employs some 
1,000 in plants and warehouses total 
ling 450,000 sq. ft. Largest of the 
plants is Cleveland Chain, at Cleve 
land. Other companies are: Round 
Bridgeport Chain & Mfg. Co., Bridge 
port, Conn.; Round Los Angeles 
Chain, Los Angeles; Round Chain & 
Mfg., Chicago; Ohio Hoist & Mfg., 
Cleveland; Round Seattle Chain, Seat 
tle; Round California Chain, San 





Francisco; Round Woodhouse Chain | 


& Mfg., Trenton, N. J., Southern 
Chain & Mfg., Birmingham, Ala.; 
Round Chain Co. of Canada, Bramp 
ton, Ont.; Round Metal 
Cleveland; and Round Allovs 
'renton. 

The Round companies claim experi 
ence in the chain field covering some 
300 years. The Round family, chain 
makers in England for two centuries, 
started the American enterprise after 
coming to this country in 1870 

Mr. White said the acquisition was 
part of Republic Steel’s diversification 
program. “Chain is 
ment to manv other lines of our manu 


| 
sale of such 


Mfg.., 


1 natural suppk 


facturing division and 
products fits our over-all sales pattern,” 
He said that as part of 
organization, the 


substantial 


he pointed out 
the Republic 
subsidiaries would be 
consumers of Republic steel as well as 
suppliers of chain to the parent com 
pany. They had been only small cus 
tomers for Republic products before 


new 


ome 
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Garrett Supply Names Manager, Sales Head 


Frank W. Nelson has been pro- 
moted from assistant manager to man- 
ger of Garrett Supply Co. of Los 
Angeles, division of The Garrett Corp. 

He succeeds Frank W. Miles, Gar 
rett Corp. vice-president and Garrett 
Supply manager, who was recently 
named vice-president in charge of 
three companies recently purchased 
by Garrett, Aero Engineering Inc., 
Air Cruisers Co., and Aero Sales En 
gineering Ltd. Mr. Miles will con 
tinue to represent the corporation in 
the East for all divisions, including 
Garrett Suppl) 

Mr. Nelson has been with Garrett 
Supply 17 years, holding a number 
of sales positions. He has been as- 
sistant manager under Mr. Miles for 
five years 

Bob Daniels, former industrial sales 
manager, has been named sales man- 
ager of Garrett Supply. 


assistant sales manager. 

The purchase of the three subsidi- 
ary firms, two in the Eastern U. S. 
ind one in Canada, will give the cor 
poration new sales and manufacturing 
outlets in these sections, Garrett ofh 
cials said. Aero Engineering, with 
headquarters in Akron, Ohio, acts as 
engineering and sales representative 
for a number of firms, including AiRe 


Massachusetts 


fe 


Governor Christian A 
Inc. at Industrial Exhibit of City 
Webster (right), Porter industrial sales 
tool as state officials look on 


ment of Commerce 
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Dwight Car- | 
roll, sales engineer, has been appointed 


Governor Inspects an Exhibit 


Herter of Massachusetts loc 
of Somerville in 
manager, pres¢ 
Exhibits are project of the new 


‘ 
Frank W. Nelson 


search Mfg. Co., another Garrett di 
vision. It maintains offices in Mineola, 
N. Y.; Baltimore; Atlanta, Ga.; and 
Indianapolis. Acro Sales Enginecring, 
Ottawa, Canada, performs similar serv 
ices together with certain planned 
overhaul and repair services. Air 
Cruisers Co., Belmar, N. J., makes 
rubber life rafts, helicopter pontoons, 
life jackets and fabric bags 

Garrett has four other divisions be 
sides Garrett Supply and AiResearch 
They are: AiResearch Mfg. Co. of 
Arizona, Airsupply Co., Los Angeles, 
and AiResearch Aviation Service Co 
Northill Co., an anchor manufactur 
ing firm, is another subsidiary 


t 


of H 
Hou 

nts Governor with pruni 
Massachusetts part 


ks over display 
Be ston st if 








Pyrene, C-0-Two Buffalo Distributor Exhibits at Handling Show 
Unify Organizations; 


Officers Serve for Both 


I'he Pyrene Mfg. ¢ 
wned afhliate, C-O-Two |] 


ment Co., have virtuall 


unifving the two organi 


a 


singic management, S 
elected chairman 
id president of the t 


a A Ne 


innounced recently 
Other fhcers elect 
Allen, M \ | iS\ 
ind A. | Ratzer 
Meyer Botwinik 
Vict ibe, SOUT 
issistant tre 
tar 
L. E. Eckelmann 
of Pyrene and R. | 
Duncan are assistant 
C-O0-Two 
A slate of directors Empire Industrial Supply Co Buffalo, N. Y., staged this display at the recent 
panics was ilso elected 1ual show of the American Material Handling Society in Buffalo Memorial 
Che unified compan ve gencral Auditorium William T. Denz, Jr.; J. Carl Snyder; Howard A. Neubecker and 


i 


fhees and factories in ewal John A. Griffin posed for picture 


Dodge Official Presents Notre Dame Award | Boyer-Campbell Opens 


le 4 
Grand Rapids Branch 
| 


lhe Boyer-Campbell Co., Detroit, 
has opened a new Grand Rapids, 
Mich., branch at 301 Indiana, N.W 

William H. Caugherty is resident 
managet 

John F. Phillips, the company’s 
vice-president in charge of sales, said 
specialists from the firm’s home office 
would also be available for consulta 
tion on safety problems in the area 
He said the firm specialized in this 
department under the theme “Evers 
thing for Safety” and had “grown up” 
with the safety innovations in indus 
try in recent years. 


Edgar M. Carver, first vice-president, Dodge Mfg. Co., presents Military Drill 
Award sponsored by Dodge t« det Master Sergeant Charles D. Mears at annual 
President’s Review, University of Notre Dame 


Globe Executive Presides * Son, Chicago, served as co-chair 
nan of the convention Press Com 
miuttec¢ 
\ Idock. Globe Machiner Davis D. Bovaird, president of Bo 
Sup] _ Des Moin Iowa, urd Supply Co., Tulsa, Okla., and 
t an- president of the Petroleum Equip 
ment Suppliers Assocation, addressed 
the Oil Company Buyers Group at the | 
nvention on “Your Partners in Pe 
leum Progress.”” The Bovaird firm 
held a breakfast for the ladies of 
lso vice-pre 1 at the Conrad Hilton Hotel, 
yf the N.A.P onvention headquarters. Mrs. R. M 
ran. Josepl ' McMahon was hostess William H. Caugherty 


FOR ADDITIONAL NEWS, SEE NEXT PACE —— > 


at Purchasing Convention 





tr 


‘ 





Brigham Wins Bowl at Eastern Hardware Outing 





Winner of Eastern Hardware Golf Bowl, 
H. Prescott Brigham (right) Bridgeport 
Hardware Mfg. Co., waits to tee off with 
John H. Butcher, Butcher & Hart Mfg 
Co., the runner-up and medalist 


H. Prescott Brigham, of Bridgeport 
Hardware Mfg. Corp., won the Hard 
ware Bowl over 174 golfers, competing 
in the recent Eastern Hardware Golf 
Association tournament at Shawnee 
on-Dalaware, Pa. 

John H. Butcher, Butcher & Hart 
Mfg. Co., was runner-up and medalist 
with a score of 78 

John J. Wallace, 
Clemson Bros., was elected president 
of the association at th« group s an 
nual meeting. Other officers are 
Francis P. May, May Hardware Co., 
first vice-president; Joseph C. Walker. 
Buffalo Bolt Co., second vice-presi 
dent; and H. | Gilliam, Wood 
Shovel & Tool Co., secretary-treasurer 
[he board ‘of governors consists of 


Edward C. Laird, Edward K. Tryon 


sales manager of 


Bridgeport House Holds 


New president of Eastern Hardware Golf 
Association is John J. Wallace, sales man 
ager of Clemson Bros. Some 175 golfers 
competed at the group’s annual tourney 
at Shawnee-on-Delaware 


Co.; Floyd W. Berdan, National Car 
bon Co.; Mr. Brigham; and Charles 
B. Leinbach, Supplee-Biddle-Steltz Co. 

Other winners of golf flights were 
J. P. Dunn, National Lock; Lewis 
Barnard Jr., Lufkin Rule; J. J. Coy, 
American Screw; H. C. Pease, Stanley 
Tools; E. B. Frock, Hanover Wire 
Cloth; Russ Hoehl, Russell, Burdsall 
& Ward; Jack Wilcox, Hardware Age; 
J. J. Rayburn, Lamson & Sessions; 
C. D. Merritt, Reed Mfg.; F. B. 
Winn, O. Ames; E. F’. Harding, Rus 
sell, Burdsall & Ward; C. H. Mosher, 
Columbian Rope; S. M. Jones, New 
York Wire Cloth; G. R. Carpenter, 
Lufkin Rule; A. S. Bross, Landers, 
rary & Clark; E. J. Van Buskirk, Lan 
ders, Frary & Clark; and L. V. Row 
lands, Hardware Age 


Clinic for 3,500 


Part of the crowd that attended The Lindquist Hardware Co.’s two-day Industrial 


Products Clinic at Pyr 
f the 3.500 


visitors \ 
' . : 
mrcai Scns 


served to 2,100 « 
students from various te 


George M. Jasmin, of the Lindquist sales 
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umid Mosque Hall, Bridgeport, Conn 


special matinee 


Buffet supper was 
was held for some 1,200 
Exhibits were manned by 55 suppliers 
staff, managed the show 
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Topping Bros. 
Promotes Executives 


Topping Brothers, New York Cit 
has elected George B. Piatt, forme 
sales manager, as vice-president and a 
director of the firm. 

C. D. O'Connell has been named 
general sales manager and H. P. Wells, 
export manager. 

With the firm 42 years, Mr. Piatt 
has been sales manager for the past 
25. He started as assistant billing 
clerk. Later he became assistant sales 
manager, then head of purchasing 
Before joining Topping, he worked for 
the old White Vanglahn Co., New 
York hardware wholesale firm. 

Mr. O’Connell has been with the 
company for ten years. His most re 
cent post was export sales manager 
Before joining Topping, he was with 


Masback, Inc., New York City. 


) 
a 
~- 
- 


George B. Piatt 


Indiana Distributors 
Meet In 


Indiana Industrial Distributors 
held its regular monthh 
the Hotel M« 
Following the 
of the group 


ind office if 


Evansville 


The 
Association 
meeting recently at 
Curdy in Evansville 
noon luncheon, part 
toured the warchousc¢ 
Orr Iron Co. 

George Needham, Jr., Biggs Pump 
& Supply Co., Lafayette, is president 
of the group. A. F. Riecken, Or 


Iron Co., is secretary. 


Named McLeod Director 


‘ LeValley McLeod, Inc., Elmit 
N. Y., has elected J. French Robi 
son, president of Consolidated 
tural Gas Co. and chairman 
board of The East Ohio Gas 

is a director 








H. K, P rt C . B . 7 
Pioneer Rubber Mills; Harry P. Leu Completes Branch Tie-in 
Will Be Part of Quaker 


H. K. Porter Co., Pittsburg, has 
acquired Pioneer Rubber Mills, Inc., 
Pittsburg, Calif.. manufacturer of in 
dustrial rubber products. Pioneer will 
become part of the Quaker Rubber 
Corp., one of Porter's nine divisions. 

he Pioneer plant becomes the 15th 
factory in the Porter group 

Founded in 1888, Pioneer Rubber 
has its general offices in San Fran 
cisco. It manufactures rubber belt 
ing, hose, packing and other products 
similar to the line of Quaker Rubber 
on the Atlantic Coast. Pioneer's orig 
inal factory was destroyed in the View at night of the Harry P. Leu, Inc., branch in Miami, Fla., shows effective 
San Francisco earthquake of 1906, and use of lighting. The year and a half during which the branch has been in opera 
tion saw the introduction of teletype machines to facilitate communications with 


operations were later moved to Pitts 
Orlando, Fla., headquarters 


burg, 40 miles away 


To Retain Identity 


Pioneer will maintain its identity 
in the Quaker organization. Sumner 
M. Suhr, sales manager, who has been 
with the firm since 1917, has been 
named manager of the new division 
under George A. Dauphinais, vice 
president and general manager of 
Quaker. T. M. Evans, Porter presi- 
dent, said the combination of Quaker 
and Pioneer with factories on both 
coasts should improve service to cus 
tomers of both plants. 

rhe Porter group now includes, 
sides Quaker and Pioneer Rubber 
Mills, Alloy Metal Wire, Buffalo Outside sales staff of Harry P. Leu’s Miami branch includes “Buck” Hester, 
Steel, Connors Steel, Delta-Star Elec Jimmy Lankford, Phil Hodges, Randy Norris and Hank Register who is in charge 
tric, Leschen Wire Rope ind Watson f the group. Paul J. Stine, general manager of the Leu firm, and Amos S. Brim, 
Stillman. issistant manager, supervise the branch operations 


Chicago Pneumatic Tool Opens Texas Plant Cleveland Picked 


for 1955 Convention 


be 





The 1955 Triple Industrial Supply 
Convention will be held in Cleveland, 
site of the founding of the National 
Association in 1905. 

National Association officers said 
special events will mark the Associa 
tion’s 50th convention and Golden 
Anniversary. <A history is being pre 
pared by the Advisory Board and an 
inniversary program is being arranged 

Officials of the association said the 
Contact Booth Program has proved 
its continued success and popularity 
and will be continued next year in 
Cleveland. 

The dates have not yet been an 





nounced 

The recent Triple Convention in 
New York was covered in two parts 
by ID, the first part appearing in the 
June issue and the second part in 
this issue beginning on page 92 


New Fort Worth factorv of tool manuf irer will make oil well drilling equip- 


t. The 130,5 


men 


FOR ADDITIONAL NEWS SEE NEXT PAGE ===> 





Power Transmission Men 


Hold Spring Outing 


Wain Holt, Allis‘Chalmers Mfg. Co., outgoing president 
of the chapter, swings on a fast ball as game gets underway, 
with Lazuta, Pober and Katzenberger on deck. Members 
and guests divided time between baseball, golf, horseshoes, 
and beer, with dinner and prize awards climaxing the day's 
program. 


New officers installed by New York Chapter at Schmidt's 
Farm outing include C. N. Lazuta, L. C. Biglow & Co., 
New York City, vice-president; Raymond M. Katzenberger, 
New York Belting & Packing Co., president, and Dan 
Pober, Flushing Electric Co., Flushing, N. Y., secretary. 
William J. Browne, not shown, is treasurer. 


Power Transmission golf trophy was won by Jack Bliss, 
of Nichols Engineering & Research Co., with low gross of 
82. Dan Pober, new secretary and chairman of outing 
arrangements committee, makes the award. Golfers played 
at Ardsley Country Club. Door prizes were awarded to lucky 
members. 





Conveyor Press Named 
For Goodyear Manager 


H. D. (“Judge”) Foster, manager 
of Goodyear Tire & Rubber Co.'s in 
dustrial products division, was hon 
ored recently in ceremonies naming a 
large conveyor belt press after him. 

The press, which the company says 
is the world’s largest, is 42 ft. long by 
82 in. wide and capable of vulcaniz 
ing belts up to 72 in. in width. In 
the dedication ceremony, If J. 
Thomas, Goodyear president, com 
mended Mr. Foster for his 40 years of 
service and achievements. Some 50 
associates, including R. S. Wilson, 
vice-president in charge of sales, par 
ticipated. 


ADDITIONAL NEWS STARTS ON PAGE 


Forecast Your Sales, $.B.A. Booklet Urges 


Sales forecasting for small business 
is not expensive if properly handled, 
the Small Business Administration 
points out in a new booklet. 

In fact, many firms can obtain the 
basic data for as little as $25 a year, 
according to a new Management Aid, 
“Sales Forecasting for Small Business,” 
published recently by S.B.A. 
that neglect this vital function, in 
whatever field, can have little hope of 
planning budgets and future opera 
tions intelligently, the booklet savs. 

The authors list nine important uses 
for forecasts 

1. In making policy decisions that 

involve budgeting, so that steps 


Firms | 


203 


can be taken to raise sales b« 
vond the break-even point; 

In controlling inventories; 

In improving production contro] 
through a better picture of th« 
future; 

Setting up accurate yardsticks for 
evaluating territories and sales 
men; 

Planning future expansion realis 
tically; 

Allocating sales promotion and 
advertising money wisely; 
Eliminating unprofitable lines; 
Developing effective financia 
controls; 

Continued on page 203 
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The Yale Pul-Lift 
oes a thousand 
important jobs 


...Saves you money with every one 


/ 


Here, the YALE Pul-Lift is drawing together the heavy plates | 

used in the manufacture of truck and storage tanks. Auto- 

matic brake and ratchet action assure exact spotting. 
Selling the YALE Pul-Lift is easy . . . 
because everyone is a prospect! Small 
plants, utilities, contractors, refineries, 
garages, quarries, machine shops—all 
these and more can buy and use this 
versatile, low-cost tool. And, each sale 
makes a friend . . . paves the way for 
sales of other YALE equipment. For, 
your customers want the advantages 
of the Pul-Lift . . . advantages they 
get in every YALE Hoist: advanced 
design . . . superior engineering .. . 
outstanding quality .. . efficient, eco- 
nomical operations. 


What’s more, consistent YALE ad- 
vertising works hard to pre-sell YALE 
Hoisting equipment . . . urges readers 
to seek your help in solving all of their 
A single miner using a YALE Pul-Lift safely lifts a load that hoisting problems. 
would normally take a crew of men. The Pul-Lift is equally 
useful wherever low-cost lifting or pulling is required. 


DESCRIPTIVE DATA ABOUT THE 
YALE PUL-LIFT 


Ratchet (universal) handle action INDUSTRIAL LIFT TRUCKS 


Self-actuated load brake 


Link chain model —3/4 to 3 ton capacity AND HOISTS 
* Pat 





Roller chain model — 3/4 to 15 ton capacity 
Fracture-proof steel safety hooks top and bottom 
Rugged construction... tested to 50% overload 











Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers *« Hand Trucks * Hand & Electric Hoists * Pul-Lifts 
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IDEAS: 


How vou can... 


utilize executive talents in advisory capacity 


ung men meet bi 


Moore-Handley Hard 


Hana 

cap up | illed 
in Advisory Boar« originated 
il 1945 inde 


than on car ( SCTVI 
more than 10, and no member partici 
pating im the activitic f any senor 
h as the Board of Directors \Moore-Handley Advisory Board members are: (Seated) John Cox, Jack Monaghan 
months, three senior mem Don Jackson, Henry Bobo, O. C. Ray, chairman; (Seated in rear at left) G. P: Gaut 
replaced by unani Standing) E. B. Pumpl y, Vai Nl Bride Clyde Orr, Ji Mur \ rment, | 
llemee tneed ence B. ¢ II] and Frank Sheffield. ‘The 13th member, Hal Wilkins 
oluntary with no 
mpensation involh 
Department inager 0 hethe r no te in | recom pointed to hand 
Handley often ( ggestio nade of the most recent accomplishment 
garding problems or new ideas believec Oa s several perpetual of the board was the recommendat 
to be beneficial either to the company ( vering such items as the of a new “Return Goods Permit 
or to the welfare employ 5. The oo on System, delivery schedul tem. Detailed study of the cost, va 


board take hie iwegcshions tudi use Organ, and various other Opera problems of idopting ny suggesho1 


} 


them mn de | rh ‘ ecid 1 lary ommiuttees are ap make the board’s work valuab 


.. get salesmen to carry the right literature 
A bit of the old army game has been borrowed by | 
delity Tool Supply Co., Camden, N. J., namely, sn 
inspections. At any time, one of the assistant sales man 
wers or the general sales manager will stop a sal 
sk to see his briefcase 
From past experience,” says Geo. W 
‘ “we've found that, throug! 
ilesmen let their bricfcase stock of literatun 
By pulling these inspections on them from 
ve make sure they're not going out on calls \ 
mmunition.” 

[he salesmen take the inspections in good part 
ng the embarrassment they suffer when thev’ 
face with customer and can't produc¢ 
manual. Quipped one salesman: “If thes« 


ll soon need a cours¢ 


. | idelits 
cI inspects 
nd Joseph W 


' 
1em on calls 
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Ask Your 
aty 


Ads like this appear in Business Week and 
leading trade publications every month 








Shelving 
Lockers 
Stools 
Bin Units 


® Kitchen Cabinets 
® Cabinet Benches 
® Storage Cabinets 
© Drawing Tables 


LYON Dealer 


e It’s so much more comfortable to get steel 
equipment the cool, calm, consistent way... 
from your Lyon Dealer. 

He offers the world’s most diversified line 
of quality steel equipment, as his 76-page 
Lyon catalog will prove. (A few of Lyon’s 
1500 standard items are shown below.) Equally 
important, he can show you how to get the most 
out of steel equipment in terms of saved time, 
space and money. 

LYON METAL Propucts, INC. 
General Offices: 753 Monroe Ave., Aurora, Hl. 
Factories in Aurora, Ill. and York, Pa 


Lyon also has complete facilities for manu- 


facturing special items to your specifications, 


for BUSINESS: INDUSTRY - INSTITUTIONS 
, STEEL KITCHENS for THE HOME 


© Too! Toters 
© Bor Rocks 

*® Tool Boxes 
© Ports Cases 


® Economy Locker Racks 


>. 

® New Freedom Kitchens °F 
® Toolroom Equipment ° 
>. 


® Wood Working Benches 


INDUSTRIAL DISTRIBUTION 






































A PARTIAL LIST OF LYON STANDARD —./. 


Display Equipment ©® Filing Cabinets 


st Drower Files © Foldir Chors 


>. 

7 
Revolving Bins e Work Benches © Dr 

7. 


Hanging Cabinets ® Bench Drowers 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 








Pipe Threader 


Cam-Type 
Pipe Holder 


» ? 
npact 1 to 2-in selt 
threade1 
improved cam type 


h rice I 


maker the 


Lhe 
ontained 
with 


quick-achon pipe 
' 
According to the 


jaws to permit more 


makers SI 


; 


ratchet is now of 


tered i new, 


new 


holder has bi vader 
ind frec 


to size 


positive grip on the pipe, 
tion cam that sets instantly 
Positive setting of high speed steel 


made to 4 pipe sizes, ] 


7 
dies can be 
to 2-in 
Light in weight and compact, the 
new unit is said to thread a pipe pro 
wall as short as 


jecting through a 


O45 
ain 


Toledo Pips 
Co., Toledo, Ohio 


Threading Machine 


Pulley Lagging 


Can Be Spiral-Wound 
Or Applied In Sections 


\ new type of “Safety-Walk” brand 
waterproof non-slip surfacing with a 
mineral coating of t iprock has been 
developed for pulley lagging 


Known as types “I ind “F” 


, the 


surface is said to be a thin, tough 
flexible fabric that can be spiral wound 
1 applied in sections. Type “E” re 
quires a separate adhesive; type “F”’ is 
manufactured with a pressure sensitive 
adhesive backing 

rhe traprock coating is said to avoid 
harsh abrasive action on belts or belt 
lacings, yet provide the required trac 
tion. Available in rolls up to 24-in 
wide, it is also claimed to be fire 
retardant, and resistant to oil, grease 
ind water 

Minnesota Mining and Manufactur 
ing Co., St. Paul, Minn 


Clutches 


Self-Contained Units 
Include Two Ball Bearings 


\ new line of general duty, heavy 
duty ball bearing overrunning clutches 
has been added to the maker’s line of 
cam clutches 

Called the MC 


contained units include 


series, these self 
two ball bear 
ings sai to maintain concentricity of 
inner and outer races, and avoid the 
need for additional bearings to support 
the ends of shafts that the clutches 
control 

l'ypical drive 
igh speed overrunning and backstop 
well as 
also 


ipplications include 


inhhrotahion ipplications iS 


The 


can be 


heavy duty indexing maker 


ulvises the clutches used as in 
dexing mechanisms in spring coilers, 


i 
t OVINg 


1 
STOCK ri 


feeds ind ire cross g 
machines 

The new clutches are made in thre« 
standard sizes; MC-4000. MC-5000 
ind MC-6000 

Morse Chain Company, Detroit, 
Michigan 
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Grinders & Buffers 


Improved Single-Phase 
And Three-Phase Models 


j 


Basic improvements in all singl 
phase and three phase models 
standard 7-in. ind 
have announced by the 
pany. 

(he improved single-phase models 
are said to feature capacitor start 
motors in place of the 
earlier 

and 


550-volt moc 


rT it 


' buft 
grinders butte 


been 


| 
split phast 
models, and 
three pha ‘ 
} 


motors used on 
all single-phase 
except the 
changed from single t 


models 
have been 
dual voltage. 

An_ additional 
three-phase models is a separate tog 
gle switch for the lamps wh 
enables them to be turned on 
independently of the machin« 

Delta Power Tool Division 
well Manufacturing Company, P 
burgh 


new feature of tl 


Rock 


++ 
s 


Masking Tape 
Designed For 
Anodized Surfaces 


A new special high temperat 
masking tape No. 113 for 


pretreated surfaces, such as anodi 


MaSAINE 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





iluminum and magnesium, has been 
innounced. 

According to the manufacturer the 
new tape will adhere at baking tem 
peratures up to 350 deg. and is avail 
able in 15 standard widths 
from 4-in to 3-in in 60 yard lengths 
Special orders for non-standard widths 
will also be filled 

Behr-Manning Corporation 


N. } 


ranging 


Troy 


Belt Idlers 


Dual Flexible 


Contact Seals 

MD and HD series of belt idk 
with a new Duoflex seal, ha 
nounced 

The dual flexible contact 
said to keep out dirt and 
Since the idler is fact 
} 


grease 
idjusted sealed, thi 
} 


4 
permanently lubricated idlet 


The design of the idler 


and 


greasing from either e1 
shaft, the grease reser 
Neoprene shaft connector 
Some other features 
casy roll removal; roll 
reveled; 2 deg. tilted 
engineered belt training 
nverted angle bas« 

The Jeffrey Manufacturin 
Columbus, Ohi 


pany, 


Air Drill 


Weighs Less 
Than 1'2 Lbs 


\ new portable air drill tha 


than 14 Ibs, 
heavy duty and }-in light duty drillir 
has been introduced 
Its size—5S4-in long 


t 


designed ror 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 


( nabk Ss 


64-1n 


: 
with 


iisct 4] 
tor to WOrkK minimum 
ssembly lines or clos« quart 
claimed by the man 
moving parts 
lt 


Other features 


ifacturer include ill 
fully supported on ball bearings; bu 
in automatic oiler with casting 

r metering oil; pistol grip handle of 
pecial heat treated aluminum; 5 
Rotary motor locked in housing 

Spindle is @-in x 24 standard thr 


oilite 


} ] 
> | ci 


n chuck standard, 3-in chuck 
i] 


» | juipment ( orporation Br 


Air Hose 
For Mining And 
Quarrying Industry 
hose, said to 


ibusive Cx 


I lexsteel ir 

combat 
found 
quarrying industry 


\ new 


designed to 
| condition generally in 


CTila 
mining and 
een announced 

\ mandrel-made hos« 
il resistant tubs 


it has a heat 


. y nd 
impact and 
| , 


resistant cover, soft tan im 
color; and is reinforced with steel wirc 


is available in all 


iOTasion 


Flexsteel air hose 
popular sizes 
CGoodvear 
Akron, Ohio 


lire € Rubber Co., 


Centrifugal Pump 


Optional Features 
For Specific Needs 


4 new end = suction centrifugal 
pump, identified as Fig 4011, has been 
introduced 

Sizes range from | to 5-in discharge; 
capacities up to 1000 gpm, maximum 
heads to 250 ft. Units can be fur 
nished with electric motor, or for belt 
drive, or pump only 

lor handling liquids which tend to 
oat metal surtaces, or clog space be 
tween impeller and casing, an impellet 
with wiping vanes on back can be fur 
nished instead of the standard semi 
open impeller 

Also, at extra cost, a mechanical seal 
mstruction of double-seal design with 
pressurized water or grease lubrication 
is furnished but only with stainless 
steel shaft. Another optional feature 

1 flushing type stuffing box construc 
tion for shaft cooling or high vacuum 
scaling 

The 
Ohio 


Deming Company, Salem, 


Auger Drill 


More Rapid 
Penetration 


An improved, free-cutting, V prong 
iuger drill, said to feature more rapid 
penetration, has been developed 

The tool, a standard ADN 
vhich comes in three sizes, is said to 

Continued on page 129) 
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All winter Taps—standard or special—are BALANCED ACTION 
TAPS. They give your customers size control and maximum 
tool life. 

SALES THROUGH DISTRIBUTORS is the Winter policy. Winter 
advertisements, reaching the major buyers of Taps every month, say 


“y 


RA “CALL YOUR WINTER DISTRIBUTOR.” 
























UNIFORM 
FLUTE CONTOURS 





PRECISION: CHIP 
DRIVER CONTOURS 


SE RL 


ACCURATE AND 
CONCENTRIC CHAMFERS 


ee 








cOR GENERAL 
worRK 


When your customer SAWS METAL 


oy —* sew that gives him the bite that fits his job. NATIONAL 
: HAS Sa 

He will want a saw that minimizes fire chips and dust—doesn’t bind, 
doesn't score the work. NATIONAL HAS IT. 

With Saws—as with other metal cutting tools—NATIONALS GIVE YOU 
THE EDGE. National is a leading national advertiser. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal cities. Factory 
Branches: New York + Detroit » Chicago + Dallas « San Francisco « Los Angeles 








DEE 


“CALL YOUR INDUSTRIAL 
SUPPLY DISTRIBUTOR.” 


ts whot Nationa! Twist 


advertisements always 
The National line is 
corr plete Cc utting tox line 
ond o pr ofit line for dist 
' 


tor<«! 





OPERATION 


ARE YOU SUFFERING 


from high operating costs and low profit margins ? 


only have one basic thing to sell — 


You 
SERVICE. And when you allow your inventory to 
fall below the point where you can give your cus- 
tomers the service they need and expect, it hurts 


them and it costs you both money and good will. 


If you have to wire or phone the factory for 
small orders and then pay high transportation costs 
on below minimum shipping weights, it’s bound to 
cut profits. And you can’t buy price lines to meet 
competition and still keep your overall margins up. 


You don’t really save money by splitting your 
purchases of a minor volume line among three or 
four sources just because of an extra § or 10% or 
a few cents freight. You do better with one line 
and a complete stock. Especially when that line is 
well known and heavily advertised. 


Sales may come harder, but to remain in business 
we must all continue to give service on quality 
products at a fair price — and make a profit while 
we do it. 


LAUGHLIN PROTECTS—AND HELPS—THE DISTRIBUTOR 


THE THOMAS LAUGHLIN COMPANY 
712 Fore Street, Portland, Maine 


THE MOST COMPLETE LINE OF WIRE ROPE & CHAIN FITTINGS 
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On The Market Today 


Starts on I 


nage 124) 





S imp! 


ved pert rmance 
sign r its cutting edge 
poration 
tant cutting tip. 
drill is 
ld drilling opel itions 


rin ke 1 


1 harder 


Company, Detroit, Micl 


said to be ener 


t 


Department of Ge 


i€ 


rom 


ind 


’ 
lal 


liga 


Rule 


White Blade, 
Double-Scale 


new “Push-Pull” rule with }-in 


10 ft. long tape with double 
Continued on next page 








Index of Manufacturers’ Products 


Pipe Threader 
| ledo Pipe Thre ding Ma 
chine Co 
Pulley Lagging 
\linnesota Mining 
Manufacturing (¢ 
Clutches 
\lorse Chain Cx m] 
Grinders & Buffers 
Delta Power Tool Di 
Rockwell Mfg. ¢ 
Masking Tape 
Behr-Manning (¢ 
Belt Idlers 
The Jeffrev Mfg. C 
Air Drill 
\ro Equipment ¢ 
Air Hose 
Goodyear Tire & Rubber ¢ 
Centrifugal Pump 
The Deming Com 
Auger Dnill 
Carboloy Department 
General Electric (¢ 
Rule 
Stanlev Tools 
Fire Extinguisher 
United Laboratori 
Grinding Wheel 
Norton Company 
Grinders 
The Metal Removal Co 
Conveyor Belt 
United States Rubber ¢ 
Engine Nut 
Standard Pressed St 
Cutter 
H K Porter, In 
Power Saw 
Wright Power Saw an 
Corporation 
lool Bits 
Armstrong Bros. Tool 
Hose 
Republic Rubber 
Rubber & Tir 
Freon Condensers 
Bell & Gossett ¢ 
Solenoid Valves 
Eclipse Fuel Engr 
Neoprene Tires 
The Rapids-Stand 
In 
Drill Press Vise 
Chicago Tool and Engr 


| ¢ 
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Reamers 
Chicago-Latrobe 
Dresser 
lhe Desmond-Stephan 
Mfg. Co 
Drills 
Diamond Products, In 
End Mills 
Goddard & Goddard Co 
Valves 
Ihe 
Co ; 
Milling Head 
Brown Vertical Milling 
Head Co 
Pipe Vise 
The Ridge ‘Tool Company 
Drill 
Porter Cable Machine Co 
Power Unit 
Universal Motor Company 
Center Reamers 
Whitman & 
Conveyor Pulley 
The American Pulley Co 
Clutches 
[he Formsprag Co 
Safety Hook 
Coffing Hoist Company 
Resinoid Bond 
United States Diamond 
Wheel Company 
Stove Bolts 
Southern Screw Company 
Hose Coupling 
Eastman Mfg. Co. 
Jaw Blanks 
Jergens Tool Specialty Co 
Impact Sockets 
Blackhawk Mfg. Co 
Mercury Lamp 
General Electric, Lamp Div. 
Drill Head 
l’elematic Corporation 
Power-Drive 
Gaines-Collins’ Quijada 
Tool Div. 
OS&D Hose 
Goodyear Tire & Rubber 
Co : 
Drill Unit Div., Rockwell 
Manufacturing Co 
Drill Grinder 
Che Brown-Brockmeyer Co. 


Imperial Brass Mfg. 


Barnes 


HORTON CHUCK 


SHOWS THE WAY IN... 


77 FARIA. NNN 

















—@bout our ~ 


ISTRIBUTOR 
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Windsor Locks, Conn. 
\ZWAAN\ 





3 babbitts and 1 solder 
do a job together 


The job is to make you money. Federated 
Castomatic” Bar Solder and Big 3 Babbitts do it 


consistently because they sell easily. 


Castomatic Solder is machine-cast, as opposed to 
the usual hand-cast bars. Its advantages are commonly known 


in the trade. Only Federated can make it. It sells. 


The Federated Big 3 Babbitts—-\ XXX Nickel, 
Merit Metal and Frictionless cover the full range 
of white bearing metal needs. You can stock only 
these three and satisfy any babbitt need. Stock these 


Federated leaders . . . you'll sell them fast. 


Federated Metals Division 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 


EXTRA — WHITE BLADE 


—_— 


scale marking has been introduce: 

lhe No. 361OW rule is said to 
especially suited for quick measuring 
of plywood, insulating board, a1 
ther large size sheet material, ho 
zontallv or vertically, with less chan 
of blade buckling 

Stanley Tools, New Bntau 


Fire Extinguisher 


Hand Operated, 
For Flash Fires 


\ new small hand-operated 
extinguisher, said to be effective 
any type of small “flash fire” within 
plant or office, has been introduced 

Operated by pressing a button at 
the top of the container, a strean 
of extinguishing fluid can be direct« 
for a distance of 8 to 10 feet 

United Laboratories, Inc., Cle 
land, Ohio 


Grinding Wheel 


For Foundry Use At 
Speeds To 6500 SFPM 


A new vitrified grinding wheel 
recommended by the maker 
foundry use at speeds up to 65 


re, 


In Canade: Federated Metals Canada, Lid., Toronto and Montreal ty 
Aiuminum, Magnesium, Babbitts, Brass, Bronze, Anodes, Zinc Dust, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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surface fect per minute, | 


nounced 
Known as the “K’” 
wheel, the “K” bond 
Crvystolon silicon carbide 
uugh grinding cast 
vantages cited by the 
include: less dressing required 
hold up longer without 
vheels can be consistently duph 
from wheel to wheel and 
perator fatigue lessened 
K” bond wheels can 
ill the sizes, shape 
rades (hard 
bench stand, swing 
ible grinders of the 
snagging 
iron castings 


Norton Company, 


Grinders 
High Speed, 
Air Turbine 


\ new series of high speed au 
turbine grinders, with extended 
dles for working visibility, 
designed 

Said to eliminate tool 
vhip, the hand grinders a 
n four models 

Speeds of 45,000 to | 
ire available. Collet capacit 
rom 4 to 2-in, with maximun 
diameters extending from 
The various models are 
sume air at 5 CFM te 


} 
quiring 1 ine pressure 


[The Metal Remova 
Chicage 


Save time and money — 


BROWNING 
ROLLER CHAIN“ 
DRIVES < ‘¥ 


(* 


uy ep .++Using Browning’s famous 
. interchangeable bushing system 


For quality and economy, choose Browning’s smooth running 
roller chain and precision sprockets with simplified split taper 
compression bushing. Browning’s unbreakable bushing mounts 
quickly, easily, eliminates reboring—saves shop time, lowers costs. 
Also used in Browning couplings, paper pulleys, sheaves; standard- 
izes plant on one-type bushing. Sprockets, chain, bushings individ- 
ually packaged, ready for use off distributors’ shelves. 














Browning roller chain, 

riveted or cottered, is 

packaged in handy 

10-ft. lengths. Precision sprockets, with 
unbreakable malleable bushing, in thou- 
sands of size and bore combinations; also 
fixed bore, reboreable, or made to order. 





Write for new 
52-page 
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Conveyor Belt 


For Coal, Iron, 
Copper Mining 


A new conveyor belt, called Supe: 
Ustex-Nylon, said to utilize a new 
type of cellulosic yarn chemically 
treated for exceptional strength, has 

been announced 
According to the maker, the onl 
belt carcass material in its strength 
range is steel cord, but the new yarn 
has an advantage in that it cannot 

rust or corrode. 
The cellulosic varn is used as the 
longitudinal or strength carrying part 
Here’s a product that tool engineers of the belt fabric. Nylon, becausé 
will buy again ard again. SPEED of its shock absorbing ability and 
VISE is a fast production tool that can greater flexibility, is used as the cross 
be used without the need of expensive 
or complicated fixtures. Illustration Recommended by the manufacture 
shows two units being used on one mul- Liberal coset & ating Grete for coal, iron and “copper mining, it 
tiple spindle semi-automatic drilling Be eases cage aaa is also claimed that in dam construc 
machine for fast, low cost production. tion the new belt makes possible over 

SPEED VISE gives your customers a 

hundred jigs in one. three-mile center distanc es in systems 
carrying aggregates from supply points 

to the dam site. 
United States Rubber Company, 


Write or wire now for information New York 


CARDINAL 
MACHINE COMPANY 


1819 Dana Street, Glendale, California 


wise fiber in the fabric. 





Taper Bored Type ‘‘CB’’ 


LOVEJOY Engine Nut 


- FLEXIBLE For Aircraft Or 
COUPLINGS Automotive Engines 


Series 32FE engine nuts have been 
added to the maker’s line of Flexloc 


Three sizes of Lovejoy Type “CB” Couplings are now self-locking locknuts. 
Designed for aircraft or automotive 


available for use with Dodge Taper Lock Bushings. 
engine use where temperatures do not 
’ . exceed 550 deg. F., sizes range from 
Here's what this means to you: 0.190 to 0.500-in diameter. National 
Fine threads are made to new unified 


®@ Simplified stock with smaller numbers of coupling bodies. tok ent > ensare 
The nuts are AMS 5024C alloy steel 


® Immediate delivery to your customers in a wide range of bore sizes. 


@ More sales . . . increased profits. c 
and are cadmium plated for corrosion 


In addition, your customers get all the advantages of Lovejoy design and protection. 

construction: long, dependable service; easy installation: positive align- Standard Pressed Steel 
ment correction; no shutdowns for cushion change: no lubrication re- town, Pa. 

quired ... all of which adds up to LASTING CUSTOMER SATISFACTION. 


Co., Jenkin- 


Write today for complete information. Cutter 
* For Steel Strapping 


NON LOVEJOY FLEXIBLE COUPLING CO. And Wire Binding 
\ new one-hand 8T cutter for cut- 


~~ 4879 West Lake St. Chicago 44, Illinois ting steel strapping and wire binding 
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in shipping rooms, has been an 
nounced. 

Features mentioned by the manu 
facturer include: heat-treated blades, 
plastic cushion grips; spring to keep 
tool open to cutting position; thumb 
lock to keep safely closed when not 
in use; light weight; compact design 

H. K. Porter, Inc., Somerville, 
Mass 


Power Saw bad ‘ 
Portable, Features Some y aiways 
Reciprocating Blade a 
A new portable power saw, con needs new casters a 


sisting of a reciprocating blade di 
—_ “py a to 7 gasohne yon Midnight sailing or not, this set of luggage is going to miss the 
ee ee boat if those casters aren’t replaced fast. You're missing the boat, 


*T ] y 0] h is | ¢ . , . . . > 
versal wood-cutting tool, has been an too, if you don’t seize every chance like this to sell Bassick casters. 


According to the manufacturer. the It’s a fact — somebody always needs new casters. Trouble is, most 
enty tended eis eit tele o chal of the time they don’t know it, even though every time you scratch 
en cat a tant af tle end bee a materials-handling man you uncover a caster prospect. So it’s up 

to you to point out the scores of casters — in any plant — that 


a mill surface on the wood. The “rode . 
machine weighs less than 25 Ibs., and require immediate replacement. 


the 18-in reciprocating blade is said Everything rolls easier on Bassick casters. That's not really news, 
to eliminate kicking or grabbing because years of proven performance in all kinds of jobs plus a con- 
\ special float-type carburetor with tinuing barrage of national advertising have made Bassick a name 
a wick feed is said to allow operation that people respect. That helps you sell Bassick casters every day of 
in all positions, including upside the year. Just ask for the order and 
down. No swivels or special adjust you'll get the sale — because some- 
ments are required . body always needs new casters! 
Other features claimed includ 
jutomatic shut-off; blades changed in NEW “3D” SEALED CASTER. No Dirt, no 
Drip, no Drag with this sensational 
new caster that virtually ends need 
for lubrication. This 3D99 Series cas- 
ter features new Baffle Ring, Grease 
Retainer, and Wheel Bearing Seal. 








nounced 


Advertised in The Saturday Evening Pos? 


Tue Bassick CoMPAny, Bridgeport 2, Conn. in Canada: Belleville, Ont. 


oe A DIVISION 
or 
STEWART 
MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 
75 YEARS OF CASTER LEADERSHIP 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 142 
Hi-Speed Steel 
Heat Treating Furnace 


EFFICIENCY 


No. 120 
Hi-Speed Steel 


Heat Treating Furnace 


No. 118 
Combination 
Bench Furnace 


ECONOMY 


DEPENDABILITY 


+ «+ « « from a name 50 years old 
in the Gas Appliance Industry 


When the job calls for heat treating tools, dies 
and small metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 


No. 1202 Blower 


plete Johnson Catalog which shows additional 


profit-making items. 


No. 101 
Bench Furnace 


= 


No. 60ABC 
Concentric 
Ring Burner 


ELS | 


No. 706 
Anneoling 
Furnace 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N.W. 


SINCE 
1901 


Ceder Rapids, lowa 


iF OU GAS LOOK TO 


JOHNSON 


INDUSTRIAL DISTRIBUTION © JULY, 1954 


30 seconds with no tools required; 
sharpening done by hand; entire ma 
chine can be disassembled and assem 
bled rapidly without special tools. 

Wright Power Saw and Tool Cor 
poration, Stratford, Conn. 


Tool Bits 


High Speed Ground, 
And Cobait Ground 


I'wo lines of ground tool bits, high 
speed ground and Cobalt ground, 
have been announced 

According to the maker, these bits 
are accurately ground on all four sides 
with ends bevelled 10 deg. Both 
types are available in a fuil range of 
to 1}-in square, 
han 


twelve sizes from 
and packaged fot 
dling 

Armstrong Bros 


convenicnt 


I'ool Co., Chicago 


Hose 


Multi-Purpose, 
3/16 Through 1'%-in. 1.D. 


A new hose, named Conductall, 
said to conduct air, oxygen, acetylene, 
water, oil, grease, gasoline, kerosenc 
and many dilute chemical and acid 
solutions, has been announced. 

An oil-resisting Reprene compound 
is used for both tube and cover; car 
cass is reinforced with braided rayon 
cords, lead press cured black cover is 
molded smooth. 

Republic Rubber Division, Lee 
Rubber @& Tire Corp., Youngstown, 
Ohio 





Freon Condensers 


Available In 2 Styles 
To 25 Ton Sizes 


A new line of ASMI 


ind stamped extended surface Freon 


constructed 


condensers has been announced 

Model “CFG” shell and coil con 
densers are designed for small tonnage 
installations, and are available in 2, 3, 
5, 74 and 10 ton sizes 

Model “CRI i straight tube unit 
with removable heads, is available in 2 
through 25 ton sizes 


Bell & Gosset Company, Morton 


Solenoid Valves 


Diaphragm Operated, 
In Six Pipe Sizes 


mpiete line of diaphragm oper 
solenoid valves in six pipe sizes 
3, 1. 14 and 14-in—has been 
n inced 
The DO yal 
for the control of air, water, 


es are recommended by 
the maker 
oil, Freon 11, 12 and 22 refrigerants, 
ctured, propane and 
zases, and sulphur dioxide 


= 


natural, manut 


butane fue 


ire said to operate on 
is high as 150 psi and 


qTAUSS C HAAS 


woe 


These six recently-delivered catalogs are examples 
of the story the Donnelley Catalog Compiling De- 


partment has been telling for more than fifty years. 


To Manufacturers: 


Under the Donnelley Unit System our policy has been consistently to make 
no requests of manulacturers for any thing exc ept manufacturers’ own catalog 
data and engravings that the distributor is unable to supply for himself. 
No manufacturer has been asked to write copy, set type, or provide complete 


new setups for successive catalogs. We do all that. 


lo Distributors: 

It is possible for a distributor to outline his whole selection of goods in a few 
davs under the Donnelley Unit Selection System. And thereafter the build- 
ing of his catalog goes forward with so litthe demand on his own time that 
he can safely and comfortably forget the handling of endless details of catalog 


compiling. He is free to concentrate on his primary money-making function. 


There are further ways in which the UNDIVIDED RESPONSIBILITY of Donnelley’s 
Catalog Compiling Service can bring savings in selling costs to distributors 


We'll be glad 


to tell you about them at any time—without. of course, the slightest obliga- 


without transferring the burden back to the manufacturers 


tion on your part. Just drop us a line—or give us a call. 


The Lakeside Press 


R. R. Donnelley & Sons Company 
CATALOG COMPILING DEPARTMENT 

350 East Twenty-second Street, Chicago 16 
ENGRAVERS + LITHOGRAPHERS 


PRINTERS *© RINDERS 
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DARNELL 





CASTERS & WHEELS 


Darnell Casters and Wheels 
start to cut costs for your 
customers from the very 
first day of installation. 
Easy rolling and swivelling 
increase employee effi- 
ciency, save floors and help 
add to production. 


With over 4000 types of 
casters and wheels to select 
from, you can specify 
the exact model to meet 
your customer's individual 
requirements. 


DARNELL CASTERS 
& €-Z ROLL WHEELS 


Always 
SWIVEL. 
and ROE 
Gree Darnell Manual 


DARNELL CORPORATION, LTO 





as low as 4-in of water. 


Rockford, Illinois 


Neoprene Tires 
Shock-Absorbing 
For Wheel Conveyor 


Shock-absorbing tibbed Neoprene 
tires for use on wheels of gravity con- 
veyors have been announced. 


According to the maker, wheel con- 


veyors equipped with these tires safel; 
handle fragile materials, smoothly fin- 
ished goods, and shock and noise are 
minimized. 

Neoprene tires can be installed on 
curved and straight sections, or ordered 
separately for use on sections in the 
field. 

I'he Rapids-Standard Co., Inc., 
Grand Rapids, Michigan 


‘ - 


Drill Press Vise 


Removable Steel 
Jaw Plates 


A new No. 300 Palmgren drill press 
vise has been made available. 

Features claimed by the maker in 
clude: jaws 3-in wide, opens 3-in, 
depth 13-in; removable steel jaw 
plates; heavy Acme thread adjusting 
screw; machined slots for clamping vise 
to table; machined square on all sides 
and may be turned on either side, end 
or upside down for special operations 

Chicago Tool and Engineering Co., 
Chicago 
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Ideal cycling 
range is from 40 to 60 cycles per min. 
Eclipse Fuel Engineering Company, 








‘nad rr 


You can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don't 
have to go on the defensive. Noc if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking . . . on the job. Practically 
all the big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh . 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement. All this and che 
“Recalibrator” too! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information. 


MARSH INSTRUMENT CO. 
Sales affiliate of Jas. P. Marsh Corporation 
DEPT. C., SKOKIE, ILL 


librator 
= ee ¥ 2 
sustment — 
ov’ uperiative gouge: 


sh “Rec 


The Mors on corregiv' 


best woy 


GAUGES + VALVES + TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 








NOTHING 
SHORT... 


There’s nothing “short” about the Heller 
line of fine quality files and tools! Heller's 


selected distributors are long on sales ad- 


vantages . . . thanks to Heller's complete 


line, top factory service, and friendly co- 











operat ion. 





The Heller distributor has the advantage of 
one source for all American and Swiss 
Pattern files, Vixen milled curved tooth 
files, Rotary files and Carbide Burrs, as well 
as Chatterless Countersinks, Carbide Inter- 
nal Grinding Burrs, and Carbide Center 
Laps. 

You need not settle for a “bobbed-off” line. 


The Heller distributor enjoys more sales . 


because he doesn’t miss any! 


HELLER BROTHERS UF 


FILES and TOOLS 


THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


A New Jersey Corporetion 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters . . . and the famous “M-40-U”’ Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


y 


_ Gerken TOOL COMPANY 





* “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 





14400 WOODROW WILSON ° 


DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 


INDUSTRIAL DISTRIBUTION © JULY, 1954 


Reamers 


High Quality 
Carbide Tips 


A new line of Harduty reamers with 
carbide tips having high speed steel 
bodies, taper shanks and straight flutes, 
has been introduced 

Said to ream accurate holes in 
hardened steel having a Rockwell 40C 
scale or higher hardness, the new tool 
is recommended for tool room appli 
cations 

Size range is 4, *s, 3, 4, &, }-in. The 
reamers are also furnished in sets con- 
sisting of sizes 4, %, 2 and 4-in ina 
hinged oak case for protection and 
availability. 

Chicago-Latrobe, Chicago, III 


Dresser 


Bearings Protected From 
Dirt & Abrasive 


\ new grinding wheel dresser using 
an abrasive wheel 3-in diameter x 1l-in 
face has been introduced. 

Known as Crackerjack Jr., the abra 
sive wheel is mounted in a_ heavy 





metal housing and hekd securely by 
loeking nuts. Hardened steel bearings 
ire said to be protected from dirt and 
abrasive 

Ihe new dresser employs its own 
lubncation system using a wick which 
discharges oil while the cutting wheel 

n motion 

fhe Desmond-Stephan Mfg. Co., 
Urbana, Ohio 











Drills 


Diamond 
impregnated 


\ new line of diamond impregnated 
drills for both laboratory use and pro 
duction line techniques has been an 
nl unced 

According to the maker, many small 
diamonds are distributed throughout 
1 matrix of tungsten carbide or molyb 
denum. The new Vinoy diamond 
impregnated drills are recommended 
by the manufacturer for drilling glass, 
quartz, glazed tile, china, marble, 
granite, cinder block, and concrete 

Diamond Products, Inc., Elyria 
Oh oO 


End Mills 


Carbide Blade, 
Straight Shank 
yf straight shank heavy 


blade and mills, available 
for milling cast iron 


Western Socket Screws 
Now “TRACTION KNURLED” 


This fine, 
burr-free 
herringbone 
hknurl provides 
@ sure, non- 
shid grip for 
faster 
assembly. 


...to cut assembly time 


Today’s competitive market demands maximum produc- 
tion efficiency. To help your customers meet this demand, 
Western has developed a Socket Screw with pert 
knurled head that provides a secure non-skid gripping 
surface for faster, safer assembly. 


Western flush-to-surface Socket Screws add sales appeal 
and safety to every modern product — eliminating the 
danger of protruding bolt heads and giving a clean, stream- 
lined appearance. And Western saves your Customers 
money, too. Made of finest alloy steel and heat treated, 
they're so strong, less are needed on each job. Precision 
machined, they fit instantly, preventing time and money- 
wasting assembly delays. 


Write today for free catalog and prices 





Western Automatic \ 


Machine Screw Company RSs 


371 Woodland Ave., Elyria, Ohie 
Precision Screw Products, Parts and Assemblies Since 1873 
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non-ferrous metals and 
- ; steel, has been announced 
Jimmediate Shipment he end mills have a 2-in diam 
shank; cutting faces range from 2 
4-in in diameter. The end mil 
corporate the maker's Serratip blade, 
STYLE 800D STACKING BOX said to be a relatively thick carbi 
| blank brazed to a verv thin mé 
backing only thick enough to prov 
ar i. —* a s¢ wm Te surface. 
FACTORY — Blades are securely held in the | 
* Drop Handle with a wedge lock. 


or 
Each End Goddard ¢* Goddard Cy Detr 


WAREHOUSE 
PHILA * Spotwelded Michigan 


Construction 


+ 
* Continuous 


COMPLETE Stacking Rim Lal 
sHoP All Four Sides ere ' 
aa \Uiirr ain 
ane MANY OTHER PRODUCTS AVAILABLE ~ 


SHOP Preduct Gauge Price 
EQUIPMENT Number Width Length Height Steel Plain 
8010-18 iv 1s” e 18 $2.31 


CATALOG 8020-18 iz’ is” * 18 2.75 
9030-18 iz” - a 18 2.48 

AND 
8™4D-18 iv , 18 2.64 
PRICE LIST 8050-18 iv 4 ‘ 13 2.42 
ON REQUEST 8020-16 iz s 16 3.08 
8040-16 iv y 16 2.95 


4 PHONE @ WIRE @ WRITE 
BAidwin 9-1805 


BAY PRODUCTS INC. —_ on 


Balanced Plug 
1577 W. INDIANA AVE., PHILA., 32, PA. , nal 
wae wy 


A new, improved plug type va! 
pneumatic applications, fluid transmis- 


OIL AND WATER GAUGES sion systems, instrumentation and 
GREASE FITTINGS similar uses, has been announced 


Features mentioned by the manufac- 
turer include: pressure balanced plug; 
recommended working pressures to 300 
, ‘ »si; brackets provided on val for 
| Quality products that give full 7 ineuntion on Seemend panels; float- 
service . ing steam promotes alignment f plug 

in body; retaining shoulder on steam 

makes it impossible for stem to be 

Help your customers to save a) lifted. 

‘ ‘ —_ Two different styles are offered— 

money over long periods of time : male to female, and male to male 

' pipe thread—in three different pipe 
A good selling opportunity , thread sizes—t, 4, and ?-in 

‘ I'he Imperial Brass Mfg. Co., Chi- 


cago 




















® Send for catalog 
SHUT-OFF COCK —s Milling Head 


High Speed, 
Heavy Duty 


\ new high speed, heavy-duty, all 
universal vertical milling attachment 
with lapped-in, heat-treated, spiral 
bevel compound miter gears, 1 ing 
silent in oil, has been design: 

The new stepped-up speed 
has been increased to 4500 rpn 
ball bearing mounting through 


ESSEX BRASS CORPORATION Capacity of gear rating is 14 to 151 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. Me: ay —— nan ane 2 
abie m 5.2 Sizes and Mo 


FITTINGS: 
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sizes of horizontal milling 
boring mills, and plan 
lhe micrometer vertical 
quill, on all-universal 


ersal heads, is optional 


vn Vertical Milling Head Ci 
Angeles, California 


Pipe Vise 
Built-in 
Tool Tray 


] 


\ new built-in folding tool tray 
eliminates all loose parts is a featur 
f the maker’s new 40A Tristan 
vise. 

The tray pushes down flat 
set-up and rigidity of the vis« 
ind pushes up to fold in an 

l r carrying the unit 


+ 


on base overhangs the fro1 


] 


to provide clearance for threade1 


Equipped with three pipe ber 
eiling brace screws, pipe rest and t 
hanging slots, and feet with rul 
grommets, the unit comes in two 1 
els: 40A Yoke Tristand, 4-in t 
tv: 45A chain vise, 3-in 
loo! Company, I 


The Ridge 
Ohi 














4% 


DISTRIBUTORS 





make their mark in their markets 


‘Shaw-Box"’ Distributors are up front because they sell a complete quality line of 
load-handling units and accessories whose brand names — ‘Budgit', ‘Load Lifter’ 


Tugit’ and ‘Tipit’ — spell the best in day-after-day performance and economy. 


That's one reason. Another is the great ‘‘Shaw-Box'’ manufacturing capacity that 
enables every distributor to supply customers in a hurry from off-the-shelf. Still an- 
other is the factory training program that makes firsthand knowledge of each hoist 
and its applications available to every distributor's salesman. Factual sales tools, the 
counsel of our field sales staff, and down-to-earth advertising and promotion pro- 


grams likewise contribute in special ways to create owners of ‘‘Shaw-Box"’ load- 


handling equipment. 


All these factors foster a spirit of aggressive salesmanship — top flight salesmanship 
that ‘Shaw-Box"’ will continue to support in every way possible. For the success 
of the ‘‘Shaw-Box"’ line will always remain in the hands of ‘Shaw-Box"’ Distributors, 
the organization whose leadership has done so much to step up efficiency and cut 


production costs for industry. 





NNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box" and ‘Load Lifter’ Cranes, "Budgit’ and ‘Load Lifter’ 


Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges, "Hancock’ 
‘Consolidated’ Safety and Relief Valves, ‘American’ and ‘American- 


MAKWwE 


Valves 
Microsen’ Industrial Instruments, and Aircraft Products 
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SEND 
FOR YOUR 
FREE COPY OF 
BULLETIN 
401] 


New Unit Number System 
Simplifies Pump Selection... 


Every feature of these new Deming Centrifugal Pumps and the bulletin that 
describes them are designed to help you sell and apply the best unit for each 
job requirement. 


A new system of unit numbers is employed in Bulletin No. 4011. Performance 
tables and curves for Belt driven and Motor driven units give full information 
and can be cross checked. Selection of the unit number from a curve guarantees 
non-overloading of the motor or other source of power. 


The new Deming Fig. 4011 Series of End Suction Centrifugal Pumps are designed 
to handle a wide variety of liquids. The separate liquid end construction can 
be furnished in special alloys for handling corrosive liquids, when specified. The 
support head can remain standard cast iron construction at an appreciable 
saving to the customer compared with an all-special alloy construction. Various 
optional features make it possible and economical to adapt these pumps to many 
applications. Sizes range from 1 to 5-inch discharge; capacities up to 1,000 
g.p.m. and heads to 250 feet. 


These new Deming Centrifugal Pumps offer you exceptional sales opportunities! 
Send for your copy of Bulletin 4011 NOW! 


THE DEMING COMPANY 


511 Broadway ° Salem, Ohio 
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Drill 


Adjustable Handle For 
Vertical Or Horizontal 


\ new heavy duty 3-in electric drill, 


Model 516 with a ¢ ampere moto 
has been announced 

It weighs 10 Ibs. and measures 14} 
in long, 34-in wide and 9§-in hig 
Ihe rear spade-type handle is adj 
ible for vertical or horizontal posit 
or may be removed in cramped q 
ters. An auxiliary two-position hand! 
permits operator to apply more p 
sure and maintain accuracy 

Other features claimed by 
maker include: 4-in gear type chuck 
bit pacacity rated at 4-in for steel and 
12-in in wood; housing of durable alu 
minum alloy; brush holders accessibl 
from outside. 

\ special vertical drill stand, Model 
5012, has also been designed to con 
vert the 4-in drill into a drill press 

Porter-Cable Machine Company, 
Svracuse, N. Y 


Power Unit 


Generates Power, Pumps 
Water, Charges Batteries 


A new multi-purpose power unit, 
said to be a combination electric gen 
erator, battery charging set and port 
able pump, has been developed 

Named the “Handi-Plant,” it is 
powered by a one-cylinder, 1.7 hp, 





air-cooled, four-cycle gasoline engine 
Che direct-connected generator is 
said to supply 110 volts, single phase, 
60-cycle AC, and have a capacity up 
to 600 watts. 

lhe pump has no valves or moving 
parts other than the two-blade, non 
clogging impeller Capacity of the 
centrifugal pump is 1,500 GPH 

lhe unit is said to be capable of 
pumping water and generating elec 
tricity at the same time. Model 64ES 
is said to also furnish 80 to 100 watts 
DC for charging six-volt batteries 

Universal Motor Company, Osh 
kosh, Wisconsin 








Your Hurry Call! 


Belmont Packings . . . in spool, spiral, ring, reel, coil and sheet form... 
each in a wide range of specially formulated materials to meet the 
Additional diverse requirements of modern industry. 


Included Angles | o,0¢ « routine maintenance job, selection and application of packings 

High speed center mers or is now a specialized field requiring experience, dependability and real 
countersinks with 90, 100, 110 and | devotion to service. HOWEVER, THESE REQUIREMENTS NEEDN'T ADD 
|20 deg. included angle are now avail: {© YOUR ALREADY HEAVY RESPONSIBILITIES! There's always a 
able, according to an announcement Belmont packings distributor to help you anticipate trouble and... . 


from the manufacturer. Sizes includ - a 
4-in diameter to }-in diameter inclu when emergencies do arise . . . come to yous aid. 


sive by #'s That's what we mean when we say that Belmont packings are ready to 
Previously, only 60 and 52 deg. | g@nswer your Hurry Call. They're not only made right . . . they're sold 

wees sean. right . . . available when you want them, where you want them... 
oo oe lee oe through a Belmont Distributor . . . dedicated to YOUR service. 


countersinks in high speed and carbon 


steel are also available in sets 
Whitman ¢ Barnes, Plymouth, WRITE FOR HIS NAME AND ADDRESS 


\fichigan 


Conveyor Pulley a : BE LMONT 


Tapered-Hub jr PACKING and RUBBER CO. 


Construction Bute 14 Butler and Sepviva Streets 
4 new line of “HD” steel AAT ANG Philadelphia 37, Pa. 


pulleys, with tapered-hub 2 


| i S&S = a ‘ 
tion, has been announced FOR STEAM * WATER - Ol - Gas — BELMONT)’ RINGS + SPIRALS « COILS r 
. \ -o— <4 rpg eating Gn 
NIA mn x Ge POO! HEE ASKE 


The pulleys are supplied with in ms ae a ° ae ~z 
terchangeable WT (Wede-Tit plit THERE'S A BELMONT PACKING FOR EVERY SERVICE 


Center Reamers 
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How to 


mncred* 


to Experimental Laboratories 
Model Shops 
Production Departments 
All Metal Working Plants 


cALES 





BENDERS 


a 
5 hand models ~ N 
2 power models t 


SHEARS 


4 hand models 
4 power models 


l 








ROD 
PARTERS 
2 hand models 


| power model 





NOTCHERS 
1 hand model 
| power model 





PUNCH 
PRESSES 
2 hand models 


2 power models 





BRAKES 10 hand models 


ROLLERS 
7 Pte 8 hand ge 


about “DIE-LESS 
DUPLICATING” 


a process that men in industry are 
eager to know about because it saves 
waiting for dies, cuts initial and produc- 
tion costs and duplicates parts with die 
accuracy. The precision, speed and versa- 
tility of Di-Acro Machines make “Die- 
Less Duplicating’’ a process of endless 
applications—and new sales for you! 


TO DI-ACRO DISTRIBUTOR 


SALES MANAGERS: Immediate de- 
livery and product demonstration. Those 
are two big services you offer customers. 
Always keep a supply of Di-Acro Pre- 
cision Metalworking Machines on hand 
and you'll make the most of your selling 


opportunities STOCK ‘EM 


‘. cro and you'll 
di Orem SELL ‘EM 


METALWORKING 
MACHINES 














O’NEIL-IRWIN MFG. CO. 


312 Sth Avenue . lake City, Minnesota 


44 
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tapered hubs, which, according to 


I 

the maker, when drawn into the pul 

lev end-dis their shafts with 
1 Clamp-grip 

Available in either crown or straight 

€, sizes from 6 through 60 

in diameter, from 12 through 63-in 

face, and for shaft sizes through 10 

in be built 


with 


quceeze 


range 


in diameter. | 
to order 


ITZCT SIZCS ¢ 


[hey are also availabk 
resistant 


rT coating, and can be 
supplied with the 


maker's Gripflex 


rrosion 


SDI ilagging 
[he American Pulley Co., Philadel 
phia, Pennsylvania 


Clutches 


Miniature Size, 
High Torque Capacity 


A new series of miniature clutches 
for overrunning, backstopping, and in- 
dexing, innounced 

Four with standard bore 

, 8, and 4-in, are now available. 
Formsprag Co., Van Dyke, 


has been 
models, 


Safety Hook 


Will Shed, Rather 
Than Snag, Objects 


\ new safety hook, with latch de 
signed to allow full and unobstructed 
use of the hook’s throat opening, has 
been introduced 

According to the manufacturer, 

» the hook is engaged, a stamped 
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@@e what CARBORUNDUM ts doing for 
Distributors in '54. Just look at this 
compelling, full-color ‘stopper 


read the thought-provoking story 


Your customers, foo, 
will find 


It's hard to mise 


@eeas they see this pow erful mes- 
sage—and many others like it— 
in their favorite metal-working 


magazines throughout the year. 


It's yours to use 


e@eea hard-working tool to help you 


sell more quality abrasive products 
to customers and prospects 


abrasive pre yducts by 


THe CARBORUNDUM COMPANY, Niagara Falls, N. Y 














Every little spark stream 


has a meaning all its own 


Touch a grinding wheel to a bar or 
billet, and a trained spark-tester can 
tell you what the metal is—even 
what the alloy is—by observing the 
spark pattern. Many companies us¢ 
this method to double check the 


metals used in manufacture. It i 


lower left, TITANIUM 


thing to choose a grinding wheel for 
spark testing—quite another to 
choose one for production grinding 
he spark stream from your grinding 
machine tells a different story—a 
profit story —when you use grinding 
wheels by CARBORUNDUM. Profitable 


Through application “know-how” and product quality 


cA“ B8O0RUNDUM 


REGISTERED TRADE MARK 


lower right, HI-SPEED STEEI 


grinding is possible only with the 
wheel that suits your production de 
mands, your machine, your operator 
Making swre you get the right wheel 
for every purpose is a cardinal rule 
at CARBORUNDUM. For proof, call 
your Distributor or Salesman today 


continually puts more in your abrasive 








CAN’T 
SEE 
LIGHT 
BULBS 


AND 
TUBES? 


you could 
if you sold 


CHAMPIONS 


Good incandescent bulbs and fluorescent tubes are 
easy and profitable to sell — and the repeat business is sure 
and steady — provided you have the Champion line 
and not just the lamps that everyone else sells, too. 


Champion Lamps are handled and sold the same way you 
handle and sell any good, profitable items — no 
consignments, no messy detail, no red tape. Salesmen like 
to sell "em because they build business that cam be kept 

and cultivated. Their customers appreciate the quality and 
long life they get from Champion Lamps, and keep 

coming back for more. That means you get the repeat orders 
instead of losing them to the next ‘‘me, too”’ 

who: happens to drop in or phone. 


You can use the Champion line to get added volume and 
profit out of lamps. Are you willing to be shown? f 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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COMMON 


_ NUTS 5 


 ANDTHEIR <i 
= 3S CHARACTERISTICS 


Wee 


“4 





#) STYLES OFNUTs 


CLASSIFICATION 
OF NUTS 

NUTS ARE CLASSIFIED FROM FOUR DIFFERENT 

STANDPOINTS, EACH IMPORTANT TO THE PURCHASOR 

LOOKING FOR THE RIGHT NUT FOR AGIVEN JOB. THESE 
ARE @ DIMENSION @ STYLE @ FINISH @ METHOD OF 
MANUFACTURE. OF THESE, DIMENSION AND STYLE ARE 
THE MOST /MPORTANT. DIMENSIONS: ‘UT 
DIMENSIONS ARE AS FOLLOWS:Q@ HEAVY HEX @REGULAR 


HEX @ FINISHED HEX @ SQUARE © MACHINE SCREW. THE 
MAJOR STYLES OF NUTS ARE ILLUSTRATED TO THE RIGHT. 


METHOD OF MANUFACTURE 
NUTS ARE MANUFACTURED BY FOUR MAJOR 
PROCESSES: @ HOT PRESSED (2) COLD PUNCHED 
@ COLD FORGED ANDO @ MILLED FROM THE . 
BAR. THE METHOD OF MANUFACTURE NUT FINISHES 
AFFECTS THE PRICE OF THE NUT AS THERE ARE TWC BASIC TYPES 


WELL AS THE PERFORMANCE. OF NUT FINISHES @ UNFINISHED 
ww ANO @ SEMI-FINISHED OR FINIS HED. 


THE LATTER 1S NEW TERMINOLOGY 
NOW COMING INTO USE. 





THIS ADVERTISEMENT IS NO.!O0 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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A Rope that right 
| fow the job! 


steel latch swings down and is se- 
curely held in place by a lock that 


A century and a quarter's experience in Branch Stocks: is under spring tension. There can 
producing to highest _— ay moms 5 ae Sided be no movement of the latch side 
into every foot of Wa an ope. Re jaitimor a ‘ 
sult . rope that takes the toughest job we ways, and slight pressure on the re 
in its stride, turns in consistently good ' sunains lease unlocks the latch, and spring 
performance Cleveiend tension on the release holds latch 


Wall is now available packaged in the Elisworth, Me. open. 
Houston 


popular sizes, in — pong aga Jacksonville The latch is said to be designed 
t hich k the ro clean oan 
— = Memphis so that it will shed wires and other 


ready for sale. These cartons occupy mini- New Orleans ’ 
mum floor space and are attractive dis- Norfotk objects rather than snagging them. 


plays for “impulse” buying. } mene hon It is optional equipment on the 
Pittsburgh maker’s new hoists, and also can be 
Pertiond, Se placed on hoists now in service. 


. San Francisco - : : : 
PSS toon. at wa , Cofiing Hoist Company, Danville, 
Factory: Beverly, N. J Illinois 


é 
MANILA 


LATEGRIP 


PLATE FASTENERS FOR CONVEYOR BELTS 


Resinoid Bond 





For Diamond 
Grinding Products 


Make strong dust-tight A new Pressurelok-224__resinoid 
bond, available in the maker’s dia- 
mond grinding products, has been 
Special design spreads tension announced. 


Pressurelok bonding, according to 
5 § 5 
across belt, allow natural the manufacturer, allows the diamond 


joints in belts of any width. 


to be held securely and cut freely 
without hindrance from bond smear; 
and insure cutting life from every 
diamond particle in the diamond 
wheel. 

United States Diamond Wheel 
Company, Aurora, IIl. 


d assures smooth 


Stove Bolts 


Strong Heads, 
Smooth Threads 


Slotted steel stove bolts have been 
added as part of the new line of 


SS Fee Ook Boe 8 2 ee oe a 
+ Northwest Highway. CHICAGO 30.U.S.A 
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—— Cel UMVe, 


' — LOCK car 
o_o 
Schl eee O  O om wetemn 


Hose Coupling 


Double Grip, 
Reusable 


\ new two piece reusable hydrau 
hose coupling for l-wire braid 
CcOvVCI hose has been aey yped 
[nter-lock” grip, said to pro 

ble grip on the hose, i 

by the manufact 
| Indah 
] { require 
C1 tools or stripping 
Eastman Manufactu 


Manitowoc, W isc 


Jaw Blanks 


Eliminates Custom 
Making Of Blanks 


ARE BUILT TO WORK 





Hardened. alloy-steel iaws can never 
| 

get lost, loose or broken because 

they are mold-welded into a perfect 


and permanent union 


EVERY DETAIL Is Sod asa mock 


The hardened alloy-steel jaw facings of the Reed vise make jaw 
replacement unnecessary. Because they are permanently welded into 
position, they avoid the nuisance of lost, loose or broken jaws so 


often encountered with ordinary vises. Together with other exclusive 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
last and out-perform any other vise on the market. The alloy steel 
screw and vise nut are machined to close tolerance for maximum 
bearing, easy operation and perfect alignment. An adjustable front 
end bearing and a longitudinal take-up on the vise nut maintain align- 
ment and eliminate all lost motion permanently. Castings are of 
sound, semi-steel, contoured for heavy sections at all stress points 
while permitting maximum accessibility to the work. 


It pays to sell quality! Because they “carry the load” 
under the hardest conditions of usage, REED Vises make 
friends for the distributor who sells them. Take advantage 
of this profit and good-will power by maintaining an 


adequate stock at all times. 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA «+ U.S.A. 
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> 


it is stated they can be used on any 
chuck by boring out the blanks to 


coincide and fit to hold the parts to 


if it’s Cast Iron be machined. 


Jergens Tool Specialty Company, 


Cleveland 


ee loco 


ship it— Fast! 


EDART Qo J 


Most COMPLETE LINE Available = |mpact Sockets 


Drive Wrenches, With Hex 
And Double Square Openings 





Here at Medart are pulleys made from the 

best cast iron produced—pulleys for every A new line of impact sockets for 
requirement in every size. We have them production line and maintenance work 
with split rim or solid rim—split hub or has been announced. 

solid hub—single arm, double arm or web The line includes 4-in and #-in 


center—internal or external flange, one side drive wrenches, with hex openings in 
regular and long lengths, plus double 


or both—loose pulleys or tight pulleys. 
square Openings in regular lengths. 
According to the manufacturer 
these impact sockets meet all new 
U. S. Government Specifications; they 


The Medart Catalog gives a complete listing | “"* hot broached, and cadmium plate 
finish is rust-proof and cannot chip, 


of Medart Pulleys, and contains valuable 
. . : ; crack or peel. 
engineering data and other helpful informa- Blackhawk Mfe. Co. Milwaukee 
tion. It will pay you to have it on hand for Wis 
ready reference and easy ordering. 


ssh For Your Copy Now 





We've Got SPROCKETS Too! 


Here also is your best source for all types and 
sizes of cast tooth or cut tooth sprockets— made 
of Medart wear-resistant Hi-Ten cast iron—for 
malleable, roller or other kinds of chain. And 
there's also a full line of gears! 


When You Need Something Special 


If your customers require pulleys or sprockets of a special 
design, we will make them quickly, with the utmost care 
exactly as specified. Simply submit prints and specifications 
for prices and approximate delivery date. 


Most Complete Source For Mechanical Drive Equipment 
“But, after all . . . you've been calling 


THE MEDART COMPAN wT. wee ot on me once a week for over a year. 


People might talk.” 
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Mercury Lamp 


Output Stepped-Up From 
12,300 to 17,500 Lumens 


\ 42 percent increase in light out 
put of the company’s 400-watt color 
improved reflector mercury lamp 
H+400-RC1) has been announced 

Che improvement is said to s 
up the lamp’s output from 12,306 
lumens to 17,500 lumens, made 
ible by utilizing the fluorescent pho 
phor on the lamp’s inner surface as 
the reflector and by eliminating the 
metallic coating. Visible red radia 
tion, emanating from both sides of 
the phosphor particles, is said to | 
the chief factor in improving the col 
quality of light 

(his model lamp is recommend 
by the maker in such areas 
foundries, welding shops, and 
ever collection of dirt and grime 
normally causes severe reduction in 
light levels. 

General I lectric, Lamp Division 
Cleveland, Ohio 


Drill Head 


Air Feed With 
Hydro Check Control 


A new high speed drilling head, fea 
turing air feed with hydro check 
trol, has been announced 
overall length and 2-in wide 
2-in stroke with fast return, 
said to be ideal for multip! 
drilling operations 

It is also available m 
base with automatic air 
ind electronic cycle time 

lelematic Corporation 
les, California 


Power-Drive 


With Automatic 
Double Chuck 


1 new portable Thred-O-Mat 


ver-drive, said to cut bolts f 
-in to 14-in and thread pipe « 
duit from 4-in to 2-in « t 


For Caay Threader Salles 


Ub the 24'to 4°4D 


Your customers want 
this easy-to-handle 4P PI GE.i> 


Balanced loop handles make it a cinch to carry and 
swing up on a pipe! Besides, the mistake-proof work- 
holder sets to size before you lift it—only one screw 
to tighten on pipe. Easy upkeep—drive pinion in 
oilless bronze bearing; safe enclosed gear. 4 sets of 
5 high-speed steel conduit dies, 2)”, 3”,3*”,4”. Ratchet 
handle. RIf&(6 drive shaft available. The profit- 
able widely advertised threader to stock and sell — 


order today! 
The Ridge Tool Company « Elyria, Ohio, U.S.A. 











Dart Unions are 


You can’t buy an easier-operating, Jonger-operating, 
more positive-operating union for any money 


QUICK FACTS 
@ Leakproof because preci- 
sion-machined to a true ball 
joint and spherically ground 


@ Extra wide bronze seats (Re- 


sist pitting and cor- rr 
rosion) = 


@ Heavy shoulders (Take se- 
vere wrenching without harm) 


@ Nut and Body Practically In- 

destructible (They're air-re- 

fined, high test malleable iron) 

mS Sell Darts for new and 
repeat business 


versal drive shaft geared tools, up to 
12-in, has been announced. 

Fabricated from aircraft aluminum, 
the entire machine weighs 100 
pounds. Automatic chucking and un- 
chucking is said to be accomplished 
by a flip of the switch. 

The power-drive operates on bench, 
truck or pipe legs, and any geared 
die head or hand tools can be used. 

Gaines-Collins’ Quijada Tool Divi 
sion, Los Angeles, California 


OS&D Hose 


Improved Kink And 
Crush Resistance 


Modification in the structure of sev 
eral types of oil suction and discharg 
hose in the company’s line has been 
announced. 

The flat reinforcing wire, previousl; 
used on both the Thor “S” smooth 
bore OS&D hose and the Thor Super 
Submarine, has been replaced by a 
round, more durable stee! wire, said 
to improve kink and crush resistance 

In addition, the company has added 
Stvle MH Submarine OS&D hose to 
the commercial line for use in han 
dling of high aromatic fuels. 

Goodyear Tire © Rubber Co., 
Akron, Ohio 


Belt Drive 


For Air-Hydraulic 
Drill Units 


A newly developed V-belt drive ar- 
rangement for broadening the spindle 
range and versatility of their standard 
vir-hvdraulic drill units has been intro 
duced by the company. 

The new accessory includes cast iron 


UNIONS 


DART UNION COMPANY . PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distributors: Boston « New York + Pittsburgh » Rome, Ga. 
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pulley guards and a motor plate which 
accommodates standard NEMA rigid 
mounted motors. Using standard four 
step dynamically balanced pulleys, th¢ 
accessory makes it possible to obtain 
24 different spindle speeds. With an 
1800 rpm motor, the range is said to 
be from 590 to 5000 rpm; with a 3450 
rpm motor, it is 1180 to 10,000 rpm 
Drill Unit Division, Rockwell Man 
ufacturing Co., Pittsburgh 


Cm 


#. 


Drill Grinder 


Bench And 
Pedestal Models 


A new dry drill grinder in both 
bench and pedestal models has been 
announced. 

The new grinder is equipped with 
a precision micrometer lead screw for 
accurate positioning of the drill, and 
will grind either straight or tapered 
shank 2 lip twist drills. It has a drill 
capacity of from .062-in to 4-in di 
ameter to any included angle 80 deg 
to 160 deg. 

The Brown-Brockmeyer Company, 
Dayton, Ohio 








REMOTE CONTROL 


A driver's frame of mind influences 
his driving habits, and his wife influ- 
encies his frame of mind, Fleet Owner, 
McGraw-Hill publication, notes. Sta- 
tistics have proven that troubles at 
home between husband and wife are 
responsible for a large number of ac- 
cidents. To prevent such accidents, 
a firm of safety specialties have organ 
ized the “Back Home Driver” group, 
consisting of wives of truck and bus 
drivers who go five years or more with 
out a chargeable accident. A hand 
some award goes with the membership 
the magazine says 











es a Es 


You tell us. Or rather, tell your customers. For no matter 
what their products, there's a Victor Belt 
to do each handling job right. 


That’s because every Victor Belting product has been 
proved right — in exhaustive, exacting tests conducted by 
our research department and in the field. By evaluating our 
belting under conditions of actual use, we are able to make 
reliable recommendations. 

It’s a sound policy, proved by the volume of repeat sales. 
And it covers the whole Victor line — solid-woven cotton 
Neoprene impregnated — canvas-stitched — balata — special 
treatments — plus every need in belting specialties... all in 
a full range of widths and thicknesses. That’s why, for the 
best in conveying, elevating and transmission belting, it 
pays to say, “Make it VICTOR”! Send for Distributor 
Catalog today. 


A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
Solid-woven Belting + untreated, impregnated, coated — many 
widths and thicknesses -« Canvas Stitched Belting 
Belting Specialties. 
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Sales Helps from Manufacturers 





Dumore School Trains Salesmen 


" 
| 


: 


Distributor’s inside and outside salesmen are briefed on automatic drill head by 


Dumore’s John Barta 


second from left) 
salesman with New York’s Morris Abrams Co.. 


Looking on are Ely Rosenbaum, inside 
Robert Lagemann, R. J. Lagemann 


Co., Al Gold, Abrams outside salesman, and (seated) Hy I evy, Abrams store manager. 


I'he Dumore Co., Racine, Wisc., 
believes that a thorough knowledge 
of its line of precision tools is essen- 
tial to proper selling. What's more, 
it believes in going to the distributor 
ind both inside and outside 
salesman a complete “shakedown” 
course in the firm’s line. 

At least, this was the case recently 
when Dumore’s New York division 
manager, John Barta, recently moved 
in on Morris Abrams Co., one of the 
company’s distributors in the area, 
and set up the training school on the 
premises 

Three or four salesman at a time 
were taught tool fundamentals, plus 
indoctrination in basic repair tech- 
And in addition to Mr. Bar- 
representatives of 
Dumore’s New York service station, 
R. J. Lagemann Co., gave mea 
pointers On equipment maintenance. 

“This Abrams’ gen- 
eral sales manager Ira Zippert, “can 
easily revolutionize the entire concept 
of sales training programs. All our 
sales personnel can now cus- 
tomers answers to many questions that 
they had previously referred to Du- 
more people. I hope this idea catches 
fire.” 


giving 


niques 
ta’s instruction, 


said 


SC hool os 


give 


152 





Worthington Demonstrator 
Replaces Bulletins 


Worthington Corporation, Harri 
son, N. J., has supplied its salesmen 
with a new sales aid called the “SESC 
Demonstrator.” It replaces five or six 
bulletins previously required to illus- 
trate a point of sale, and facilitates 
telling about Worthington’s Standard 
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End-Suction Centrifugal pumps 

Put up in a stand-up, flip-over 
binder, the demonstrator illustrates 
salient features of the pump line. 
Acetate overlavs, mounted on rings at 
the top of the binder can be quickly 
flipped over to show various types of 
pump liquids available for use on 
grease or oil lubricated bearing frames. 
Indexed on a wheel mounted in the 
center of the demonstrator are stuffing 
box modifications. These can be ro 
tated to show packed stuffing boxes, 
external mechanical seals, internal 
mechanical seals, or jacketed stuffing 
boxes. 


Page Steel Adopts 
New Wire Packaging 


[wo new packaging techniques are 
now being used for the shipment of 
large-diameter welding wire by Page 
Steel & Wire Div., American Chain 
& Cable Co., Monessen, Pa. 

The 22” ID pallet-mounted coils 
(at left in picture above) are designed 
for quick handling with a fork lift 
truck, and are said to be easy to spot 
when stored. They are protected dur 
ing shipment and storage by steel 
straps and paper wrapping. 

For coils up to 16 inches ID, the 
company has adopted “Leverpaks,” 
strong, lightweight containers airtight 
sealed, and packed with dessicants 
These containers are available at no 
extra cost to Page customers, and can 
be re-used many times. 

Page automatic welding wires will 
continue to be supplied on 25-Ib. non 
returnable reels to fit popular ar 
welding machines 





Literature ¢ Training Courses 
Displays « Packaging « Films 





Mellowes Co. Has New 
Lock Washer Package 


The Mellowes Co., Milwaukee, 
now using a new package called “Job 
Pak” for its spring-type lock washers 
Consisting of 6 cartons in an outer 
“keg-size” shipping container, the 
new package enables a minimum bulk 
quantity of any size lock 
be divided into each of the six car 
tons 

lhe 
same dimensions, 
rately labelled. 

According to the company, the new 
package enables distributors to 
bulk quantities on stockroom shelves, 
instead of cluttering floors with heavy 
kegs. Inventory checking is also fa 
cilitated, since the 
clearly identified. Eliminated are mix 
ing of sizes, strenuous manual! 
dling, and spilling. 


washer to 


inside cartons are all of the 


sealed, and accu 


store 


cartons can be 


han 


McKay Brings Out 
Two Chain Bulletins 


McKay Company, Pittsburgh, has 
brought out two new chain bulletins, 
welded ind 

other covering 


one covering its chain 
attachments, _ the 
wrought iron chain and slings 

In the first bulletin (B), all types of 
McKav’s welded chains are cataloged 
as to working load limits, material di 
ameter, link sizes, finishes, packaging. 
Described and illustrated are both fire 


McKAY 


WROUGHT IRON 


CHAIN 


and SLINGS 


Manufacturer Ends Year’s Course Series 


SIMONDS Abrasive Co. held another sales training course for distributor salesmen 


ntly at the 
thwest ind east 
nonds is holding this year 


middlewest, 


company’s Philadelphia headquarters 
coast were represented at this session, the last 


Distributors from the south, 





welded and electric welded chains 
made from low carbon, high carbon, 
ind alloy steel. A section is devoted 
to various repairing links, grab hooks, 
slip hooks, etc. 

The other bulletin (C) 
data on sizes, specifications, link di 
mensions, standard finishes, etc. on 
specific grades of fire welded wrought 

n chains from 2” dia. up. Draw 
ings show various types of single 
branch and double branch sling chains, 
md various attachments and 

‘ries which can be used in wrought 


present a 


ICCCS 


n chain assemblies. 


Keckley Mark 40th 
Anniversary with Catalog 


Kecklev Co., Chicago, an- 
publication of their catalog 
no. 54, an edition commemorating 
the steam and liquid control equip- 
ment manufacturer’s 40th anniversary. 

Employing color and graphic tabu 
lar material, the publication covers 
the ompany’s pressure regulators, 
iture regulators, combination 
ind temperature regulator 


cae 


nounce 


tempc! 


pre ssure 
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float valves, strainers, pop safety 
valves, relief valves, diaphragm valves, 
motor operated valves, and solenoid 
valves. 

Included also are quick reference 
tables on pressures and temperatures, 
water heads and equivalent pressures, 
and flange data, as well as a pressure 
regulator capacity table. 


Permite Paints in 
Small-Order Packages 


Aluminum Industries, Inc., Cincin 
nati, manufacturer of Permite alu- 
minum paints, is now packaging its 
products in cartons containing half 
the number of cans _ previously 
shipped. Quarts are packed six per 
carton, pints and half pints 12 to the 
carton; gallons and quarterpints are 
still packed four and 24 to the carton, 
respectively. The eighth-pint size is 
packed 12 to a carton. 

Purpose of the repackaging, says 
the company, is to save distributors 


ind dealers on his small-order over 


(Next page, please 





, head. A survey among paint whole- 
CHAN nOla.4 salers in the Midwest has disclosed 
NEL that the handling and repacking of 
less-than-case quantities adds as much 
as 15% to overhead. 


Waren your profits soar when you stock and feature the 

complete Champion DeArment-Chennellock line. Get your 

display boards ovt front where your customers can buy from the 

wide Chaennellock selection. Millions of readers every month 

are being told about the Channellock line! There are real profit possi- 

bilities for you in the rpl Ch Hock line of highest quality tools. 
Check your stock today . . . be sure it’s complete! 





Browning Publishes 
Chain Drive Cataiog 


Browning Manufacturing Co., Mays- 
ville, Ky., has just published a 52-page 
catalog on its line of roller chain 
drive. In it are featured the firm’s 
roller chain sprockets with malleable 
split taper compression bushings. It 
also contains detailed specifications 


CHAMPION DEARMENT TOOL CO. on stock chain and sprockets, engi 


MEADVILLE, PENNSYLVANIA | neering data, and tables of many 
practical stock drive combinations 


THE PLIER DESIGN THAT OBSTLETES ALL OTHERS 

















PUMPS—Allis-Chalmers Mfg. Co., 


Milwaukee, has released a new 12 


‘are 
page bulletin describing the operation 
and construction of the company’s 
single-stage water-cooled rotary com- 
pressors and vacuum pumps applic- 


INDUSTRIAL able to numerous air or gas handling 


requirements. Bulletin also _ gives 


BRUSHE AND BR general specifications for the various 
units, along with typical air-piping 
arrangement diagrams and proper ac- 


They Work to Your cessories. 
Sales Advantage ABRASIVES—Clover Mfg. Co., Nor- 


} : walk, Conn., is offering a_ revised 
The complete satisfaction CAPITAL edition of its handbook “Coated 
equipment gives in daily performance Abrasives,” authored by E. B. Gal- 
brings customers back for more. Plant laher. Originally issued in 1945, the 
men responsible for efficiency in main- 36-page publication contains techni 

tenance want the finest and longest cal information on coated abrasives 

lasting equipment their money will buy 
—to a man they choose CAPITAL. Dis- | TUBE TOOLS—Imperial Brass Mfg 
tributors can’t miss when they sell Co., Chicago, has issued a new cata 
CAPITAL. log (no. 3011-A) describing and il 
* We urge users to buy thru their lustrating its line of tube working 
local distributor + tools for cutting, flaring, bending, 
.. J 





reaming, swedging, pinch-off, and re 
g ging, | 


INDIANAPOLIS facing, 


BRUSH & BROOM | HACKSAWS-—Sales Service Machine 
MFG. co. Tool Co., St. Paul, Minn., has re 


leased a folder featuring the firm’s 10 
models of the Keller power hack saw 
Est. 1890 line. The smallest unit described has 


Corner of Brush and Broom Streets 


INDIANAPOLIS 7, INDIANA 
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INCREASE CAP SCREW SALES 
WITH ALLEN’S LEADER POINT 


Allen backs your socket screw sales with national ads, promotion, displays — 

and what’s more important — with positive customer benefits like the Leader 

Point on all cap screws. Only Allen gives you this built-in sales feature 
with easily recognized advantages. Leader Point protects threads against 

damage, prevents cross threading. Cap screws start easier, particu- 

larly in oily and hard to reach spots. Standard on all Allen Cap 
Screws from #8 to 1%”. For information on Allen sales 
aids write our Adv ertising Department. 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A. 


AAA | 


AAS 
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another 
folUietielaleliate 
distributor 
product by 


CPandalt 


e Easily Interchangeable 

Double Lubricated 

e Self-Aligning 

e Self-Lubricating 

Easy to Install 

Long Trouble-Free 
Service 


LOW 
CcOsT 


4-BOLT 
FLANGE UNIT 


¢ 


Randall’s new 4-bolt flange is 
readily interchangeable with any 
unit having bolt hole centers 
from 24%" to 24”. It’s ideal for 
heavy duty application on farm 
implements, conveyors, textile 
machinery, air moving equip- 
ment, packaging machinery and 
other similar type equipment. 


This new, low cost, four-bolt flange pillow block has all the 
outstanding features synonymous with Randall bearings. 
It features the famous, exclusive Randall “deep well” ball 
assembly which offers a unique double lubricating prin- 
ciple combining Randall's exclusive graphited bearings 
with grease or oil type lubricants. This assures controlled 
lubrication for long, trouble-free operation. 

Compact and light weight, the Randall 4-bolt flange is 
designed with slotted bolt holes which permit fast assem- 
bly and easy interchangeability. Units are shipped assem- 
bled as one piece to assure easy handling and installation. 
Complete distributor and application information is yours 


for the asking—Write today! 


BRONZE BAR STOCK 
BRONZE BUSHINGS 
PILLOW BLOCKS 

SHEET LUBRICATOR 


GRAPHITED BEARINGS 
THRUST WASHERS 
SAFETY COLLARS 
BRONZE CASTING 


RANDALL GRAPHITE BEARINGS, INC. 


1009 S. GREENLAWN AVENUE 


156 


LIMA, OHIO 
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a capacity of 34x34” with 150 strokes 
per minute, while the largest unit 1s 
driven by a one hp. motor, has a 9x9 
capacity, with wither 80 or 140 strokes 
per minute. 


PIPE TOOLS—M. B. Skinner Co., 
South Bend, Ind., has issued a new 
catalog and manual covering their 
line of pipe repair clamps, service 
saddles. valve and bibb reseaters, bibb 
seat dressers, pipe benders, and boss 
hickevs. The company recommends 
the book as a source of information 
on repair of leaks in water, steam, gas, 
oil, ammonia, and brine lines. In pic 
tures and text the catalog shows se\ 
eral applications of its products in 
repair operations. 


I sPrecomondl 
ConPotation 


West Instrument Issues 
Pyrometer Catalog 


West Instrument Corp., 
has published a “Pyrometer 
sory” catalog, which the company de- 
scribes as a “working data file’ con 
taining tables and examples enabling 
the determination of the type of ther 
mocouple and protective tube needed 
for temperature control applications 
Data are based on Instrument Society 
of America recommended practice 

The last two pages are tabulated 
for maintaining stock records with pro 
visions for listing the machine, ther 
mocouple catalog number, description, 
previous purchase order number, and 
maximum and minimum in-stock 
headings. Prices are also included 


Chicago 
Acces 


HOSE COUPLINGS-—Titeflex, In 
Springfield, Mass. has issued a bull 
tin describing and illustrating its lin 
of quick-seal couplings for water, oil, 
steam, gas, and chemical lines. Also in 
bulletin: industries using coupling, 
pressure tables, materials and si in 
which coupling is manufactured, and 
wdermg instructions. 





TECHNICAL .PAPER E.dward 
Valves, Inc., East Chicago, Ind., states 
it has republished an article on 
“graphitization” by W. L. Heming 
way, Edward research metallurgist. A 
phenomenon of carbon migration in 
the heat-affected zone of welded 
piping, graphitization is discussed 
from many aspects. Photographs and 
drawings illustrate the article 


GAGES-Sheffield Corp., Dayton, O 
has issued an illustrated booklet co 
ering the use and care of its new mal 
and female ramp gages. According t 
the company, ease of reading bi 
means of a dial coupled with adjust 
ability and recalibration as wear 0¢ 
curs, speeds inspection and provides 
more life for gaging elements. ‘The 
booklet discusses gage use for critical 
inalysis of compressed gas cylinders 
and fittings. 

Also offered by the company is a 
slide-rule gage selector for all Ameri 
can or Unified Thread plug or ting 


Oo o 
gages 


END MILLS—Goddard & Goddard 
Co., Detroit, has issued a four-page 
bulletin with descriptions, specifica 
tions, and prices of their newly-de 


veloped line of fine pitched heavy: | 
duty inserted carbide blade end mills | 


PROTECTIVE PAINT~—Speco, In« 
Cleveland has released a new catalog 
sheet describing “‘Rustrem” anti-rust 
paint. The sheet describes the prod 
uct’s color-line and its applications 


VALVES—Ohio Injector Co., Wads 
worth, O. has published a “valve com 
parison chart” to help plant men s¢ 
lect OIC valves for various servic 
conditions. The chart lists competi 
tive valve numbers, gives correspond 
ing OIC valve number and specifi 
cations for each. 


Fibre Specialty Issues 
Handling Catalog 


Fibre Specialty Div., National Vul 


canized Fibre Co., Wilmington, has 








SELF 
ALIGNING 


PIPE CUTTER 


for use with power units Ye" to 2” 


MAKE THIS TEST YOURSELF: 


FIRST...Use any conventional Pipe Cutter and 
note the time, effort and aligning necessary to 
make a cut. 


THEN... Try the NYE Power Pipe Cutter. 


RESULT... Quicker, easier, no spiraling. 


This advertisement is appearing in leading 
industrial and plumbing publications to help 
you sell Nye Tools. Catalog available on request. 


AVE 


“The Jools You Swear Sy and Hever At 
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published a new materials handling 
equipment catalog (no. 54) describing 
and illustrating over 40 types of trucks, 
special trucks, tote boxes, dolly trucks, 
and other handling aids made of the 
company’s brand of vulcanized fiber 
The catalog indicates uses of equip 
ment, and presents construction de 
tails and special features of each item 
[he company points out that the 
equipment described is merely repre 
sentative of a wide variety of handling 
equipment it makes: the firm als 
custom-builds to customers’ specifica 
tions. 


GEAR DRIVES—Airbornc Acc 

sories Corp., Hillside, N. J. has pub 
lished a new catalog showing its 
“ANGLgear” bevelled gear units for 
aircraft and industry uses. Featured in 
the new catalog are drawings showing 
how “Coniflex” bevel gears, which re 
cently replaced straight tooth gears in 
all Anglgear units, use the princip! 
of localized bearing to give better op 
eration. Illustrations include cutawa\ 
drawings showing design features of 
items 


CRANE RAILS—L. B. Foster Co., 
Pittsburgh, has issued a folder pre 
senting specifications and other engi 
neering data on its crane runway rails 
ind accessories. Also contained in new 
literature: data on various sizes of 
crane rail clips 


Here’s what Wood's “sure-crip” 
line means to distributors... 


ee an bods There Wading wre 2. Av 
“Sure-Grip ”s pe age a . Verti-Board 
seconde with Wood's ersure Grip" = 
Grip sheaves and “Sue-Grip couplings. Sia, yoo 
Sa yes Gitte peti, aoe we spaces in 
yet ve sizes in 
stock. This teens easier stocking and lower inventory 
value .. . and more 


profits. 
Wood's pulleys, sheaves and gr pmo 
“Sure-Grip Pca ap es sega our top 
sales features. Ue sail te) either soventon 
and removal for speed changes or maintenance of connect- 
Vaco Issues Folder 


ing units. 
For further information about this line of Wood's prod- ; 
ucts and our distributor policy, write or call us today. On Plier and Display 





Vaco Products Co., Chicago, an 
nounce publication of a bulletin cov 
ering the firm’s line of pliers, and 


SONS CO., CHAMBERSBURG - PA, covering also the use of a new dis 


play being offered by the company 

Mechanical Power Trenemission Menufecturers Since 1857 Several display boards are available, 
and are being given to distributors 
and dealers without charge 
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MARKING TOOL—New Method 
Steel Stamps, Inc., Detroit, has re 
leased a bulletin (no. 700-54) describ 
ing the firm’s new model 700 marking 
ind cut-off tool. ‘The bulletin de 
scribes and illustrates the various op- 
erational details of the unit and shows 
a typical application with the tool in 
stalled on an automatic screw machine 
for marking valve bodies. 


VALVES—Homestead Valve Mfg 
Co., Coraopolis, Pa., has issued a new 
24-page reference book showing its 
lubricated plug valves in full-port and 
venturi sizes up to 14”, and with a 
choice of self-sealed two-piece or one 
piece plug designs. Included also is 


. 
engineering information, types of con 
trols, metals, lubricants, etc YEARS OF » 
HOOKS-S. G. Taylor Chain Co., for STAR Industrial Sup 4 


Hammond, Ind., has issued bulletin and Hardware Distribut 


no. 90 giving complete facts and here’s why it 
specifications on ““T'ayco” along hooks 


and grab hooks, as well as other Tay- 
lor steel hooks. PAYS TO BE ONE — 


MICROMETERS — George — Scherr 
Co., New York, has issued a pam 
phlet on its series 900 and 800 mi 
crometers. Pamphlet includes illus 
trations of micrometers being adjusted 
for wear by exclusive Scherr method, 
of them being checked for accuracy 
with gage blocks, and for parallelism 
with optical parallels, et 


ABRASIVES—Metal Removal Co., 
Chicago, has prepared a carbide and 
abrasive tool “shape identification 
chart,” illustrating in actual size the 
various shapes of the company’s lin« 
of mounted points. Carbide bur 
shapes are also illustrated, with di 
mensions and prices listed as for the 
mounted points. Along with thi 
data are three tables presenting infor - & eae a oe 


mation on tap drills, twist drills, and re —— : F 
steel wire gage, as well as decimal Inquiries Are Invited 


= wr : C ya from Interested 
1e COmpany has also issued an ‘ ‘ —e 

abrasive oa cutting tool catalog Distributors 
Within the 40 pages are charts sug 

gesting abrasive grain selection and 

grade recommendations for specific 

jobs. The cutting tool section con 

tains specifications on carbide and 

high-speed steel rotary files, inrernal 

grinding tools, and end mills. 


CUTTING TOOLS—Carboloy Dept., 
General Electric Co., Detroit, has 
brought out a catalog describing its 
full line of standard stocked cemented 
carbide mining tools. Complete in 
formation including design specifica 
tions is given on cutter bits, finger 
bits, auger drills, and roof bolting - 


- 





drills in Catalog CM-120 
A second publication, catalog CM 
121, describes grinding procedures 


for ; for cutter and finger bits, roof-bolt, 
and auger drills. It also includes 

closeup “show-how”’ pictorial samples 

of maintenance recommendations for 


Complete of maintenance, recommenda 
Line & ae 24 Sua WOUND CASKETS 
Repeat : Sepang + 

Sales.of | 3 
Duality 
Reamers 





| pet UNITES STATES GASKET COMPANY 


cAameun . “aw seeey 


stands U. S. Gasket Has 
~ 
New Catalog 
alone United States Gasket Co., Cam 
den, N. J. has issued a catalog on 
their “Ajax” spiral-wound gaskets for 
pipe flanges, boiler manholes, water 
walls, and other boiler accessories 
Shown are types for raised face, 
smooth face, crane lap, and Van Stone 
joints, flange unions, male and female 
joints, tongue and groove httings, 
and all standard makes of boilers and 
accessories. Dimension tables are in 


cluded. 


CLUTCH-COUPLER — A _ four-page 
brochure on the new line of “Form 
sprag” clutch-coupling units has been 
issued by Formsprag Co., Van Dyke, 
Mich. The brochure gives dimen 
sional data, service factors, and othe 
application engineering data necessary 
to specify the right unit. 


VALVES—Yamall-Waring Co., Phil 
adelphia, has released a folder illustrat- 
ing and describing its line of seatless 
and hard-seat blow-off valves. Also of 
fered by the company is a reprint from 
“Modern Power & Industry” maga- 
: 5 f zine, entitled ‘““Can You Select a Blow 


Off Valve.” 

oT k 

WELDING-—Eutectic Welding Al- 
loys Corp., Flushing, N. Y., has is 
sued a manual of design and welding 
engineering, presenting in condensed 
LAVALLEE & IDE, INC. and pocket-book form detailed in 
struction on joint design, overlaying, 
and hardsurfacing. The book is il 
lustrated and indexed. 


Che Reamer Specialists 


CHICOPEE, MASS. 
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SPRING PINS-—Standard Pressed 
Stee] Co., Jenkintown, Pa., _ has 
brought out a new folder illustrating 
numerous applications of its “Sel-lok”’ 
spring pins. Applications: axles in 
aster assemblies, kevs in gear as 
semblies, lock pins in door handles, 
hinge pins, fasteners holding lami- 
nated sections together, etc. 


COMPRESSORS — Joy Mfg. Co., 
Pittsburgh, have issued a_ bulletin 
no. A-72) on Joy Series 100, Class 
WN-114 heavy-duty air compressors. 
rhe bulletin contains complete infor 
mation on construction and opera 
tion. Illustrated are seven models of 
the compressor as a single unit for 
displacement capacities from 1186 to 
1948 cfm, as well as twin units which 
furnish up to 2896 cfm. 


PUMPS—Alemite Div., Stewart-Wa1 
ner Corp., Chicago, has published a 
32-page catalog on its “Versatal”’ sys 
tem for pumping materials. A section 
of the publication is recommended 
for maintenance and production men 
who are interested in integrated o1 
Another section 
on accessories includes data on fol 
agitators to 


packaged” svstems 
lower plates, powered 
prevent separ ition of materials in con 
zuns and poles, pressut 


tainer, sprav g 


tors, air Consumption rates, et 


COUPLINGS Capitol Mfg & 
Supply Co., Columbus, O. has issued 
1 specification sheet (no. 254-C) list 
ing dimensions of standard merchant 
line pipe, railroad, water well, 3,000 
lb. and 6,000-lb. hydraulic, and other 
tvpes of couplings. The specifications 
| recommendation of American 
Steel Institute American 
Institu 


id . 


REDUCED PRICES—Price red 


wing 5% on standard ce 


ented irbide mining tools have 
unced by General Electri 
Dept.. Detroit. Pri 


nN ide, 


ecre 


of these 
' 
ad 


HAND TOOLS-—]. H 
Co.. Buffalo, N. Y., has is 
» and price sheet coveri 
of hand tools 
mpany § lin 
in the catalog 
Cc supplement 
fully indexed 


insertion In 


Boost your 1954 
sales volume with 


KALAMAZOO 


METAL CUTTING BAND SAW MACHINES 


Kalamazoo 
MODEL 8C 


An all new design, first to meet today’s 
metal cutting needs. Embodies years of 
Kalamazoo experience and the best indus- 
trial design talent, Cuts 8” round, 16” 
flat, 8” pipe. Available with or without 
coolant equipment. 


Kalamazoo 
MODEL 1220 


Where heavy-duty cutting is a problem, 
you'll find this rugged saw easy to sell. 
Cuts 12” round, 20” flat. Available with 
or without coolant equipment. 


Kalamatic 

BAR FEED 
An automatic bar feed attachment for 
Models 8C, 816, 824 and 1220 
Kalamazoo Metal Cutting Band Saws. A 
completely hydraulic self-contained unit 
which automatically feeds rounds, flats, 
square, hex, pipe, tubing, etc., any length 
from %” to 12”, or longer. 


Kalamazoo 
MODEL 610 


Here’s a low-cost saw that heating, 
plumbing and electrical contractors go 
for! Easy to move around in the shop or 
take along to the job. Cuts 6” round 
and 10” flat. Available with or without 
coolant equipment. 


4 fast-selling models with more 
of the features prospects want 


Backed by consistent advertising in nine leading 
industrial magazines 


Get the details on Kalamazoo... you'll be 'way ahead 


MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


718 HARRISON STREET...KALAMAZOO, MICHIGAN 


INDUSTRIAL DISTRIBUTION © JULY, 1954 








HOISTS 
TROLLEYS 

















Lowhead Room 


Spur Gear Differential 
Trotley Hoist 


Hoist Gear Hoist 


... for All Needs 
from % to 25 tons 


offers distributors 4 keys 
to easier Hoist Sales. 


1—Quick Delivery 
2—Superior Product 
3—A Complete Line 
4—National Acceptance 
All these things add up to volues to your customers 
Something that means repeat business for you 
Phitadeiphia Hoist featu 
tien, Timken -Mounted 
load sheave shafts 
many other perforn 


Full details of the complete 
“Philadelphia” line are available on request 





CHAIN BLOCK & 7 MFG. CO. 
MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 


VALVES—Rivett Lathe & Grinder, 
Inc., Boston, has issued a catalog (no. 
260) describing its new line of sub 
plate mounted, solenoid-operated hy 
draulic valves. Featured in the publi- 
ition are JIC diagrams showing flow 
operat under all typ of action 
for each of valve’s 14 piston designs 


OTIS 


Continu 
American 


BEARING BRONZE — The 
ous-Cast Products Dept., 
Smelting & Refining Co., Perth Am 
bo N. J. has issued a bulletin de 
patented Asarco 


which a 


ribing in detail t! 
Continuous-Cast process b 
varicty of bron: illo is Cast 
ind shapes of many differ 
The bull 


idvantages of using 


into 
rods. tubes 
ent diameters 

» details the 
illo pI ducts 


ind p ofiles 
bronze 


PROTECTIVE COATING-—David 
Long Corp., New York has issued 
2-page folder describing the firm's 

oatings and the 


Featured on in 


line of protecti 
typical applications 
ide back cover is a convenient “chem 
chart.” 


il resistance 


Industrial 


Birming 


SCREW CONVEYORS 
Div., Continental Gin Co., 
ham, Ala. has issued a screw convevo1 
italog and engineering data 
no. ID-541), presenting various sizes 
ind types of the firm's convevors and 
data to guide user in proper selection 
\lso illustrated are many unusual tvpes 


} 
of convevors and their applications 


book 


Denver Co., 
cata- 


PUMPS Gardner 
Quincy, Ill., has introduced a 
log covering its complete 
rock drills, 


used in 


pumps, Compressors, 


pneumatic equipment con 
struction, petroleum, and 
general industry. Basic information 
ind specifications for each product 
or product group is presented in con 
densed two-page form. These 
ire then bound into plastic binding, 
with indexed dividers for 11 product 


sections. 


mining, 


sheets 


SAWS—Radial Cutter Mfg. Corp., 
Elizabeth, N. J., has brought out a 
brochure describing and _ illustrating 
the firm’s new radially-tipped circu 
lar saw blades for cutting 

plastics, and non-ferrous metals 
of the booklet is to describe 
vantages of using these saws 


woods, 
Aim 


cost ad 


HOLDERS~—Scullv-Jones & Co.. 
cago, has released a folder on its new 
“TT” lock and eject collet tvpe float 
ing holders The folder contains 
photos and drawings illustrating the 
holders, together with a text page de- 
voted to factors affecting alignment 
Specification tables are included. 
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Add a big new intercom 
market to your volume 
sales picture! 


Direct-A-CALL 


2-TO-5 STATION TELEPHONE INTERCOM 


5-station system: RETAIL LIST $157 


op quality rivate t 


phone. Direct 
trick 
boards Dirnect-A-Ca 
is a lamp plug, wit! 


No tubes t 


CONNECTICUT TELEPHONE & ELECTRIC CORP 
144 Britannia Street + Meriden, Conn 








line of | 
and | 


Chi- | 


Does jobs no drill can do! 
up to 10 Times Faster 
than Boring! 


“HOLE-MAKER” 


Totally new — maximum rigidity 
no chatter!’ Roughs or finishes 
holes to exact size in FORG 
INGS, CASTINGS, BOILER 
PLATE, THIN STOCK, TUB 
ING; CROW NED, CYLINDRI 
CAL AND FLAT SURFACES 
One of 3 blades is alwa n 
the cut on odd work shapes 

smOootyD action even on inmtermit 
tent cut Use new HOLE 
MAKERS in radial drills, drill 
presses, turret lathes, portable 
electric Of pneumatic drills, et 

Excellent for trepanning and 
rough boring 1.D.'s in Tubing 
Castings, er a real production 
tool ' 

Holes i aver 

deflect — ui 

Cuts steels, plasts 

ferrous Mel as asnle 


5 ADJUSTABLE SIZES: Specify Straight Shank or 
M.T. 2. 3. 4. Other tapers on order. 
Models: I, 102 [2 | 304 405 | 506 
Capacity: [1” to 2”[2” to3”|3” to 4” |4” to5”|5" to6 
Order from your dealer or write for catalog 

ROBERT H. CLARK COMPANY 


9330 Senta Monica Bivd., Beverly Hills, Calif 














Upson Offers 
Screwdriver Display 


types and sizes 
mpanv has issuce 
y page giving pri 


new assortment 


BALL VALVES-S. Mors 
Co., York, Pa. has issued 
vering its new lin 
pcrated ball valve 
for shut-off service up 
contains techni 
] 


m valve characteristi 


Brochure 
dition losure tightnes 
ypcrating mechanism. Asseml 
sectional assembly drawings 


( luded 


GAGES aft - Pies Mfg. (¢ 


Woonsocket, R. I. has issued a i 


covering their “Com 
Included are 


no 613 


log 
pairator’ air gages 
specifications and size ranges of ai 
plug, air ring, and air snap gage mem 


DCTS 


PORQUE LIMITERS—A new eight 
page illustrated catalog (no. C1l4-54 
describing Torque Limiters has 
been issued by Morse Chain Co., De 
troit. The catalog presents complet 
design and operation information on 
this adjustable slip-clutch that pro 
vides automatic tection 
for machinery drives. Typical appli 
cations are listed in a table on th« 
back cover. 


overload pri 


HANDLING—A__ pocket-siz italog 
illustrating and describing its line of 
manual handling equipment has been 
issued by Kennett Equipt. & Ma 
chinery Co., Kennett Square, Pa. The 

italog details such products as pin 


AND YOU NEVER 
APPRECIATE 


HOME 
SERVICE 


FOR DISTRIBUTORS 


until you're really 
in a tough spot 


It’s easy enough to be happy, when 
your business in mechanical rubber 
goods goes along “like a song’. But 
the time you appreciate Home Rubber 
Service is when everything goes “dead 
wrong’. Then you can really smile— 


because 


Home Rubber has what it 


takes to take care of both ordinary 
and EXTRAordinary service situations 
... we have the goods, the where- 
withal, the facilities and the old know- 
how. In addition to which Home gives 
you mechanical rubber goods that are 
TOPS in quality, and have been so for 
73 years. Put that in your pipe and 


smoke it! 


Tre HOME 


SINCE 
1880 


RUBBER COMPANY 


Factories and Main Offices 


TRENTON 5, N. J. 
Branches: New York + Chicago + London 
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SERVING 
DISTRIBUTORS 
SINCE 
RUTHERFORD B HAYES 


BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam — Acid — Mill 

Chemical — Creamery 

Suction — Water — Air 

Jetting — Sand Blast — 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.O.” 


the original 
BLACK SHEET PACKING 





\ 








PHONES: 


New York - WOrth 2-4460 
Chicago - CEntral 6-060! 
Trenton - 5-6171 





WITT CANS 


re Longer 
.. Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT. . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers 


ASH AND 
GARBAGE CANS 
AND PAILS: 


5 Con Sizes—12 4, 16, 
20, 27 end 33 gal. co- 
pacity. 4 Peil Sizes— 
5, 6-3/5, 0% ond 10 
ga! 


ONY WASTE CANS: 

7 Sizes, 5 to 30% gol. capacity. 
Hand of foot-operated covers. 
Approved and labeled by Under- 
writers’ Loboratories, Inc., ond 
Associated Factory Mutual Fire 
Insurance Companies 


ROLLER CANS: 

ideal for storage and handling 
of liquids ond solids. 20, 27 and 
33 gel. capacity. Plain or corry 
gated bodies 
wheel casters 
covers 


lron of rubber 
Regular or flat 


OTHER WITT PRODUCTS: 


Underground Garbage Receivers, Hooded Cans, Hoist- 
ing Cans, Mopping Pails, Extra Large Refuse Cons, Con 
Dollies and specially designed Cons 


WITT CANS AND PAILS 
HAVE THE “RIGHT _ a 


Wear Cn 


“Originotors of the Corrugated Can" 


7 THE WITT CORNICE COMPANY 
! 2111 WINCHELL AVE. CINCINNATI 14, OHIO 


Please send me your FREE Catalog 


Na a ee ee ae ee 


| trucks, 


dye house trucks, condition- 
ing trucks, platform trucks, dolly 
trucks, round-cornered trucks, and 
other specially-designed trucks, racks, 


and containers. 


PUNCHES-—F. J. Stokes Machine 


Co., Philadelphia, has issued a small 





booklet discussing the firm’s line of 
punches and dies. A special section 
comments on material selection for 
the proper degree of corrosion and | 
abrasion resistance. 


WATER CONTROLS—McDonnell 
ind Miller, Inc., Chicago has issued 
1 catalog illustrating and describing 
boiler water level controls and re 
lated boiler safety devices. The cata 
log also covers many special adaptions 
formation and comparison data are 
ilso given 


Chicago Wheel Has 
Plastic Reference Book 


Chicago Wheel & Mfg. Co., Chi 
igo, has brought out a plastic-bound 
reference book grinding wheels 
manufactured by the firm. In addition 
iptive matter, the book presents 
speeds for all types 
and data on a 
small hand grind 


on 


to cde ScI 
data on operating 
of grinding wheels, 


cessones for use on 


Rubber 
released a 
catalog ts complet 
line of replacement valve bodies for 
pinch type valves. The items are 
manufactured in a variety of syn 


thetic | 


BODIES— General 
Tenafly, N. J]. has 


covermg 1 


VALVE 
( orp., 


paxze 


materials 


AIR-PPOWERED MACHINES 
Mead Specialties Co., Chicago 
issued a new catalog describing and il 


its line of air cylinders, ait 


has 


lustrating 
clamps, 
drill press feeds, 


workfeeders, vises, collets, 


column presses, etc. 
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BALL- 
BEARING 


GRINDERS 


CARBIDE TOOL GRINDER 


BALDOR builds a complete line of bench and pedes- 
tal type grinders (including the special Carbide 
Tool Grinder shown above). 6” to 12” wheels, bal- 
anced for smooth operation and precision grinding 
Ball-bearings in dust-proof housing are iubricated for 


BALDOR ELECTRIC CO. 


4364 Duncan Ave. ST. LOUIS 10, MO. 


SOLD 
THRU 
DISTRIBU- 
TORS 


Ask for 
Bulletin 
321-J 


olan MOST COMPLETE SOURCE 


mnt 
3 7 


SCREWS 


BOLTS NUTS 


WASHERS —- RIVETS 
FASTENING DEVICES 
IN ALL METALS 
STEEL @® BRASS 
EVERDUR © MONEL 
STAINLESS STEEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
MANUFACTURED 
ae) BLUEPRINT 
SPECIFICATIONS 
AUTHORIZED DISTRIBUTORS 
PARKER-KALON 
PRODUCTS 


SHAKEPROOF 
PRODUCTS 


KEYSTONE 


BOLT & NUT CORP 


aa 
‘= 


135 CHURCH ST ® NEW YORK 7 





= 


‘ 
: \" 
wh ~ 
~ Pel " ANG ys 
A iS, \ 


ey 


CAN I BUY it ready-made? How long will it take to get it here? 
Availability and proximity are the parents of prompt de- 
livery, and they live in the house of your industrial distribu- 
tor. Bunting Bronze Bearings and Bars are among countless 
items immediately procurable from industrial distributors all 


over America. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items..With money-» 
saving convenience, he can supply hundreds of -different. sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 
for a Bunting 


Catalog which gives 
complete dimensional 


o and technical data. 
Bu nting 


BRONZE BEARINGS « BUSHINGS + PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop * Iron Age * 
Machinery + Mill & Factory + Southern Power & Industry + Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio « Branches in Principal Cities * Distributors Everywhere 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 


steel cutters . . . Right and Left hand Threaded Bushings 


for Automatic Tightening. 


EASY TO HOLD— Extra 


Weight well distributed 


for smooth handling. 


Fine Diamond Dressing Tools 


Also CALDER 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . 


GREATER PROFITS 
CLIPPER 


‘Constant Consumer Demand 
No Factory Sales to Users 
Nationally Advertised 

Y v Firm Resale Price Policy 

Y v Highest Uniform Quality 


} 
Through Authorized Distribeters 


Lancaster, Pennsylvania 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 
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‘BELT LACING | “S* | EQUIPMENT 
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Goodyear Provides 
Scale Model Demonstrator 


\ rotar\ 


one-third scale of a 


built to a 
regular three-inch 
Goodve il 


hose section 
section has been devised by 
lire & Rubber Co. to help 
in demonstrating. ‘The 
aluminum 
and is easily taken apart 
strate features of the fitting 

The model weighs only a little over 


. ile smcn 
hitting 1s 


instead of steel, 


hose 


made of 
to demon 


three pounds; a comparable unit of 
standard rotary with an 
fitting would weigh 109 Ib: 


hose end 


DUPLICATORS—“Quick Facts to 
\id in Selecting Die-Less Duplicating 
Equipment” is the title of a new book 
let issued by O’Neil-Irwin Mfg. C 
Lake Citv, Minn., telling of faster, 
more economical Wavs to form and 
fabricate material through the use of 
“Di-Acro” precision metalworking ma 
chines. 

According to the 
booklet 
both hand and power operated Di 
Acro benders, brakes, notchers, punch 
presses, red parters, rollers, and shears, 
and explains how they can duplicate 
parts to die accuracy inexpensiveh 


company, the 


gives a concise summary of 


NUTS 
Co., 
new 
load-carrving 


\fg 
issued a 
nuts for 
steel, 


sheets 


Penn Engineering & 
Dovlestown, Pa. has 
catalog describing its 
threads in thin 
copper, or aluminum 
features and 
installation pressures are described 


brass, 


Design recommended 





MOBILE FOOD MART 


A modern grocery store on wheels 
is providing the same service to farm 
families as the horse-drawn huckster 
wagon of 50 years ago, reports Food 
Engineering, McGraw-Hill publication 
The truck makes daily rounds of rural 
communities near Rome, N. Y., and is 
stocked with groceries and perishables, 
including ice cream and frozen foods 
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MODEL 400 
Mity-Midget 


MODEL 500 
Electric 


technica 
id whe 
Lhere’s 
immediate 
when the 


MODEL 600 


S04 Neations/3 Complete Line 


National has a complete line of portable 
sanders .. . air or electric driven with 
either straight-line or orbital action. Thou- 
sands of these machines are now being used 
in manufacturing and maintenance work. 
They have a proven record of reliable and 
efficient service, long life, ease of operation, 
and for giving the best sanded surface in 
the shortest possible time. See‘-how you can 
fit into National’s distribution system... in 


a profitable manner, of course. Write today. 


he 
KEEPING IN TOUCH wit citi 8s 





¢ 


sono NATIONAL AIR SANDER, INC., ROCKFORD, ILL. 
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Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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“Never mind the 97 rooms and 56 fireplaces. Has 


it got Campbell Chains on the drawbridge?”’ 


PERL RTS 
Jane i 
. = ¥ 


ge a, ae a 


Never take chain for granted. On thousands of 
jobs of hauling, holding and hoisting, there’s no 
substitute for reliable, long-lasting CAMPBELL 


CHAIN. 


Practically every business uses chain, for main- 
tenance, on the production line, or as original 
equipment. Increase your profit-per-call by 
selling CAMPBELL CHAIN. Write for your copy 


of our complete catalog. 


CAMPBELL CHAIN Company 


CAMPBELL 


Main Office, York, Pa. + West Burlington, lowa 
Portland, Oregon * Sacramento, California 
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CHECKING on prices, delivery, sched 
ules, Mr. Kunze finds liaison 
R. Marvin Mims, buver, pays 


inside backers-up—the buver, tl 
fice manager, sales manager, | 
clerk, shipping clerk. Get then 
understand your own and vou 
tomers’ problems and try to und 
stand the inside men’s _probl 
Don’t make it a one-way street 

How does this liaison work in p 
tice? Mr. Kunze tells of a custo 
calling in one day. He’s in a jam an 
needs 94 in. depressed center MX 
wheels with 24 grit, a 100 of them 
Chis particular item happens to | 
out-of-stock. But you had talked 
the inside men about this custon 
and his problems. The inside man 
responds to the situation by asking 
the customer if he could possibly 
some 74 in. wheels until they could 
obtain the 94 in. wheels. It would 
take only a day. He never thought of 
it, but sure, he could and get bus: 
on the bigger wheels. Failure to grab 
such opportunities means a lost sal 
because a customer in a jam like that 
will call around until he gets what he 
wants. In this case, everybody got 
busy and the customer had his wheels 
late the next day from a supplier’ 
warehouse a 100 miles away and the 
were in stock again. 

No, selling isn’t getting any ea 
but it could be a lot tougher 
just have to keep up with things 


y 





ELECTRIFIED U.S.A. 


Of the world’s electricity, 41.8 per 
cent is produced and used in the 
United States which has about one- 
thirteenth of the world’s population 
according to Electrical World, Me- 
Graw-Hill publication. 











Our 150 YEARS of combined CATALOG Exerceuce 


Plus Cooperation of over 7,000 Manufacturers .. . 


Ave £i]1/'A) when you buy your catalog from 
MCKEE, Inc. 


Carl! Strasser 
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Distributors’ repeat orders confirm, 
“You're in Good Company” when 
you buy your catalog from . . 


600 W. JACKSON BLYD. 
CHICAGO 6, ILLINOIS | 
be = " an am tite a te _»pw aoe ee neaeseaeg 
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li" NM Ail Plotting A 
° Profitable Course 
The Collis erty 28 
-TYPE CHUCKS | 


. . youl 

vas somewhat better 
operating time a semcetet Betics. 
you achieved higher 





than-average inventory 


to place vour own interpretat 
this fact, in the light of lo 
tions, your type of busin 
method of handling stock, a1 
MAGIC-TYPE CHUCKS of other considerations 

You can plot your 
Reduce production costs with Collis Magic Chucks. Now tools can be same wav on the other 
changed without stopping or slowing down the spindle. Boring, counter ind make some interesti1 
boring, drilling. reaming, tapping, etc., can be performed practically contin In plotting vourself on Chart 
acuny for example, you may very well un 
Let our 40 years of manufacturing experience help your customers select cover a costly small-ordei proble m 
the proper equipment for the job. that is, if the dot representing the 


ratio between vour annual sales and 


"Call COLLIS For Service” number of invoices billed falls much 


above the average-line. On the other 


peewee THE COLLIS COMPANY nowrmamm | tt aot mit 


Dept. A, CLINTON, IOWA vou're fairly efficient in billing: and 


shipping 








As mentioned above, the average 
line in Chart III is lower than it was 


7 CHANGE na in previous years. As disclosed by the 
nct 


¢ Annual Survey, there is no distinc 


FROM —* y/, ~ indication here of increased emplovec 
productivity. It's simply a matter of 


the number of emplovees remaining 


x § 
: 4 with *Potent 4 practically static last year, and sa 
° #.y 
Applied For wy climbing 
| = ~~ ee In Chart IV, the average-line steep 
A 


ened its slope, principally because the 

__ Readily Removable Terminal: does the trick! —_ | swmber of salesmen increased at a 
~<<—--""71 | greater rate than overall sales. Should 

the new salesmen acquire contacts 


and expericnce like the older men 





+ 


then thei productivity vill undoub 
edly increase 


TERMINAL GUARD 


AT FIN , * ° ee 
—_—— What's the Objective? 


FRONT NUT ELEMENT TERMINAL 


ALSO NEW! 
BRASS-SHEATHED Quick-change terminal can be removed in a second or two, 
ELEMENTS permitting replacement of element in a fraction of the 
aoa ae usual time. By simply depressing terminal guard at the 
finger slots, the terminal comes out in a jiffy — no longer 
necessary to fish element lead wires around terminal. 


Many distributors have used 


latter chart in laving out sales 


eee cae 


, 
Lhus, knowing the nu 


ren, a distribut 


a 


r-— 


hacl ] 
DACKWATCS, 


Write for catalog 
showing 40 industrial HEXACON — Industry's No. 1 Soldering Iron 


soldering irons of 


every type on ize) MEX ACON ELECTRIC COMPANY | 


there is no obligation. 
138 W. CLAY AVE., ROSELLE PARK, NEW JERSEY | 
et s ———_ ~ j 
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thing that makes vour 
ent from a typical indi 
yusiness in the next 
uu think your firm hews pre 
to the generally-accepted pattern 


Cn a ‘ i ] 
ind’ the scatter charts heipt 





NEW LINES 
taken on by 
DISTRIBUTORS 





Lodding Inc., has 
lowing distribut 
ture components 
e Western Tool & Supply C 
Oakland, Calif 
@ Precision ‘Tool Sales 
Los Angeles 
@ De Eugenio Tool Center 


Phoenix, Ari 


Mid-Island Supply Co., | 
City, N. ¥ has been 
| t ror P rter-¢ ib] 


on Hardware 
unt \ crn 


We're now located in a spanking new 
plant on Gravers Road at the Turn- 
THE pike (Delaware River Extension) in 


HARRINGTON Plymouth Meeting, Pa. This mod- 


ern, single-story building will permit 

COMPANY isto serve you and your many Peer 
Vakers of Hoists less Hoist customers still better. The 
THE TAX BITE since 1876 next time you're in the neighbor 

The trucking industry in 1950 paid PEERLESS PACKET HOIST © PEERLESS moveL¢ Host hood, stop in for a visit. A map ts 


a total highway-use tax bill of $1,225 SEARCAT ELECTRIC HOIST © MODEL O-B6aM TREY available. Write for it today 
271,000, not counting regular income 





and other general property taxes 
| 

Fleet Owner, McGraw-Hill publication Gravers Road 

reports at the Turnpike 


Plymouth Meeting. Pa 
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WNROT BUY Do You Remember? 
you CANNOT SELL (Answers are on page 194 
better pipe couplings 





When floodwaters made this distri ak > boz -veral davs in 
a riverside city? 


HARRISBURG SEAMLESS 
STEEL PIPE COUPLINGS 
made to A.P.I. and A.I.S.1 


Specifications 


HARRISBURG DROP-FORGED 
STEEL PIPE FLANGES 


manufactured to 
A.S.A. Standards 


Write today for Catalogs and 
current Distributor prices on 
Harrisburg Couplings and Flanges 


HSC .1D-2/54 


1@1 Years in PENNSYLVANIA'S CAPITAL 


Harrisburg Steel 


CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


When these two gentlemen were together at the old stand? 
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LUBRIPLATE 
LUBRICANTS 


The introduction of LUBRIPLATE Lubri- 
cants established a new high standard 
for industrial lubrication. Now, a re- 
ently patented improvement in the 
rroduction of LUBRIPLATE results in 
ven greater lubrication efficiency. Under 

day’s operating costs, reduction of 
lown time, less parts wear and replace- 
ments, as well as lower power consump- 
tion, far outweigh any differential in the 
initial cost of LUBRIPLATE Lubricants 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Write 
for your free copy of the new and en- 
larged LUBRIPLATE DATA BOOK—a most 
valuable treatise on modern lubrication! 
LUBRIPLATE DIVISION 


Fiske Brothers Refining Co 
lewark 5, N. J. * Toledo 5, Ohio 


THEY BUY 
LUBRIPLATE ON 
PERFORMANCE 


In this day of highly mechanized pro- 
duction forced shut-downs of machines 
is nothing short of a calamity. Every 
user of machinery is greatly interested 
in ways and means of improving ma- 
chine operation and how maintenance 
costs can be reduced. Never before has 
this been of greater importance and the 
reason is chiefly due to prevailing high 
labor costs and expensive machine re 


placement parts due to wear. 


The old time slogan—‘‘Quality lasts 
long after the price is forgotten,”” surely 
applies to LUBRIPLATE lubricants. 
The Lubriplate salesman knows that he 
an prove his point many times over by 
relating the experience of other cus- 
tomers of his as to what Lubriplate 
lubricants are doing in improving ma 
hine operations, reduction of power 
onsumption and vastly decreased 
aintenance costs. That Lubriplate« 
ibricants meet these claims is attested 
to by the actual case history appearing 
n the advertisement alongside of this 
umn. Lubriplate lubricants possess 
xclusive and distinctive qualifications 
They meet every operating condition 
xists in every type of industry such 
loads, speeds, temperatures, steam, 
acid, etc. In addition, Lubri- 

late lubricants protect machine parts 
igainst rust and corrosion. Lubriplate 
tays put and a little goes a long 
way. When ail factors having to do 
ost of lubrication are taken 


with th 


ount Lubriplate can be proved 


st lubricant on the market 

you to introduce Lubriplate 

ints to every plant in your terri- 

ry that is not already using them. In 
30 doing you will be reflecting a real 
at the same time you are 

uilding a profitable repeat business 


for yourself and your company. 


(ADVERTISEMENT) 
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f a. 
"LUBRIPLATE, 
J, THE OUNCE 
2 
PREVENTION 


VULCAN IRON WORKS, INC, 
of Chicago, Ill. 








y, 





—a leading manufacturer 
of pile driving and 
extracting equipment 


‘“‘For many years we have used LuBRI- 
PLATE Lubricants for shop assembly, 
and have recommended them to our 
customers through your LUBRIPLATE 
Tag Plan. Our experience shows that 
if the proper lubricants are used from 
the beginning, there are fewer prob- 
lems and parts replacements later. We 
consider LUBRIPLATE to be the best 
possible ounce of prevention.” 

H. G. Warrington, Vice-Pres. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available LUBAIPLATE 
in grease and fluid densi- nore 


ties for every purpose... . 
LUBRIPLATE H.D.S. 

Moror OIL meets today’s 

exacting requirements for 

gasoline and diesel 

engines. 

For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘“‘LUBRIPLATE DATA BOoK’’...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 


Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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1954 CONVENTION IN NEW YORK (Cont'd. From Page 93) 


lwo 
the 


sent 


generations 
board, and 


d the J. I 


Meeting 0 


Walker 
W alter 


L.. 
Wellford, Jr., 
Dilworth Co 


Wellford, 


a 


chairman 


ot 


president—repre 
of Memphis, Tenn. 


Lobbying were Paul Lees (Standard Tool Co.); E. G. Cum- 
Mach’y Co., Atlanta; and 
Abrasive & Supply Co., Detroit 


mins, 


Cummins 


Fie 


Eric Daniels, 


Resting were George C. Strople (S. W. Card Mfg. Co.) and 
Milton J. Vidrine, Rex Supply Co., Houston, Tex. 


174 


Greeting each other are J. A. Proven (Porter-Cable Co.) and 
Rufus K. Allison, Industrial Hdwe. & Supply Co., Charlotte 
N. C., as R. K. Hanson (American Association) stands by 


ld Acquaintances And New 


Vela 
Flanked bv Chicago-Latrobe boys—M. O. Erickson and 
Frank Sullivan—is L. J. Boylan of the C. H. Tiebout Co.., 
Brooklyn, N. Y. 


Pe « 


Serious business is discussed by George F. Holland and 
William E. Loy, both of Union Twist Drill Co. 
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Listen To The Wise Birds .... And Profit! 


“TM STRICTLY AN 
ALUMINUM OXIDE MAN 
MYSELF ‘i 


“,.. SILICON CARBIDE'S 
MY DISH”’ 


“Now, As We Agreed....’ 


“Work requirements dictate whether we use Brigh boy compounded with ALUMINUM OXIDE or with 
SILICON CARBIDE. The big advantage is that whichever of these rubber cushioned compounds we choose, 


BLURRING, CLEANING, FINISHING, POLISHING, 


Brightboy can save us up to 50° in finishing time: 


IN ONE OPERATION!” 


MORE: Rubber-cushioned Brightboy is now obtainable not only more than ever! Brightboy’s unique, rubber-cushioned action 
in either the aluminum oxide or silicon carbide grain. but each that’s frequently the “final”. 


all the way 


achieves a fast, quality finish 
Brightboy’s action is not only an entirely new revelation in 
finishing. but also goes so far beyond other methods in versatility 


and adaptability that the difference will amaze and gratify your 


of these compounds comes in grain sizes ranging 
from extra coarse to extra fine, in soft, firm and tough rubber 
binders. Your customers have a Brightboy abrasive exactly 
‘matched™ to the job! customers, 


hn tien ins bland INVESTIGATE NOW HOW BRIGHTBOY CAN ROUND OUT 
YOUR ABRASIVES SERVICE, BUILD YOUR PROFITS. Write 


nd tougher competition, 
us for details. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., 95 North 13th Street, Newark 7, N. J. 
America’s Pioneer Manufacturers of rubber-bonded abrasives 


a a at ae ee 


the savings and the finish 
your customers get from 
Brightboy count for far 
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1954 CONVENTION IN NEW YORK 


Fireplace sixsome includes Mr. & Mrs. E. H. Cook, Mize Corner table group consists of I. A. Gill (National Twist 
Supply, Waynesboro, Va.; Lloyd Mize, Industrial Supply, Drill & Tool Co.); Mr. & Mrs. R. R. Wenger, Grand Rapids 
Richmond, Va.; Mrs. Jack Failing; Mrs. Lloyd Mize; and Supply Co., Grand Rapids, Michigan; and F. D. Lamb 
jack Failing, Chas A. Strelinger, Detroit. (National Twist). 


Party-Goers Make Rounds After Busy Day 


Smiling hostess pins carnation on Robert W. Crawford, Another busy hostess welcomes guests. Lapel belongs to 
brie Mfg. & Supply Corp., Erie, Pa., as corsaged Mrs. Craw- Miles M. Hapgood, Berkshire Mill Supply, Pittsfield, Mass., 
tord smiles approvingly. as Clyde Mansur (Simonds Saw) looks on. 


Family trio pose for cameraman—Mrs. T. R. Adams, Sr., We're here and happy about it, seem to be the feelings 
nd Mr. & Mrs. T. R. Adams, Jr.. A. V. Wiggins Co., expressed by smiling faces of Mr. & Mrs. R. W. McIntosh, 
Svracuse, N. ¥ Maddock & Co., Inc., Philadelphia. 
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Powell KONCENTRIK-FITTED Valves 


A Powell exclusive that eliminates welding, 


soldering, screwing, or bolting of valves and tubing. 


Powell Koncentrik-Fitted Valves provide a positive leakproof con- 
nection of valve and tubing. The ends of the valves are lengthened 
and threaded on the inside to accommodate the patented Kon- 
centrik Full Floating Seat and Tube Nut, as well as the tubing. 
The tighter the Tube Nut is pulled up, the tighter the seal. 

Powell Koncentrik-Fitted Valves are especially adapted for in- 
strument lines and for installations requiring thin wall tubing such 
as Schedule No. 5 or 10 

Available through distributors in principal cities in Stainless 
Steel alloys (304, 316 and 20), Monel Metal, Nickel and Alumi- 
num; and in a wide variety of types—Globe, Gate, Check, Needle 
and “Y” Valves. On problems or for descriptive illustrated circular, 


write direct to The Wm. Powell Company, Cincinnati 22, Ohio, 


KONCENTRIK-FITTED 200-POUND STAINLESS 
STEEL GATE VALVE (Fig. /832-K). Screw-in 
bonnet, inside screw rising stem. Solid 
wedges regularly furnished; split wedges 
on special order. For corrosion-resistant 
tubing up to 1” O.D. 
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KONCENTRIK-FITTED 300-POUND STAINLESS 
STEEL SWING CHECK VALVE (Fig. 2345-K) 
Bolted cap. Metal or Teflon (on order) 
discs are hung on a 5° angle. For corro- 
sion-resistant tubing up to 1” O.D. 


KONCENTRIK-FITTED 300-POUND STAINLESS STEEL GLOBE VALVE (Fic. 2446-K- 
Sectional). Bolted bonnet; outside screw stem and yoke. Stem rises through 


bushing in upper yoke "Trade Mark Reg. U.S. Pat. Off. 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


hhh 
/ 
( 


7/ 





PS. This is juats one of many ads appearing im teading magasines that hal you sell POWELL VALVES! 
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1954 CONVENTION IN NEW YORK 


Enjoying cocktails are E. H. Cook, Mize Supply Co., Fall tales amuse Mr. and Mrs. J. B. Clark, Jr., Hollis & Co. 
of Texas, Houston; H. W. Rand, The American Supply Co., 
Alexandria; and Leo Breckenridge (Simonds Saw & Steel 


Co.). 


Joviality Underlines Hospitality 


Waynesboro, Va.; H. C. Grossman (National Twist); D. B. 
Schuler, Erie Industrial Supply, Erie; Mrs. Cook and Mrs. 


Schuler 


%, 


Waiting for the party to start are Mr. and Mrs. J. C. Cowan, 


Awaiting elevator are Mr. and Mrs. C. C. Krogh (Firth 
Alamo Iron Works, San Antonio, Texas, who greet friends 


Sterling, Inc.) and Mr. & Mrs. F. V. Maloon (Boston 
Woven Hose & Rubber Co.). 


from the sidelines. 


ce | 


& 


& 


Close friends in a cheerful mood are E. P. de Got (Chicago- 
Latrobe) and Mr. and Mrs. Lewis W. Gilbert, Screw 


Machine Supply Co., Chicago. 


Just arriving fresh from Michigan are Mr. and Mrs. O. F. 
Post, Jr., and Mr. and Mrs. C. R. Hale, both members of the 
Jennison Hardware Co., in Bay City 
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CLOSE-UP 7 VIEW of a 
HIGH SBFETY FACTOR 


Against Costly Piping Failures 


In power plants, chemical plants, refineries and other systems operat- 
ing at high pressures and temperatures, W-S Forged Steel Fittings 
help protect the large investment in operating equipment. They pro- 
vide a high safety factor against costly piping failures and plant 
down-time. They're drop-forged for high strength and toughness— 
the right combination of properties to withstand pressure, heat, 
shock, vibration and erosion. They're designed for extra strength, 
too—with extra heavy sections where you need them, And they're 
precision machined for perfect alignment. 

Make Watson-Stillman Forged Steel Fittings your standard for 
safe, reliable operation of plant equipment. To suit any service and 
fabrication requirements, W-S Fittings are available in both Screw- 
End and Socket-Welding types in carbon, stainless and alloy steels. 


Write today for informative bulletins. 


Sold Through Leading Distributors 


WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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1954 CONVENTION IN NEW YORK 


Comparing convention impressions are manufacturers A. F. 
Kennedy and George C. Moehlman (Henry Disston & Son) 
F. G. Titus, Northern Industrial Supply 
Saginaw, Mich 


Distributor group includes Mrs. Fred Casanave, Mrs. Joseph 
MicLaughlin, Fred Casanave and Joe McLaughlin, Casanave 
Supply Co., Philadelphia, and Mr. & Mrs. E. V. Wixom nd distributor 
Hayden Supply Co., Grand Rapids, Mich Inc 


Varied Activities Keep Conventioneers On Move 


New member of Southern association In town from nearby Elizabeth, N. J., A long way from home base is conven 
executive committee is L. D. Montague, are Mr. and Mrs. Frank W. Carey, of tioneer Loring FE. Lister, R. C. Duncan 
B. L. Montague Co., Inc., Sumter, S. ¢ Brodhead-Murphy Co Co., Minneapolis. 





Refreshments are in order for J. K. Beeson, Pittsburgh Gage 


Proudly displaying silver tray is outgoing president SIDA 
& Supply, Pittsburgh, and Paul Lees (Standard lool 


Ben Barker, Pye-Barker Supply, Atlanta, Ga 
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HARPER 


EVERLASTING FASTENINGS 


shew. ny 


Wd idday, “ 
he 
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~ 


H1S- 
Gulla 


—— 


> 5 tae . 
Mec: 


You're always 
with HARPER/FASTENINGS 


Greater Earnings— You profit two 
ways when you stock and sell 
Harper Fastenings [There's 
industry's growing demand for 
corrosion-resistant fastenings— 
pioneered by Harper. And, to this 
sales volume, add your higher 
margin on superior stainless steel 


and non-ferrous fastenings 


A Complete Line—To meet your 
customers’ toughest requirements, 
Harper produces a broad line— 
over 7,000 different items are 
available from stock. You can 
obtain bolts, nuts, screws, wash- 
ers, rivets and other fastenings 
promptly—in all types, sizes and 
corrosion-resistant metals. 


Established Leadership— Harper 
is the world’s largest exclusive 
producer of corrosion-resistant 
fastenings. A third of a century of 
metallurgical and engineering ex- 
perience—plus the latest manufac- 
turing techniques—assure your 
customers the finest in fastenings 
when you sell Harpe:. 


FOR FURTHER INFORMATION, MAIL THE COUPON. 
CATALOG AND LATEST DISCOUNT SHEET WILL BE SENT WITHOUT OBLIGATION. 


e BRASS 


e NAVAL 
BRONZE 


« COPPER 


¢ SILICON 
BRONZE 


¢ NICKEL 


e ALL STAINLESS STEELS 


e MONEL 


The H. M. Harper Company 


8219 Lehigh Avenue 


Morton Grove, Illinois 


Please send me: 


C) Catalog 


¢ ALUMINUM 


NGM. occcvvs , 
Company 


iddress 


0 Distributor’s Discount Sheet 


SPECIALISTS IN ALL CORROSION-RESISTANT FASTENINGS 


City.... 
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1954 CONVENTION IN NEW YORK 


Sitting is C. V. Pattison, W. M. Pattison, Cleveland, sur- Now I'll tell one, says W. P. Chatfield, right, F. Hallock 
rounded by L. C. Malugen (J. H. Williams), Nelson Stevens Co., Derby, Conn., as Mrs. Chatfield and Mr. & Mrs. M. T. 


Hunt (Macklin Co.) give their undivided attention to his 
story. 


Still Going Strong 


(R. R. Donnelley), D. W. Huff (Thomas Laughlin), J. B. 
Perkins (Williams) 


. 
; 
Tired feet get a well-earned rest as two conventioneers pause Old timers get together—W. S. Gardner (Chas. Parker Co.) 


for refreshments. Obliging the camera man are C. R. Martin Peter Thayer, Industrial Distribution, and Chas. T. Jordan 
and J. W. Marshall (The Mellowes Co.). and A. L. Meredith (Chas. Parker Co.). 


Slightly talked out at the moment are conventioneers W. D 
Starr and Harry Hooker of H. N. Crowder Jr. Co. in 
Easton, Pa 


Weather was fine except for slight precipitation on Monday 
but Leonard Dietz, Dietz Industrial Supply Co., Aurora 
Illinois, came prepared with raincoat 
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Industrial Distributors 


Know a 
when they see it! 


A few weeks ago, 
we announced our new 
Industrial Distributor 
merchandising policy and 
program on TEFLON Gasket and 
Packing Lines and the Spiral 
Wound Line. 


Did Distributors like it? 
They certainly did—as evidenced 
by their response, illustrated. 


If you haven’t gotten around to 
writing us—do it now and be sure 
of a worth-while sales territory. 
Address Harry Stott—General Sales CAMDEN 1 « NEW JERSEY 
Manager. 
FABRICATORS OF duPont TEFLON, 
Kellogg KEL-F AND OTHER PLASTICS 


Representatives in Principal 
Cities Throughout the World 
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1954 CONVENTION IN NEW YORK 


Mr. & Mirs. Fred W. Swanson, Jr., Globe Machinery & Bulletin board helped locate friends. Mr. & Mrs. Frank 
Supply Co., Des Moines, enjoy a family joke on their way Thompson (The Wm. Powell Co.) check on the latest 
to a party arrivals at the Waldorf. 


Conventioneers Thronged Waldorf’s Corridors 


Comparing notes on their programs are William T. Ryan, R. K. Hanson, retiring general manager of the American 
Cutter, Wood & Sanderson Co., Cambridge, Mass., and Association, is flanked by W. L. Parcell (Ridge Tool) and 
R. A. Modig (Holo-Krome Screw H. A. Buzby (Kevstone Lubricating). 


Phones were busy as visitors got oriented. F. L. Cahn, Dixie Badges are adjusted by H. P. Smith and Paul H. Hartshorn 
Mill Supply Co., New Orleans, La., checks reservations Melin Tool) and Alex V. Davies, Moore-Handley Hdwe 
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Vitrified Bonded 
Grinding Wheels 


8A-60 J8-V2 


. Save 4 f 


Example: Basic} price of a premium-price “White” wheel 7” x Y/2” x 114” 
is $4.78. Basic price of a BAY STATE 8A wheel of same size is only 
$4.10. SAVING IS $68 ON A SINGLE WHEEL... or 14%! 


W hat’s more . . . these 8A wheels give you fast, free, cool, cutting-action 
plus minimum dressing and long life. This means MAXIMUM ECONOMY 
for your tool grinding operations. 

8A is still another example of Bay State’s “Wheels of Progress!” 


+Basic prices are subject to discount. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S. A. 


h Off Ww h — Ch r h . P 
Branch Offices and Warehouses Chicago, Clevelond, Detroit, Pittsburg Send ter Mseratase ebteh 


includes listing of stock wheels 


in Conoda: Bay Stote Abrasive Products Co. (Canada) Ltd., Brantford, Ont. . j _ 
with proven specifications. 


‘ Manufacturers of. all ly pres of Quality sbrasive Products 
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1954 CONVENTION IN NEW YORK 


At the round table camera caught J. R. Coventry and W. F. 
Lowles, Cleveland Tool & Supply, Cleveland; A. E. Jamieson 
(S. W. Card Mfg. Co.); and G. H. Cherrington, Standard 
Machinists Supply, Pittsburgh, at one of many convention 
private parties. 


In another quiet corner at the convention Walter P. Schuler, 
Fisher Tool Company, New York, listens smilingly to James 
Y. Scott (Morse Twist Drill 


Three of a kind: A. C. Fellinger, B. FE. Hotvedt. and Forrest 
Spencer, all of whom are with Link-Belt Co. 


Camera interrupted discussion: Frith Armold, Alamo Iron 
Wks., San Antonio, Tex., E. L. Graham, A. H. Dunberg, 
Central Engineering & Supply, Passaic, N. J.; H. H. Gardner 
(Cleveland Twist Drill); and H. F. Ramsdell, Ramsdell 
Industrial Supply, Worcester, Mass. 


Some Business, Some Pleasure 


Flanked by Clyde Mansur and King Simonds (Simonds Saw 
& Steel) are L. G. Niehoff, L. E. Havekotte and C. W. 
Gebhart, Colonial Supply Co., Pittsburgh. 


In a quiet corner Bob Smith (Simonds Saw & Steel Co 
listens to L. A. Goldkopf, Masback, Inc., New York City 
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BUILD BUSINESS, ADD PROFITS WITH 
WEATHERHEAD HOSELINK 

SERVICE FOR AIR, OIL, 

HYDRAULIC, FUEL LINES! 


You'll Be Service Headquarters 
for Heavy-Duty Hose Assemblies 
with These Two New Units 





START NOW to build extra profits as 
Weatherhead Hoselink Service Head- 
quarters. Replacements for hydraulic, 
air, oil and fuel lines can be made up 
quickly and exactly to your customer 
needs. Get the facts on HD-1 and 
CS-10 Service Units by writing: The 
Weatherhead Company, Dept. I, 300 
East 131st Street, Cleveland 8, Ohio. 


5 © 


HD-1... Here's compact, convenient storage for up to 
350 feet of hose and 250 reusable couplings. Durable, 
all-stee!l cabinet. Sold unstocked .. . with either of two 
popular stocks ...orf your own selection of bulk hose 


and reusable couplings. Sturdy caster dolly and addi- 


tional top sections also available. 
CS-10...A new unit for cutting and skiving heavy-duty, 


wire-braid hose. Fost — cuts and skives in seconds. Sofe 
— shatterproof cutting wheel; guards to protect oper- 
ator. Accurate — insures square-cut end 


just the right amount of ovter cover to insure proper 


seating of hose in coupling. 
FIRST ~IN HYDRAULIC CONNECTIONS 
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1954 CONVENTION IN NEW YORK 


Congenial group includes M. M. Smith, of Penn General B. E. Jalbert (Bay State Tap & Die) helps John E. Mueller, 
Supply Co., Pittsburgh; William EF. Atchley (National Twist Manufacturers Selling Co., Trenton, N. J., orient his pro- 
Drill & Tool); Mrs. Smith; and H. M. Easton (National gram and locate friends. 


Music, Friends At Dinner Hour 


- . t 
. os 
or... 
Couple being serenaded at cocktail hour are Mr. and Mrs Festive table includes J. J. Klopp and W. A. Ferguson 


Fred A. Ellfeldt, of Fred A. Ellfeldt Co., Kansas Citv, Mo (standing) and Mrs. Klopp, W. J. Holtmeier, and Mr. and 
Music was everywhere at the Waldorf-Astoria Mrs. Fred Bishop, all from Standard Electrical Tool 





Distributor making a point is Lloyd B. Mize, Industrial Sup Congenial trio consists of H. L. McGregor, Jr. (National 
ply Corp., Richmond, Va., Gifford K. Simonds, Jr. (Simonds I'wist Drill & Tool); B. J. Cahill, Production Tool & Supply 
Saw & Steel) and Mrs. Mize listen Co.. St. Louis: and W. E. Atchley (National Twist 
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ais New Aeroquip Kit rrovives a tow cosr, 


COMPLETE, COMPACT HOSE LINE INVENTORY 


17-CELL KIT at ‘S | SOCKETLESS 


pangs FITTINGS AND HOSE 
sends at ASSEMBLE IN SECONDS! 


25 ft. of “44 LD. Hose 





111 Assorted Fittings 
RECOMMENDED FOR INDUS- 


TRIAL FUEL, AIR, WATER, LUBE 
AND OTHER FLUID LINES 


including 
Male Pipe 
SAE Male and Female neecauie CORPORATION . 2AcKSOm . MICHIE am 


end igaaalia iis: : ; Don't look for hose lines .. . 
eases MAKE THEM! With the new 
. asotle Aeroquip socketless fittings and 

eos + me ° =>. co. cay. hose kit on hand, it's quicker and 
12-CELL KIT mae easier. Just reel off and measure 
—- eA the hose, cut it with a sharp 

CONTAINS: ed Waa s +} be YY. knife, and push on the remark- 
Pin, RD ~* able socketless fittings. This kit 

25 ft. of 4" 1.D. Hose not only simplifies your hose 
80 Assorted Fittings at _  witoe es e, <. line problems, it assures quick, 
including . Te 4 ee on-the-spot replacements for 

:, : ~*~ * —" =i users of industrial hose lines. 
renee i ; 2 . Sell every one of your customers 
SAE Male and Female . > at > : a on the idea of stocking an Aero- 
SAE Inverted Male and ea f 4 AN é aoe . quip kit... you supply — 
a : rite 


and fitting replacements. 
\ 


a for distributor information. 


—_—_ Nn 





IT’S AMAZINGLY EASY TO MAKE HOSE LINES! 4 ) hy 


just PUSH Aeroquip £ : 
SOCKETLESS ig § B 
FITTINGS : am 


INTO THE HOSE 
. THEY’LL STAY ON! 











AEROQUIP CORPORATION, JACKSON, MICHIGAN 


SALES OFFICES: Burbank, Calif. « Dayton, Ohio « Hagerstown, Md. « High Point, N.C. ¢ Miami ‘ prings, Fla. « Minneapolis, Minn. « Portland, Ore. « Van Wert, Ohio « Wichita, Kan. 
IN CANADA: Pre Progress and Engineering Corporation Ltd., Toronto « IN ENGLAND: Super Oil Seals & Gaskets, Ltd., Birmingham 


AEROQUIP PRODUCTS ARE FULLY PROTECTED BY PATENTS IN U.S.A. AND ABROAD 
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1954 CONVENTION IN NEW YORK 


Mr. & Mrs. Morris Kobrin, Rockford Tool & Transmission Another party-time chat between Mr. & Mrs. M. Ellison, 
Co., Rockford, Ill., have a chat with C. Fred Duff (Morse Manson Tool Co., New York, and K. G. Orr (Goodyear 
I'wist Driil) Tire & Rubber). 


Convention Night at the Waldorf 


Mr. & Mrs. Jack Failing, Chas. A. Strelinger Co., Detroit, W. M. Walker and Mr. & Mrs. C. E. Fee, Montgomery & 
seem highly amused at something said by Albert L. Carr Crawford Co., Spartanburg, S. C., listen to interesting story 
(Morse Twist Drill) being told by James Scott (Morse Twist Drill). 


Cliff Kerst, Carter, Milchman & Frank Co., New York, and While Mrs. Daniels helps herself to dinner, Eric Daniels, 
Paulette Donb chat with Jim Herlihy (Morse Twist Drill). Abrasive & Supply Co., Detroit, turns to meet friend. 
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RECOMMEND ONE OF THESE 


AIR HOSE COUPLINGS 


Because they are so practical, convenient and economical in a wide range of 
indoor and outdoor applications, the two couplings described below will literally 
sell themselves to a great many users of air, gas, hydraulic, spray and water hose. 
Unequalled for quality and reliability, they will give the kind of service that can 
only result in repeat orders...over and over again. 


eae 


easenned sf ¥ > peer 
re . . . 


. 


. 


TO HELP YOU in selling more Dixon products, 


a consistent advertising schedule is main- 
tained in leading industrial trade papers, YY é Coupling Co. 
AG( 


directories, etc. Also, envelope stuffers and 


other direct mail material, covering most items, GENERAL OFFICES & FACTORY—PHILADELPHIA 272, PA. BRANCHE: iC 


cre available with your imprint BIRMINGHAM ~ LOS ANGELES - HOUSTON + DIXON VALVE & COUPLING CO. LTO. TORONTO 
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1954 CONVENTION IN NEW YORK 


Awaiting the arrival of a good meal are Mr and Mrs. F. L. 
Curtis, Horton Co.; and Mr. and Mrs. W. A. McCune, Jr., 
Horton Co. of Canada. 


Engrossed threesome is made up of W. W. Wasson (Flex-O- 
lube Div. of Meridan Co.); B. F. Reuther (N. Y. Belting); 
and Thomas Murphy (Alemite Div., Stewart-Warner Corp.) 


Every Corner Held a Congenial Group 





a 
a 
a] 


Exchanging greetings are Irving T. Atwater, Nott-Atwater 
Co., Spokane; and Mr. and Mrs. J. W. Lind, Oregon Supply 
Co., Fugene, Ore 


Refreshments enliven a friendly conversation between Mr. 
and Mrs. Harry D. Seigler Jr., The Cameron & Barkley Co., 
Miami: and Albert Taylor of the Charlotte branch. 


192 


Business occupies H. L. Gilliam (Wood Shovel & Tool Co.); 
R. B. Plumb (Keuffle & Esser Co.); and Robert L. Munger, 
Charles A. Templeton, Inc., Waterbury, Conn. 


Late afternoon chat involves Eugene J. Porter and John H. 
Simonds (Simonds Saw & Steel) and Mr. and Mrs. Robert 
R. Miller, A. L. Holcomb Co., Grand Rapids, Mich. 
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THERES A | 24 ¢ 
4 
E Working with Ordnance Plant 
Engineers, the Peerless Supply Com- 
pany, Inc., of Shreveport, Louisiana 
and Natchez, Mississippi, supplied 
15 Johnston Vertical Close-Coupled 


Pumps for a large Government in- 
FOR JOHNSTON PUMPS stallation in the area, Some of these 
units are recirculating cutting oil and 
others are used for cooling tower 


service. They range in size from 5 
to 125 horsepower, pumping from 


Look at these Ordnance Plant 100 to 2500 gallons per minute. 


Installations, for example... - y 
st Lah Ses rf ‘om 
2 es te eae 


— 
| 


= t 


~ h 
_ Pumped Throug 
Cutting Oil Is Fume Metal Chips 


This Johinston Returns Magnet To Remove 


Sn Tower. rae Water to Plant System 


: t 
Pumping Hot Water 4 Foundation 


Note Simplicity 5 , 

' Peerless Supply Company, Inc., is just one of the 
many industrial distributors who have increased their 
sales and profits by adding Johnston Vertical Industrial 
Pumps to their line. 


e 
lewill pay you TO INVESTIGATE JOHN- 
STON'’S PROVEN-PROFITS PLAN FOR INDUSTRIAL 
DISTRIBUTORS. Just mail the coupon today — there is 
no obligation. 


JOHNSTON PUMP COMPANY 
Bin “K,"" Pasadena 15, California 
() Please send Bulletin S-74 with 
details about your Proven-Profits 
Plan. 
: ; (1) Have your representative call, 
er Unit Returns Cutting Oil 


to Machines in Shops 
COMPANY 


NAME a 





Boost 





ADORESS 





_—_—— 
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the “CHICAGO’ line | 
of threaded products 
is a good line to follow | 


Answers 


(To Quiz on page 172) 





In Hartford, Conn., L. L. Ensworth & 
Son was at the mercy of the rampag- 


EE | The big flood of 1936 reached its 
ing Connecticut River that Spring. 


crest March 18-19-20 in Pittsburgh. 
\ 
There was plenty of emergency work 


Somers, Fitler & Todd Co. was close 
4 | for a distributor in the area, if he 





enough to the river to suffer damage 
but somehow kept operating. 

@ could get supplies through the sec- 

4 ond story window. 


This picture of G. Cheston Carey and 
Andrew G. Carey, now in Govern- 
ment service, was taken in May, 1933, 
at Carey Machinery & Supply Co., 
Baltimore. 


cle ee ee ee eee 
el eee ee oe ee le eee 


OT ET ; 
é Wes CAL . > 


* Less sales resistance because— 
“Chicago” Threaded Products have been known as a qual- 
ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs because “Chicago” 
Threaded Products assemble faster with less ‘‘on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. 


It’s just plain good judgement to recognize that “Chicago” Threaded 

ucts offer you a better line to follow “all down the line’’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago” Threaded Products, write for samples 
and full details today. 





D-A-T-E-§ 
TO REMEMBER 





Aug. 30-8—Do-It-Yourself Show, Pan- 
Pacific Auditorium, Los Angeles. 
Sept. 28-30—Ninth National Indus- 
trial Packaging and Materials Han 
dling Exposition, Coliseum, Chi- 

cago. 


story of the “Chicago” complete line of 
threaded products. Ask for your copy 


This new 36 page catalog tells the whole 
{ today. 


XA N HEAL 


CAP SCREWS 


All “Chicago” Screw Products come 
packed in strong, easier-to-see packages. 
Color coded labels mean faster selection, 


Sept. 28-Oct. 1—Iron & Steel Exposi- 
tion, Public Auditorium, Cleveland. 
Oct. 3-6—National Hardware Conven- 


greater savings of time in your stock- 
rooms. 


tion, Atlantic City. 
Dec. 2-7 National Exposition of 
Power & Mechanical Engineering, 


Commercial Museum, Philadelphia. 
1955 

March 14-18—Western Industrial Ex- 

position, Shrine Auditorium and 


Shrine Exposition Hall, Los An- 
geles. 


HIGHLIGHTS OF THE CHICAGO LINE: 

* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

* Larger size Hexagon Head Cap Screws than normally stocked 
are available for immediate shipment. 

* Anti-corrosive “Chicago” stainless steel and brass fasteners 

in a large range of sizes and styles 
available for immediate shipment. 


CHICAGO St ees 


T4°14'M4*)..12:1, hM 2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 





AIRBORNE TUG 


Latest idea in helicopters is a 
‘copter tug, Aviation Week, McGraw- 
Hill publication, says. Plan is to use 
‘copters to snag a plane in flight and 
lower it to the ground after the plane's 
engines have been cut. 


or . 
4 te 


“SAFETY PLUS” Socket Set Screws, alloy and stainless + Socket Head Cap Screws, alloy and stainless, Flat Head, alloy 
* Socket Head Stripper Bolts + Socket Pipe Plugs +. Square Head Dog Point Set Screws « Socket Keys and Key Kits « 
“CHICAGO” Hexagon Head Cap Screws, bright, heat treated, stainless and brass « Square Head and Headless Set Screws « 
Fillister and Hat Head Cap Screws + Milled Stee! Studs « Hexagon Nuts, steel and brass « Castle Nuts « Taper Pins 
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The Buyer Looks UPSON- WALTON 


a 
AN 
at Business now appe ——— ADVERTISEMENT 
hel ering in trado 
P sell Magazines o 


Your customers on U-w quality 





Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 
Heavy-duty, drop-forged 


Improvement Is Moderate hoist hook—free to swivel 


Gradual improvement in general , or 
industrial activity continued in May sennaneest 
at about the same moderate rate as in 
April, in the opinion of the majority Yoke drop-forged for 
of the N.A.P.A. Business Survey Com 

strength and safety 

mittee. For the third consecutive 
month, those reporting increases in 
orders and production top the de +H 
creases by a comfortable margin. May 
shows the lowest number reporting H h 

eavy sheave rim and 
decreases since last June. Industrial 
material prices are firm but have 
failed to follow the trend to strengthen 
what was reported in April. The price 
softening appears to be in the fabri 
cated items more than in basic mate 
rials. Purchased material inventories, 
though still on the down trend, indi 
cate that correction has been com 
pleted by the majority, as 64% report 
holding to present or moderately in 
creasing stocks. Employment trend 
is slightly up. Buying policy is of a 
conservative short range, and is ex 
pected to continue that way with the 
existing easy availability of materials. 

Over-all, the statistics and the com 
ments reported show purchasing ex 
ecutives, baring strikes or interna 
tional disturbances, to be optimistic 
for a steady, gradual improvement in 
industrial business for some time to 


tread sections 


Full-length, heavy steel 
straps 


come. 
See your nearby Upson-Walton 


5 » " distributor for (1) experienced 
Prices Not too Strong e (1) exp 
recommendations, (2) demon- 
Industrial materials prices have stration of products, (3) quick 
failed to show the strength reported delivery from stock,(4) many other 
in March and April. The markets can- time-saving distributor 
not be called soft. Most declines are services. 
> ) > " > , t » Cc = 
= = in the aa ited products Complete catalog of 
here e > al g - ; 
where = compe voy is ¢ — Techda Miaka aaah. 
gins . ye ade 
marginal concessions to be made in INTERCHANGE- able on request. 
moving stocks of maintenance and ABILITY — yoke- 
other nonproductive supplies. Basic hook assembly 
materials prices are considered firm easily exchanged 
: Jor shackle. 

at this time, and no sharp movement 
either way is looked for in the im- 
mediate future. 


THE UPSON-WALTON COMPANY 


Unworked purchased material in 12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
I , — NEW YORK ‘ CHICAGO . PITTSBURGH 
ventories continue the down trend, 
but at a much slower pace than during MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS—ESTABLISHED 1871 


Inventory Downtrend Slower 
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WHICH V-BELT 


Should You 





% In this way V-Belts can be made up 
in any length to fit any drive the fast 
economical way — V-Belts that per- 
form exceptionally well. Don’t dis- 
appoint customers—help them avoid 
costly delays. 


In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just one strong joint... stretch and 
follow-up maintenance are reduced to 
4 minimum, 


INTRODUCTORY V-BELT 
DRIVE UNITS 
contain V-Belt- 
ing, Fasteners and 
Tools — every- 
thing you need in 
one compact 
package to make 
up V-Beits quick- 
“ly. Available in 
sizes A, B, C & D. 


ALLIGATOR 


Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicage 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 


the past several months. There has 
been a slight increase in the number 
reporting additions to stock, and a 
substantial increase in those reporting 
no change. General comment is that 
inventories can be held at a low point 
because of short procurement lead 
time and large warehouse stocks of 
many items. A few report taking in 
extra steel as a hedge against a steel 
strike. ‘Turnover ratios are much bet- 
ter with lower stocks and frequent re- 
placement. 


Fewer Declining Payrolls 


Ihe lowest number, 27%, since 


last September, show declining pay 
rolls in May. Most of these are the 
result of a reduced work week or 
temporary furloughs. As against this 
trend, several report rehiring of lay- 
offs of January and February. Re- 
ports indicate improved labor-manage- 
ment relations, with strike agitation 
not receiving employee approval. All 
classes of labor are available. 


Buying still Conservative 


Still conservative and _predomi- 
nantly in the “hand-to-mouth” to 
60-day range. Upward escalation of 
prices has almost disappeared except 
in large capital equipment contracts, 
and price decline protection is more 
freely offered. While Purchasing 
Agents are mildly optimistic, it is 
expected that a short-range procure- 
ment policy will continue so long as 
most materials remain easily available. 


Specific Commodity Changes 


The “downs” were more in num- 
ber than the “ups.” Nothing of great 
importance or degree reported. 

Up were: Brass and bronze ingot, 
petroleum, coke, burlap sacks, cocoa, 
shortening, scrap iron and steel, mer- 
cury 

On the down side: Acetone, alco- 
hol, automotive parts, carbides, coal, 
polyethylene bags, fuel oil, lumber 
mixed), wastepaper, some steel, tex- 
tiles. 

Hard to get: Nickel, wide flanged 
steel beams. 


Canadian Production Better 


Canadian order books have in- 
creased more than in the States. Pro- 
duction is a little better. Prices are 
about the same. Inventories are 
higher and employment is about on a 
par. Buying policy is somewhat more 
extended. In agreement with the 
opinions of buyers in the United 
States, Canadian Purchasing Agents 
are optimistic for continued improve- 
ment in industrial business. 
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* Hollow Set Screws” 
* Socket Head Cap Screws 


USERS AND 


PROFIT 


Users profit by the increased effici- 
ency Economy Screw Machine Prod 
ucts inaugurate in the plant—the 
distributors profit by the great num- 
bers used in plants everywhere. The 
income source is constant because 
plant men invariably repeat on 
their orders—the reason is the de- 
pendable service they know they are 
sure of when they use Economy Prod 
ucts. No unnecessary and expensive 
shutdowns — smooth-running assem 
bly. Keep step with user demand. 
Get details. 


DISTRIBUTORS 


ECONOMY 
PRODUCTS 


« Wrenches 


HOLLOW SET SCREWS* 


Made from high grade ALLOY steel 
and heat treated with great care 
to further increase their strength 
and durability. Made in Cup, Cone, 
Fiat, Oval, and Half-Dog types- 
sharp broached hexagon socket— 
clean die-cut threads. Adequate 


stocks on hand at all times. 


ECONOM 


MACHINE 


CHICAGO 30, 


* Headless Set Screws 
¢ Stripper Bolts 


PRODUCTS CO. 


ILL. 





Ar DETROIT STAMPING COMPANY 


332 Midland Ave. + Detroit 3, Mich. 














-—---—>-~—---——~4 


‘ANNOUNCING 


DESMOND’S NEW CATALOG 


FROM THE 


ov» FILES + 


25 YEARS AGO 


of grinding wheel dressers & cutters 





poll of 19 prominent distributors 
throughout the country proved that 
the traditional “summer slump” 
is largely a bogey. The majority 
said sales in summer were un 
ffected—some lines dropped but 
‘thers increased in volume. Many 
wever, used sales contests and 
pecial promotion to jack 
tain lines. 


; + +} 


Me must bear in min iat th 
vord service has been videl 
ised, and still more widely abused, 
that it has no real meaning until 

is individualized and made to 
tand for specific things r. N 
Beckman, Professot of Mla ketin 
Ohio State University 


cal distributor groups w formed 
n Cincinnati, Milwaukee, Mem 
his and California followin 

dustry leaders’ stress on local group 
ction at the Triple Convention 24 pages of information on dressing and truing your grinding wheels 
with a complete listing of all of Desmond's many types and sizes of 
dressers and cutters. A worthwhile reference catalog for all users of 
grinding wheels. Ask your Industrial Distributor for a copy of 
Desmond's catalog No. 75 or write to THE DESMOND STEPHAN MFG 


CO., Urbana, Ohio. 


Farquhar Machinery Co., Jacksonvill 
Fla.. completed installation 
new steel vard. 


THE DESMOND-STEPHAN MFG. ©., URBANA, OHIO 


Another sales-building advertisement from 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Currv and A. W. Dillon cel Modern Machine Shop, Foundry, and other 
brated the third vear in’ business 
f Pacific Tool & Suppl ( Oak 

Cal. Mr. Curry credited su 

iwainst many obstac] to th 

t that ar had stre 


n small orders and assigi 
nen to cover industries rather tha | 
rritories —_—_— eee ew nr ew Sse 
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publications. Total circulation more than 
135,000. For steady repeat business— 


promote Desmond. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


a A a SE a as ar 








25 Years Ago (Cont'd) 


wi ag B a-gsarne orl Colcord-Wright Machinery & S 


TUNGSTEN CARBIDE | Co., St. Louis, remodeled its N 


TOOLS for Centerless Grinders Broadway headquarters to 


Pulver Machinists Tool Co., ¢ 
moved from West Lake St. t 
uarters on North Jefferso 





[The American Associat 
a committee to propos« 
ethics for tl ndustn 


WRITE FOR CATALOG Lynd-l irquhat WO., 


new {ual 


Standard thrufeed and infeed work sup- 

port blades available from stock. Prices 

on special blades quoted on receipt of Newly clecte« 

prints. Worn blades salvaged — re- can Associatiot 

tipped and reground. Belting Co., 

Baed I Adar Ol U 
SERRATED CUTTER BLADES Shop Equipment Co 

Serrations ground ofter heat treat for greatest accuracy. I quipm« nt Co., J. A. Webb 

For prompt quotes, send prints - or sample of blade Co.. and Wappat Gear W 

you are now using, and specify material to be machi:.ed. 


A nationwide survey for 1929 


WILLEY’S CARBIDE ymeleDe Co. sales in ilmost every indust 


ply lin running well ahead of | 


1342 W.. Vern r Highway Detrcit 1, Michigan 








“It is part of the salesman 


make as sure as possible that 





sold will be paid for when th 
come due’—T. M. Brown, Al 
Iron Works, San Antonio 


Designed Better 


| 
Fred W. Swanson, son of the p 


dent of Globe Machinery & Supp 
Better Co., Des Moines, had just era 
il 


ated from high school 


10 YEARS AGO 


Shermatt Gold Label” Nozzles 


Exclusive Leak Proof “Non Rising’ Stem Con- 
struction makes the Sherman “Gold Label" the 
finest hose nozzle ever made. 


@ Genuine Bronre Construction @ Streamlined 
@ Fingertip Adjustment @ Fully Gucranteed 
@ Eye-catching, Three-color Display Carton 


A Complete Quality Line 


‘ 

— yn 1 

a> sacl - 
ware 





BATTLE CREEK, MICHIGAN 


LAWN HOSE GOODS 
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10 Years Ago (Cont'd) 





Was ha ing 
idian distril 
1 handful 

the 

n the D 


80 MODELS 
9 TYPES 


BUDA RATCHET 
LOWERING JACKS 


BUDA RATCHET 5, 10 & 15-ton capacities . . . 
LOWERING JACK 9% to 24% inches of lift 


The general purpose jack with 
the special selling features! 


This is the jack you sell to industrial maintenance 
trial Supply Corp., Richmor men, machinery movers and construction men for 
was host to some 4V00 custom lifting, lowering and pushing. You sell the excep 
ind other guests at the gra tional safety with which heavy loads are lowered Uh. 
pening of its new quarte! t t] the light weight, compact design and great strength —~ > 

& Franklin Sts. Lloyd B. Mi of the jack. You sell the high lift, low closed height : Ratchet Trip 
pre sident, prov ided them with 1 and the versatile design that permits lifting with Jacks 
freshment ind Southern | f1 either the cap or the toe of the rack bar, with a toten Cap 
special cap shoe, or with a chain and hook or pear 
link. Depending on the customer's requirements 
laurels at the Eastern Hardw you sell either a hinged base (illustrated), or a 
fixed base model. Here's just another example of 


and 


J 


K 





Golf Outing went to Sam Allen 
Henrv Disston & Sons. winner: Ed Buda Jack versatility—from the service 
Neal. Nicholson File Co.: low a field-tested line that is complete and always gives 
| r( N. Nel you the model and capacity that is “just right for 
the job ‘ 
crew Standard Speed 

Learn what a Buda Jack Distributorship can mean Jacks Ball Bearing 
10 to 24 tons crew Jacks 


to you. Write today for all the facts 15 to 75 ton 


Ball Bearing Two Speed 
Journal Hydraulic Jacks 


THE BUDA COMPANY 15 te 50 tone 25 to 50 tons 
Harvey, Illinois 


Division Of Allis-Chaimers Manufacturing Company 
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/ROLL-A 


Hondle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or bock of 


ree! with 


ROLL-A-REEL 


Style A 2 
2,000 Ibs 
37.50 
Style 8 
4,000 ibs 
75.00 
F.0O.8. Cincinnati 


cap 


low slanted tront and 
positive front lock 
loading 


cap 
insure quick 
or unloading 


Eliminate 
bersome handling 


jocks, cum 


Carried easily 
to reels, job 
or storage 

Sold through 
wholesalers only 
Write for details of job 


Ling propesition Gen 


erous discounts 





-REEL 


1100 SYCAMORE AT CENTRAL PARKWAY 
CinNCiNNWMAaATI 2. OWIO 








200 


ety 
oF VU 


10 Years Ago (Cont'd) 





Donald Nelson, production czar, threw 


1 damper on businessmen’s enthusi- 
ism for speedy reconversion by an- | 
committee | 


nouncing to a Senate 
that war plants were still short some 
200,000 workers 


Control of Farquhar Machinery Co., 
Jacksonville, was sold by L. J. 
Larzelere to William L. Wahl and 
Chester A. Bolles. Mr. Wahl be- 
came president of the new corpora- 
hon 


celled 


hion 


Lewis Supply Co., Memphis, can 
its annual anniversary 
because of wartime, sent personal 

instead to friend nd us 


celeb 


notes 


tomers 


Clarence Mobley, Augusta, Ga., con 
tractor, purchased ‘The Augusta Mill 
Supply Co. from the interests rep 
resented by the McCloud Leather 
& Belting Co. of Greensboro, N. ¢ 


Young was named 


Harold M 
manager of the industrial supply di 
vision of the Murray Co. of Texas, 


A Better 
Welded 
CHAIN 


industrial 


general 


for every pur- 


pose, for every essential 
industry—-wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better they 


are better welded chains 


job because 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains . . 
Railroad Chain 


Vrite for the Wescc 


Industrial Chain Catalog 


WESTERN CHAIN COMPANY 
1819 BELMONT AVE. 


CHICAGO 13, ILL. 
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OBITUARIES 





Erling Wessel 


Erling Wessel, 
Hubbard & Co. 


Erling Wessel, 67, vice-president of 
Beall ‘Tool Division of Hubbard & 
Co., died Mav 18 in Alton, Ill 

Mr. Wessel had suffered from a 
ardiac condition for the past two 
vears but had continued his duties on 
1 curtailed schedule, planning to re 
tire sometime this vear. He had been 
vice-president and general manager of 
Beall Tool Co 1929 and in 
1951 was elected Hub 
bard & Co. 

Born in Oslo, Norway, Mi W esse 
was brought to this country by hi 
yarents as a child and spent his earl 
life in Chicago. He joined Hubbard 
& Co. in 1917 and represented the 
firm in various parts of the country 

Mr. Wessel active in church 
ind lodge work and was past exalted 
ruler of the Elks Lodge of Alton 

Surviving, besides his wife, are thre« 
Marvin P., of Pueblo, Colo 
Bertram E., of Hollywood, Calif 
Ralph, of Manhattan Beach, Calif 
ind Mrs. Phillip Bova, of Blooming 
ton, Ill. He leaves a_ brother, 
B. G. Wessel, of Chicago, and eight 
grandchildren 


since 


1 director of 


was 


sons, 


alse 


Charles R. Crane II. 
Vice-President 
Crane Il, 61. vice 
of Crane Co 


t his home in 


Crane Co. 


Charles R 
president and 
died suddenly 
Chicago. 

A grandson of 
founder, Mr. ¢ 


director 


May 8 


the company 
vorked for the 


rane 





firm 46 years. He started as an ap- 
prentice molder in the companys 
Chicago factory in 1908 and in 1912 
became superintendent of the garage. 
In 1916 he was made assistant gen 
eral superintendent of manutacturing 
Later he became assistant to the vice 
president in charge of manufacturing 
issistant vice-president of sales 
president of sales, ind in 193 
president in charge of Fur 
ition 

At hi 


DOTLIC' 
I 


de ith he had supe 
of the 
ind also handled 


company s 
special 
ustomer relations assignments 
During World War | he ser 
officer 


survived by hi ife, Ma 


in ordnance 

He is 
Baker Crane, and two ns, Robert 
Baker Crane issistant manag f 
Crane Co.’s Plumbing Sales Depart 
ment nd Richard Clement Crane, 


. 
iow with Hvydro-A 1 Crar ub 
} 


Harry M. Frecker, 
U. S. Rubber Co. 


Harry M 


ommodity 


l'recker, 50 il 
sales for the m« 
goods division of United State 
ber Co., died suddenly Ma 

A native of Passaic, N 
ecker attended Brook! 
nic Institute In 1922 he 
lerk in the Passaic plant 
York Belting & Packing ¢ 
Rubber Co. affiliate. He later 
uccession of laboratory and 
ment posts and in 1949 be 
clopment 
plant He 
modity sales in 1952 

He is survived by 


Ann Br wn I recker, 


+} 


managel if 


became manag 


ind tw 


Mrs. Harry Lee, 
Harry Lee & Sons 


Mrs. Mallie Lee, 65, w 
Lee, Harry Lee & Sons, Chicags 
Mav 9 in Mount Sinai Hospital 
Besides | 


husband, 


Harold Llewellyn, 


D. H. Lundeen & Co. 
Harold Llewellvn, Portland 


district manager for D 
& Co., manufacturers agent 
attle, Wash., died on April 
Portland, after a brief illne 
Mr. Llewellyn was 
of Woodburv & Co., 


] 
SdiCcS Mad 


Portland fh 


Millers Falls 
versatile No. 52 


0 


on a job that “couldn’t be done” 
with a power screw driver 


Driving tiny optical screws 
(.045” diam., 90 threads per 
inch) in delicate eye glasses - 
for years this operation has been 
considered impossible for a 
power driver. 

Yet today a Millers Falls No. 
52 is doing the job- quickly, 
accurately, safely- and saving 
64% in labor costs for a leading 
optical manufacturer. 
secrets: 1) Millers Falls 
patented, super-sensitive ‘‘Ad- 
justomatic’® Clutch, which is 
capable of controlling torque to 
inch-ounces. 2) Ingenious spe- 
cial fixtures developed as a result 


The 


MILLERS FALLS 
peciel a 


SINCE 


1868 
She Vleck OA Superiovtly 
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of Millers Falls wide experience 
in solving similar problems, 


Delicate or High Torque Driving 
—No Job Too Tough for Millers Falls 
Electric Screw Drivers 


Again and again, manufacturers 
have found the answer to 
more economical assembly in Millers 
Falls Electric Screw Drivers. What- 
ever a customer's requirements may 
be for delicate, feather-light 


faster, 


torque control or powerful, heavy- 
duty driving 
position to go after and get his busi- 
ness when you stock and push 
Millers Falls high-speed drivers. 
Let us send you full information 
on the exceptional sales and profit 
opportunities offered by Millers 
Falls Screw Drivers and the whole 
wide line of Millers Falls portable 
electric tools for production and 
maintenance. 
MILLERS FALLS COMPANY 
GREENFIELD, MASS. 


you're in an ideal 





dustrial supply firm, prior to joiming 
the Seattle firm, for which he worked 
the last two years. He served in the 
Navy during World War II and had 
previous experience as a salesman. He 
had been with the Woodbury firm 





Book Reviews 





TAX SHELTER IN BUSINESS 
by William ]. Casey and the lat 
Lasser, Business Reports, In 
slyn, N. Y. $12.5 
ope g subtitle 
cap screws—seft screws » Get Ri 


For the finest in milled-from-the-bar 


coupling bolts and milled studs 


DON’T GET STUCK, 
STICK TO THE ONES MADE BY 


Wt Ottomber Cor YORK, PENNA. 


Otfemiller products are sold through Mill Supply Houses. Write for free folder and price information. 





sia teenncmaciaaintin, 


‘W. A. WHITNEY | Carry oft 0991 F 
LEVER PUNCHES | y handy 





MODEL 104. Cor! 
one turn ol 
drawers wit 
lined, easy-to-k« an.. 1olds a full 
scale. 1934” long, i" high, % lee INTRODUC ADVER 
MODEL 105. A “king-size”’ chest for tools uy LISING, b rewster, H. K 
to 24". 9 drawer 1414°xJ2\4". Pakmer ai 

By the Makers of HUOT DRILL INDEX Graw-Hill Bi 10 

Write for Catalog Pages New York kK 


u lever punches ] Duilt for 
rvic pot beyond thei rated capac 
ties They or expertly designed and 
quality built. They meet every require 
sent of Sheet Metal and Maintenonc 
Shops. Since we began to manufactur 
Ww. A. WHITNEY Lever Punches in 
1908 industry hes shown ao morked 
reference for them. Neat, good-look 
"9 work ‘ the usual thing when 

WwW. A. WHITNEY Punches ore used 


7 your jobb 
nplete catalog 





W. A. WHITNEY MFG. CO. 


HUOT MANUFACTURING CO. 
i. RACE ST ROCKFORD, ILL 


551 North Wheeler St., St. Paul 4, Minn. 
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Convince YOURSELF in MINUTES 
* NEWS that it Pays to Sell... 


vsstesistem  PUNCH-LOK HOSE CLAMPS 


Continued from page 





tahiiching 1 re ; TP eemees > <r . 
tablishing Every dealer wants a repeater. 


; 


es 


| 
onnel policic 


} 


} , eeds t rm , Y . 
g future o lhat’s what Punch-Lok Clamps give 


Accuracy, Low Cost Needed 


you. Let this booklet show you 
the many uses your customers 
have for Punch-Lok Clamps 

and the reasons 

you should be 


selling them. 


"The Sign 
of a Good 
Hose Clamp 


=—_— = 2 ee a eS we ee oe oe ee oe oo 
Punch-Lok Company 
Dept. U, 321 North Justine Street 
Chicago 7, illinois ways ideas and 
P er 
rorship off 
Elected by Civie Group nf 
J C. Meck | | 
Wy Co., Bufalo, N. now,” 


Address 

















City 
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What's the secret 
of ZIP sales? 
ES) — 








ANSWER... 


Zip Machine Tool Accessories are made of 
high quality steel to withstand severe machine 
shop usage, but are moderately priced. 


Zip Products are a must on every distributor's 
shelf to insure prompt customer service 


Now packaged for your convenience 


Immediate deliveries from 
stock—any quantities 


GEO. ¥., SELTZER & CO. 


OREXEL ren 


Py eka 


‘op BRAZING 
WELDING 


Call Your Distributor or Write to 


L. B. ALLEN CO., INC 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 


@ Sold thru Distributors 
@ Send for Catalog 





BOB WEBER, stor 
Industrial Products, 
takes In some prod 

Hertle, of Linde 


manager, Davis 
Portland, Ore., 
t details from L. J 
Air Products Co 





Stewart-Warner 
Names President 


Bennett Archambault has been 
elected president ot Stewart-Warner 
Corp. succeeding James $. Knowlson, 
re-elected chairman of the board. He 
was also named a director 

Mr. Knowlson been board 
chairman 1934 and president 
1939. Other officers were re 


has 
since 
simce 
elected 

Ihe 
president and general manager of the 
W. M. Kellogg Co., with which he 
has been connected for nine years 
During World War II he headed ac- 
tivities in the European Theater of 
Operations for the Office of Scientific 
Research and Development under Dr. 
Vannevar Bush 


new president has been vice 


New York Firm 
Publishes Catalog 
lopping Brothers, New York City, 


has published a new 568-page catalog 
listing some 8,000 of its major items. 

The book mto ten 
tions, with colored dividers, by major 
It has an alpha 
betical index at the front and the com 
pany’s telephone number imprinted 
on each page. 

Founded in 1885 and incorporated 
in 1903, Topping handles marine, 
railroad and contractors supplies in 
addition to its industrial lines. 


1S divided see 


product catagories 


Heads District Sales 


Detroit Brass & Malleable Co. has 
named J. H. Silverman as Chicago dis- 
trict sales manager. 
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Creates new sales 
opportunities 


“MORE POWER 
PULLER" 














The many uses of the More Power 
Pulier creates innumerable sales 
opportunities for distributors’ sales 
men 


Highway Departments, Truck 
Lines, Railroads, Factory Mainte 
nance Departments, Ship Yards 
Drilling Contractors, General Con 
tractors, Utility Companies and 
many others now use More Power 
Pullers for all sorts of jobs. 


The More Power Puller requires 
no electrical or fuel connections— 
is operated by one man—is a com 
pact, light weight unit—is always 
ready for immediate use. 

It comes equipped with 20, 
30 or 40 feet of cable 
List Price $22.75 to $33.80 F.0.B. Factory 
Distributor and Dealer openings 
Write, Wire or Phone 


The WYETH-SCOTT Co. 


Newark, Ohio 











BIG ORANGE 


the New and Better 


Shackle Chain 


“HIGH 
TEST” 
Chain 


Available 
for Chain 
Sizes 4", 
5/16", 4%", 
7/16", ¥2" 


FORGED and HEAT TREATED! 


SAVES TIME—Can be attached any- 
where on the job. Only a pair of 
pliers required. 


SAVES EXPENSE—Strong and tough 
enough for use on “High Test” Chain. 
Will outlast several BBB or Proof-Coil 
Chains. 


EXTRA STRONG—Even the pin is 
made of hi-strength steel and heat 
treated. 


Order from your Distributor or Write 


MIDLAND INDUSTRIES INC. 
CEDAR RAPIDS, IOWA 











American Steel & Wire 
Names Boston Manager 
& Wire 


American Steel Division 
f United States Steel Corp. has 
named Frank T. Clarke as manager 
of sales of the division’s Boston office 
He suc ls A. N. Murdock, recent] 
retired 

Manager of manutacture! prod 
ucts in New York since 1949, Mr: 
Murdock has been with American 
Steel & Wire since 1921. He became 
1 salesman in the manufacturers’ cd 
partment in | 130, and ten rs later 
issistant manage vf the 
department in New York City. He 
spent the World War Il 
charge of the division’s Washi 
office. In 1947 he became 


} 


Was I imed 


d rolled strip sales in (¢ 


Department Head Named 


American Steel & Wi h 1D 
pointed Harold Christopher as man 
ager of its Manufacturers Products 
Department and Adolph A. Hirstiu 
issistant manager. 

Mr. Christopher has 
American Steel & Wir 
working in inside sales 
duties until 1945, 
1 Manufacturers 
He became 
department in 

eral months as 


whe 1 
Product 
issistant manag 
1948. H 


} f 


11¢ 
Dar secthhion of th 
roduction Authority in W 
Nir. Hirstius. who als 
mpany mM 1923, bec beat 
ifter various cler 
hie be 111i offic 
Manufacturers Produc 
World War II he 
Army in Europe 
Mr. Christopher and 


hoolmates in a Bre 
ho ] in the 192 


Russell, Burdsall & Ward 
Names Sales Executive 
George J. Ficken, Jr 


issistant general sale 


Burdsall & War 


named 
of Russell 
Nut Ce 
Formerly a salesman in N 
land and New York, Mr. | 


als erved the 


company i 
e posts Recently h 
ofhce manager at the 


irters office in Port Cl 


execut 
sistant 
he idqu 


N. ¥ 


District Head Named 
Tr} mpany has name Russell 
Hoeh] as district manager of its Phila- 


deipi office 


This Trademark shows fhaf you have 
the finest in drilling and anchoring 
devices when you use ARRO., 


Mbweys Fpreeyy ARKO 
=TnoSeecse 


ARROFIVUTE CARBIDE MASONRY DRILL fi 


RSS 


LAG SCREW EXPANSION SHIELD 


crit 


A-C-E EXPANSION SHIELD 


SPRING.-TYPE 
TOGGLE BOLT 


SPRING HEAD 


N 

Grate) a 
DOUBLE EXPANSION SHIELD Ait 
RIVETED HEAD 


ee _— 
TOGGLE BOLT 


Oa <) 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


O-E EXPANSION SHIELD 


MACHINE SCREW ANCHOR 


a 


THREE-POINT DRILL POINT 


a ————__}} 


FOUR-POINT DRILL POINT 


SE 


TWIST DRILL POINT 





LEAD SCREW ANCHOR | 


hu 
= 4 RUBBERGRIP 


! 
MAL-LEAD BOLT ANCHOR COE FONG CLSER 


See your industrial, hardware or electrical supplier = 


ARRO EXPANSION BOLT COMPANY id 


1230 Boone Ave., Marion, Ohio ‘ 
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Another 
Tough ’ HARGRAVE 
and e Sales 
Message— 
Fast to your 
i Customers 
Individually Tested 7 aoe 

SS ..—— — 
HARGRAVE Cold Chisels 


for all industrial applications 


Another 
HARGRAVE 





i? ~ — } 


. 








dependable, 
profitable 
repeat sales. 


Another 
HARGRAVE 
Sales Help— 
A 

complete line 
for every 
need in 
industry. 


HARGRAVE Rivet Busters 


for shearing, cutting off rivet heads, bolts. Work 
for which a regular chisel should not be used 


4 Sales Help— 
HARGRAVE Extra Long Cold Chisels To 
OS SS ee assure you 


HARGRAVE Cape Chisels 


for cutting or cleaning grooves, keyways 


HARGRAVE Half Round Chisels 





HARGRAVE Diamond Point Chisels 
for drawing holes, cleaning, cutting keyways 
grooves 





HARGRAVE Solid Punches 





HARGRAVE Drift Punches 


HARGRAVE Lining Up Punches 


— 


HARGRAVE Pin Punches 





I ee 


——— 


HARGRAVE Center Punches 


Another 
HARGRAVE 
Sales Help— 
Sales 
meetings 

for your 
Sales 
personnel 


Another 
HARGRAVE 
Sales Help— 
Easy to use 
Catalogs, 
Bulletins, 
etc., plus 
nationally 
known name. 
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Hargrave Clamps, Punches, Chisels, Masonry 
Drills are stocked and distributed by your 
Local Industrial Supply Distributor 


The Cincinnati Tool Co. 


4032 Montgomery Rd., Cincinnati 12, O. 


Ask your supplier for a copy of the 
complete Hargrave Catalog on Tested Tools 





Allen . Simms 
American Chain & Cable 
Opens Los Angeles Plant 


Ihe American Chain & Cable ¢ 
ofice. warehor 
plant at 2216 


has opened a new 
ind manufacturing 
South Garfield Ave., Los Angel 

Designed to improve servi 
Southern California, Arizona and 
uuitheastern Nevada, the 12,000 sq. ft. 
building includes a unit for the manu 
facture of various cables, brakes and 
controls supplied to the automotive 
ind aircraft industries. Stocks of the 
company’s other lines will be wa 
housed 

Allen L. Simms, a member of the 
sales staff of the company’s Aircraft 
Division, will serve as office manager. 
lk’. C. Mohr will be in charge of pro 


duction 


Black & Decker 
Opens Spokane Branch 
The Black & Decker Mfg. Co 


opened a factory service branch at 
N. 2706 Hemlock St., Spokane 
Wash., to serve castern Washington 
eastern Oregon and parts of Idaho 
The one-story building — has 

street parking for customers. James | 
Gamache, formerly at the comp 

Seattle branch, has been appointed 
service supervisor. ‘The firm now has 


in the U.S. and Canad 


on 


38 branches 


Former Sales Manager 
Promoted by Quaker 


Quaker Rubber Corp., diy 
Hl. K. Porter Co., Philadelph 
named Walter Murken as 
nanager 

With Quaker for 16 veat 

ently district sales manager for t 
Philadelphia area He will 
sponsible for planning and sched 


f all plant production faciliti 





Purchasing Magazine 
Honors Distributors H O R | ZO N TAL [ 


George T. Morse, Jr., president and 
general manager of Peden Iron & Stee 
Co., Houston, Texas, 
the lead article i Annual Dis 

tributors’ Issue of the Southwester1 
Purchaser recently 

he magazine honors ind 
tributors and oil field supply 
the special issue. Other 
rticles were Charles G 
Metal Goods ( 

( A. Cart 


ton 


Me Me, teed tet | ei re 
“OR BULK _ 
HANDLING.. 





that if inl 

1 
ess that exist 
ble, vet ofter 


irtially forgotten, is service,”’ | 
Service is definitel DI t . GRAVITY 
embled from hundreds of cor t 
arts. created by | urs an zo OR BELT 
nce ) tI ] ( vxt 


rted cff rt, < t 
nd operational planning.” \e 
he magazine it Mo DELS 
listributors’ part in tl thy 
momy and hailed th 
ge course in Indust 


rid se Te congeeehh You offer your customers the right 
th naan tad ke conveyor for every job when you sell 
Both customers and supplier 

oun Gee irticles a testin FARQUHAR CONVEYORS 

nials to distributors’ function 


Versatile Farquhar Conveyors they're backed by 37 years of 
offer you a complete line to Farquhar experience in conveyor 
solve almost every conveyor engineering—plus the complete 
problem! They're available ina _ facilities of the famous Oliver 
wide range of types and sizes for Corporation! For details on a 
portable, semi-portable and per- good profitable line to handle, 
manent installations. Gravityand write or phone: THE OLIVER 
power-driven models are avail- CORPORATION, A. B. Farquhar 
able—either standard or specially Division, Conveyor Dept. U-46 
engineered to your needs. And York, Pennsylvania. 





ce] SA'45°2 FILL OUT AND MAIL COUPON BELOW 
arguhar THE OLIVER CORPORATION, 


A. B. FARQUHAR DIVISION 


CONVEYORS Conveyor Dept. U-46, York, Pa. 
. a” Gentlemen: Tell me more about the sales potential ot Farquhar Conveyors 
POWER-BELT 
, AND FIRM 
BUSY RECEPTIONIST at B GRAVITY ADDRESS 
g Supply Co., Ba CONVEYORS 


Vins T i McG i 


NAMI 
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STRAINER for 
HEADQUARTERS | Jobbers 


—— 








) KECKLEY 


STYLE A—“ Type. Stand- 

ard and extra heavy flanged, 

flanged blowoff. 

ITYLE BY” Type. 

Screwed connections, screwed 

blowoff. 

STYLE C—‘Y” Type. 

Screwed connection, flanged 

blowoff. 

STYLE D—Basket Type 

Serewed or flanged 

/ Screens, perforated or wire 
STYLE A ; : 

mesh, in brass, steel, mone] 


or stainless steel. 


| you need in strainers! A complete line ready for fast 
delivery to satisfy your customers. Make Keckley your strainer head- 


quarters! Ask for Catalog No. 54C. 
oO. m. WECELEY COMPANY 


— 
er + Ch "go 6. Illinois J ) / 

\ ev ag sti a4 ae Ae 

4044 Sani, ‘SQif 


40 





@ You'll find it a logical move to make Universal 
your source of supply for this standard line 
Here’s why—you get quick deliveries—you sell 
top quality—you get full cooperation 
Big point in your favor—you are not required to 
carry stocks—simply shoot your orders to us and 
we will fill them with greatest speed. We carry 
the stocks, you sell—we both do well 
Note this—we h e 
sc agg ng ay You can sell all industrial requirements—we 
pared a very simple dis 
; offer all types, plus pressure hose fittings. 
tributor’s price schedule 


It’s Kalamazoo punched Write for a copy of our Technical Data Book, 


U-111 


and convenient 


UNIVERSAL metat HOSE co. 


2163 South Kedzie Ave Chicago 23, Ill 
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Gordon L. Wilcox 


American Allsafe Co. 
Names Sales Engineer 


American Allsafe Co. has appointed 
Gordon L. Wilcox as sales engineer 
in charge of the firm’s Syracuse, N. Y., 
office 

With Westinghouse Electric Sup 
ply Co. for the past six vears, Mr. Wil 
ox at one time managed his own 
business, a venetian blind company, 
in Syracuse. He served in the Army 
during World War II 

The Svracuse office of American 
Alisafe will serve as a regional ware 
hou John Z.amorski h iS b en 
named office manager. 


Minneapolis-Honey wel! 
Names District Heads 


Minneapolis-Honeywell Regulator 
Co. has e004 new branch man 
gers at Pittsburgh and Baltimore and 
reated a new district managersh p at 
Greensboro, N. ¢ 

Merritt EKusev, former head of the 


ympanvs Baltimore _ brancl 


i has 
been named to head the Pittsburgh 
ofhce, succeeding Ray Weikel, ap 
pointed to a supervisory post with the 
company’s Industrial Division in Phil 
idelphia. Robert S. Warnick, for 
merly a supervisory commercial sales 
man in Philadelphia, succeeds Mr 
Eusev as Baltimore manager 

Donald H. Hannasch has_ been 
named to the new Greensboro post 
The office was formerly under the 
direct supervision of the Charlotte 
branch. Mr. Hannasch has been resi 
dent salesman at Rochester, Minn 


Paint Firm Enjoined 

The United States District Court 
n Illinois has ruled in favor of Rust- 
Oleum Corp. enjoining Olo Paint 
Corp., Cleveland, from using the 
words “Rust” and “Olo” or similar 
combinations of letters in its trade- 


mark 








Carboloy Representative 
Retires in Philadelphia 


Fred H. Schonberge Philad 
sales representation for Carb 
partment of 
since 1937, has retired 

Mr. Schconberger was acti 


promotion 


he 


development and f 
training programs im cement d 


bide tool use and mainten 


stributors, customers and 


tional institutions for many 
He studied at Drexel Instit 
rked as mechanical engin 

Hess & Barker, Fairbanks (¢ 

Corp. bef 


B Underwood 
( irbolov 


Carboloy Manager Named 


Carboloy Depa tment has ap 
Edgar W. Engle as 


carbide products engine 


manage 


vy? 
mented 





T. J. MeCuistion 


Parker Rubber Division 
Names Sales Manager 


Parker Appliance ¢ ha 
nmv |. McCuistion a 
yf its Rubber Products D 
k A. Depatie, forn 
sales manage! 


( Ompany 


Michigan, 
the automobile 
Cleveland branch managet 


with special 
industn 


Products Co 
years, Mr. McCuist 
formerly with the Batelle M 
Institute of Columbu wher 
headed a research staff on 


hydraulic and fluid systems 
} 


cision Rubber 


past SIX 


ilso been a member of techni 
mittees on hydraulic 
for the Society of Automotive 
neers 


Mr. Depatie joined Parker in 1948 
He advanced from service department 


svstem 


Easier Pulling Means More 





SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 

- the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
and Re-Mo-Trol completely 
eliminate torque in removing wheels, 


Jenny 


pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 


tually pulls 75% easier, reduces set-up 


Can You Identify Him? 


Safety and Sales are his by 
words. He works in the Wol- 
verine state in a city that you 


drive south from 


Canada 
send us the 
butor 


gentleman's own 
tion, please 


WORLD'S LARGEST 
MECHANICAL AND 


RE-MO-TROL JACKS JENNY 
UTH-A-TOOL ROL-TOE 
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Win $10 by 
the first to wire, phone or 
name of this 
well-known industrial 
No guesses from the 
organiza 


=< SIMPLEX JACK SALES 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROi 
has remote controlled ‘‘center-hole’’ ram and 
puller. Torque-free pull quickly removes shaft 
on printing press (above). 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


Last Month's Winner 


Richer by $10 is 

Mr. J. W. Madden of 
enter Rex Supply Corp., 
being Houston, Tex., who was 
the first to identify Mr. 
Ashley DeWitt, Briggs- 


Weaver Machinery Co., 


distri 


Dallas, Tex., beneath the 
Alaskan hunting outfit. 





MFEGRS. OF INDUSTRIAL 
HYDRAULIC JACKS 


TEMPLETON, 
KENLY & CO. 


2523 Gardner Road 
Broadview, Illinois 





a message for 


the salesman 


on his way up 


Exhaust Units 
Ug U 
“ 


at 


Air Compressor Units 


If you and your company are looking for a 
increase in 
then this 


chance to show a substantial 


business this year—and next year 


message is for you. 


Because we can show you how to make good 
money by handling M & E quality spray 
finishing systems that sell for $200.00 to $200, 
000.00 and more per installation. 


We engineer and manufacture a complete line 
of spray finishing equipment and systems. 
Major units of the line are shown on the left. 
The standard items in our 66-page catalog are 


valued at well over one million dollars. 


Every Plant is a Prospect 


Every industrial plant is a prospect for M & E 
equipment. Applications include spray paint- 
ing. spray coating, air compression and ven- 


tilation. 


To sell these plants, we have developed a 
sales-building program that any distributor 
can put to work right now—and with reason 
able effort will begin to see tangible sales 
results during the first few months. 


We know these quick results can be accom- 
plished because distributors in every part of 
the country have proven it through the use of 


our plan 


The distributors we appoint will be backed 
by a strong national advertising program, 
factory engineering and sales training, plus 
the program mentioned 


above. 


proven promotion 


If this is the kind of opportunity you have 
been waiting for, write, wire or phone today 
for our new catalog and distributor plan. 


M & E MANUFACTURING COMPANY 


INDIANAPOLIS 5, INDIANA 


2565 WINTHROP AVENUE 


M & E MANUFACTURING COMPANY 
2565 Winthrop Ave., Indianapolis 5, Ind. 


Name 


Company 


Please send your catalog and distributor plan. 


Title 


Street Address 


City 


Zone State 
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1954 


manager to sales, becoming manager 
of sales for the Rubber Products Divi- 
sion in 1952. 

D. W. Holmes, vice-president for 
sales, said both management appoint 
ments are a step in the firm's expan 


ion program. 


Sales Engineer Named 


Parker Appliance has 
Kenneth C. Strait as 
in the Cincinnati and lower Ohio ter 
ritory, succeeding Gordon Miscall wh 
esigned recently 

Mr. Strait has been VICE 
engineer for Vickers, Inc., for the past 
> vears, W Detroit, Atlanta, 
Pittsburgh and Newark 

at 
KW 


Clev 


app* nted 


sales engineer 


mad sak 
' 
rking in 


will work under th 


Hollis 


} ] 
land di 


Pa ker 
ete frees 
Cincinnati 

Parker has appointed 

to handle its 
O-rings at 
Texas 


Airsco Rubber 
line of syntheti 
ibber Dallas and Fort 


W orth, 





George S. Chappars 


Robertshaw-Fulton 
Names Ad Manager 


George S. Chappars has been 
named to the newly created post of 
director of advertising and public re 
lations of Robertshaw-Fulton Con 
trols Co 
Recently 
& Grove, advertising 
Chappars has been 
with Armco Steel Corp 


Ketchum, Macleod 
wency, Mr: 


connected 


with 


also 


Spackman Made Director 


Harold B 
Lvon Metal 
, was recently 
Pvle-National 


mupment 


Spackman, president of 
Products Co., Aurora, 
elected a director 
Co., Chicago, e] 


iit try 








5. D. Brance 


Fort Worth Steel 
Names President 


\ 
\\ 


Babcock & Wilcox 
Opens Ohio Office 
| B ck & Wil 








FLAT HEAD CAP SCREWS 


BLUE DEVIL 
SOCKET SCREW PRODUCTS 


When vou sell Blue Devil Socket Screw Products. -— 
(Q 


you Can always be sure of better manutacture 
better performance, maximum all-round satisfac — 
tion. The Blue Devil line is a complete one, too STRIPPER BOLTS 
which is anothe good reason tor saying that 
whatever your customers’ socket screw needs help 
vourself (and them) to quality with Blue Devil 
Socket Screw Products! SOCKET 
SET SCREWS 
SOCKET SCREWS EXCLUSIVELY! 


(« 


To Handle Republic Lines 
: SOCKET CAP SCREWS | —A, 


Reput Rubl D S77 SOCKET PIPE PLUGS 


Cacety Cocxet Cerew Company 


6500 AVONDALE AVENUE * CHICAGO 31, ILLINOIS 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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Allis Chalmers Names 


lf you need POSITIVE PUMPING District Office Heads 


. Allis Chalmers Mfg. Co. has ap 
specify Wi *. 9 im <. pointed four new district office man 
agers in its general machinery division 

sales organization. 


R. H. Porterfield, newly appointed 
to head the Hartford, Conn., office, 


HERE'S no guess work has been manager of the company’s 
when you install Viking MANY Providence, R. I., office since 1946. 
VIKING 


pumps for moving viscous or Conventional He succeeds John E .Smet, recently 
semi-viscous liquids. The PUMPS | PUMPS named manager of the New I ngland 

imine and diecharce 5 iy region. Mr. Porterfield has also been 
me 9 = viscous | VISCOUS resident sales engineer at New Haven 


tion is positive and smooth eee cones f] | of semi-viscons Named to manage the Milwaukee 
LIQUIDS | LIQUIDS office is Aubrey Phillips, Houston dis- 


The Viking “gear within a trict office manager for the past eight 
i. 3 : | years and before that a sales repre 
gear” action and port design - - , sentative in Texas for ten years. He 
allows the material to read- : succeeds J]. H. Burrus, Jr., now man 
ily enter the pump. The non- me ager of the Midwest region. 
slip action of the gears forces j D. R. Boise, manager of the \ma 
the liquid out in steady vol- 4 rillo office since 1948, succeeds M1 
Phillips as Houston manager. M1 
ume. Boise has also worked for the company 
Investigate today, the : ~~ in —a Antonio and Washing 
ton, D.C. 


smooth. even flow of Vikings Succeeding Mr. Boise as Amarillo 
handling either viscous or thin liquids. To start, ask manager is J. C. Lovelace, a represen 
for bulletin 54SMM. tative there for the past several years. 


He has been with the firm since 1942 


VIKING PUMe cOMPAN init nines 


Allis-Chalmers Mfg. Co. ha 
John Gammell as director of ¢ 
training of its general 1 


flowing. 





division 

With the company since 
has supervised the division 
training for the past five y 
was sales representative in Philadelphi 
for the division from 1934 t 
when he was named chief of tl 
Production Board’s electri 
ment branch. 


Appointed to Handle Motors 


Allis-Chalmers has appointe M 
hawk Wholesale & Equipment ( 
Yuma, Ariz., to handle . 
motors, controls and transfor 
Yuma County. The Freeman | 
tric Co., Tuscaloosa, Ala., ha 
1 certified shop for A 


tery 
) 


Foot Control Leaves named 
Both Hands Free To Work Chalmers motors, controls and 
formers in ten Alabama counti 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this Management Clinic Planned 


fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 

hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, The Industrial Manage ment So- 

milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, cietv will hold its 18th Annual! Time 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- & Mot Stud iM . 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... = —— oe) — : — ment 

Territories Open for Diserit cad F R ‘ — - - — — Chicago, 

NOV. é oome 2, engineers 

W. R. BROWN CORP, 2657 N. NORMANDY AVE., CHICAGO 35, ILL. ind managers are expected to attend 

SPEEDY AIR COMPRESSORS a ee ; 
VISES + AIR REGULATORS - AIR FILTERS » PORTABLE + PAINT SPRAYERS Both exhibits and technical sessions 


AMERICA’S MOST TALKED-ABOUT VISE ire planned 
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R. A. Reese 


Standard Pressed Steel 
Names Representative 


Standard Pressed Steel 
named Robert A. Reese to 
in the New York territo1 
quarters in Rochester 

With the firm for the past six 
he has held posts in scheduling and in 
side sales and lately has been head of 
market research and sales lysi 
graduate of the Universit 
vania Wharton School, | 


: 
fighter pilot during th 


Beardslee Transmission 
Moving to New Quarters 


Beardslee ‘Transmission Eq 
( mg Island Cit N. ' 
move about August | from it 
I n 29th St. to 
m Jackson Av 
being reno 
vill pr le 


ympany has th 
to its sales staff, W 
nd John J. Gannon 
ind Richard Burne: 
| issignment 
he firm was founded 


' 
isiee, 1 


Advertising Award 
Won by Starrett 


Ihe L. S. Starrett Co. has won an 
iward from Associated Business Pub- 
lications for effective use of advertis- 
ing in industrial, institutional and 
professional publications during 1953. 

The citation was one of the two 
the company received this Spring. It 
won first place for direct mail in the 
annual advertising competition of the 
National Industrial Distributors As- 
sociation and Southern Industrial Dis 
tributors Association 


USE GENUINE 


CROSBY 
CLIPS 


your 
“SYMBOL OF SAFETY” 


When you see the Crosby Clip’s 
Red “U” Bolt, you know the 
“job is safe!’” Made of drop- 
forged steel and hot-dip galvan- 
ized, there’s an extra margin of 
safety built in! Insist on genuine 
Crosby Clips—available in all 
sizes. 
Wherever you are, there’s a 
Crosby Clip distributor. 


LOOK FOR 2 


qaret Man, 


ps "80, 


Crosby Products 


Division of 


American Hoist & Derrick Co. 


St. Poul 1 + Minnesota 
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This 
salesman 


makes 


208,000 


calls 


monthly 


for 
you... 


. telling your customers 
everywhere, in all fields, to 
ask for Genuine Crosby Clips, 
the symbol of safety on every 
job! 


Backed by the most com- 
plete merchandising package 
in the industry, more Genuine 
Crosby Clips are sold than 
any other drop forged wire 
fasteners! 


Ask tor your Crosby Clip 
order on every calli! 





YES 


there is an ALL-PURPOSE 


Your customers want one gasket materi- 
al or Cut Gaskets that can be used with 
complete safety wherever gaskets are re- 
quired. The one answer is DURABLA. 

Built-up of a thoroughly digested mix- 
ture of carded asbestos fibre with a small 
amount of special compound, this ma- 
terial is used for sealing of all oils, gases, 
alkalies, acids and hydrocarbons. With 
one material for all services, both you 
and your customer can cut down on in- 
ventory. 

Well known to experienced buyers 
everywhere, DURABLA Sheet packing 
is available in eight gauges. Gaskets are 
supplied in all sizes and shapes, accurate- 
ly machine cut. 

When you handle DURABLA, you in- 
crease sales and reduce your inventory at 
the same time. Send for price list, 
samples and descriptive bulletin. 


DURABLA MANUFACTURING CO, 
114 Liberty Street 
New York 6, N. Y. 


INDUSTRIAL 


DISTRIBUTION 


DM-5 
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Donn D. Greenshields 


Fasteners Institute 
Names Vice-President 


Donn D. Greenshield 
vice-president of National 
Mfg. ¢ has been clect 
dent of the Industria 
titutc 

Ihe highest elective 
members, the vice-pre 
Institute 1s awarded in 
outstanding service. Another 
executive, the late Charles 
pher, held the same post 
ilso executive \ 
tional 

Mr. Greenshields has been a vi 
president of the company since 1949 
He has served in both manufacturing 
ind sales for National since 1934 


Swanson Takes Part 
In lowa Convention 


Fred Swanson, Sr., Globe Machin 
ery & Supply Co., Des Moines, pai 
ticipated in the recent program of the 
Slst annual convention of the lowa 
Manufacturers Association. 

Mr. Swanson, with Dr. Neal Bow 
man, from the Chicago office of the 
NAM, was the scheduled speaker for 
the second morning of the three-day 
convention. 

Another member of Globe Machin 
ery, A. W. Baldock, was chairman of 
the National Association of Purchas- 
ing Agents convention held recently 
at the Conrad Hilton Hotel, Chicag: 


Wins Safety Award 


Firth Sterling Inc. has won the 
Award of Honor, highest safety awarc 
of the National Safety Council, for 
1953. During the vear the compan 
had only ten lost-time accidents, all 
of a minor nature, and completec 
1,778,915 man hours during a nin 
months’ period with no loss-time 











Rollway Bearing 


renee ATLANTIC toate 
4 Keys to More Flexible 
Metal Hose Sales 


nted engineering 





Eastern Sales Manager 
Named by Pheoll Mfg. 
Ni fe 





Named to Carborundum Post When son coll. Adentis Os 
Semon H. Stupakoff, { ible metal hose, you know you can 
f Stupakoff C & Mfg deliver —on time! Because Atlantic is 
hich was acquired ( geared for fast production and service to the 
rundum Co. early this y Distributor. 
ted a_ vice-preside I 
um. The Stupakoff 
s and other « mM] 
1 industn 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
... for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—swiftly! 





Atlantic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 

More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportatior pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metale—\%"-36” I.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 








riavkep ay custowers. «> MMIC aU OD 


ind R. I Hard r Sta 
( J. Paul Mur lent of 
Machinerv & Sut ( t 304 DYCKMAN ST., NEW YORK 34, WN. Y. 
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Cash (a...on the wide open 


oma PIPE SEALING MARKET 


KEY 
PIPE JOINT SEALING COMPOUNDS 
KEY GRAPHITE PASTE KEY-TITE PIPE JOINT 
for sealing lines carrying oils and high COMPOUND 


pressure steam 
for sealing lines corrying woter, gas, 


low-pressure steam 


For over 30 years these popular 
Key Pipe Joint Compounds hove 
proven themselves fast sellers, 





steady repeoters. Backed by hord 
hitting national advertising 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 





ee eer 
— 


CLOP? SEAMLESS 


WELLS GULLS 


The finest fittings 
you can stock and sell! 





Feo billet to tube to fitting . . . Globe 

welding fittings are manufactured in the Globe 
plant under exacting Globe requirements and 
subject to complete control at every step. Special- 
ized men and machines plus years of broad met- 
allurgical experience assure fittings that meet the 
most rigid specifications. That's why you can guar- 
antee customer satisfaction when you sell Globe 
Welding Fittings 


Get acquainted with the line that 
assures uniform high-quality seam- 
less welding fittings. Contact your 
nearest Globe sales office. 


For complete information on the 
finest welding fittings available 
anywhere, send for the Globe 
Welding Fittings Catalog. 








eland, Detroit, New York, Philadelphio 


Houston, San Francisco, Glen e, Ca 


“GLOBE STEEL TUBES ois Milwaukee 46, Wisconsin 
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L. C. Bigelow Moves 
Long Island City Branch 


L. C. Bigelow & Co., New York 
City, has moved its Long Island City 
branch from the 1100-block of Jac kson 
Boulevard to a newer building at 2424 
Jackson Boulevard. 

William Harris, former bran 
wer at Long Island City, ha 
promoted to an outside sales 
ment from the branch. Sam Gera 
now branch manager. C. N 
ilso works out of the branch 


ide salesman 





Frederick W. Lindblad 


Diamond Wheel President 
Attends Safety Meeting 


Frederick W. Lindblad, p 
United States Diamor 
recenth ittended 

ence on Ox cupation 

sored in W shingte 

| isenhowe! 

Currently serving nati 

man of the Diamond Whe« 

facturers’ Committee of the Industt 

Diamond Association. M 

has been active in publi 

dustry groups for several 

has also served on advisory con 

tees of the National Productio1 

thority and on panels of tl 
tional Academy of Sciences 


Worthington Names 
Pump Sales Head 


Worthington Corp., Harrison, 
N. J., has appointed R. K. Grobholz 
as manager of the Reciprocating Pump 
Sales Section at Oil City, Pa. 

With the company since 1943, he 
has been successively, test engineer, 
ipplic ition engineer for steam pumps 





...» quality plus quantity 


R. K. Grobholz 
er pumps, and P 

eadet 

ompany has nam 

formerly product 
on, as chief engin 
Pump Engineering De, 
it Oil City 


Power Pump Plant Moved 
\Vorthington recent 
ecipro¢ iting pow ) 
from Harrison, N. | 
itv, Pa., plant. | 
ind | 1 


ifacturing, sales rt 
divisions were include 
Officials said 
more space for tl 
it cl 


th 
I 


nd bring 
helds 
rocating steam 
be manufactured at H 


Air Products Head Named 
\\ 1 H W heel 
les manager of \W 
Holvoke W ork \ 


iI ooled ( 

Ompressors ind 
manage! I 

ipressor Division, he Bay State Taps produce threads of the 


sin ( utmost precision with a maximum of 
productivity. This dual quality of Bay State Taps... 


Ompany 


] + 


both ippiica 
is readily available 


precision performance. . . 
from nearby shelves of industrial supply distributors, 


equipment 
Noldet form 
\ tical Air ¢ 
eds Mr. WI] 
division j 
Sales Conferences Held Fe AY 


TAPS 


br ug! + vor ; ‘ 
manutactu i rut 
’ BAY COMPANY 
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STATE TAP & DIE MANSFIELD, MASS. 





vice president in harge of sales; and Two-Tone Color Sets 


I. J. Kehane, gener iles manager 
reek , 


ae 


off This New Texas House 
Moves Twin Cities Office rns 


Worthinet nm rp ha moved its 
l'win Cities district office to 807 13th 
St. South, Minnecapoli \W. M. Fine, 
istrict mana ud the move pro piAMOND IN 


ides new | ncitioned ace, 
| 


pusTRIAL SUPPLY CO. 


ith ample parkn isy reach 


f central M 


Industrial Sales Head 
Named by Alemite 


Phoma \l. Murp been ap a 
Diamond Industrial Supply Co. was founded in Lubbock in 1951 by A. D 


pomted man O ndustrial ile 
I , 
of A. .D Gugenheim Co., Amarillo. John M. Cannon is manager 


for the Alem ision of Stewart rem 
Warner Cory ling | Ralph 
Harris, who | listributor’ Minnesota Mining 





Vir. Shea, who joined th« 
or ¢ my br O . , 1923, became St. Paul di 
hip | | lubrication Names Executives eaeeitaie tn SURI inal 
yroduct mad iv cn in St. | Hes Manager m I és inc 
soit d 

Mr ! Cl i factor Detroit d 
i pt ! ab l 1 
industrial i] artment Ince lamed i s for the 
1947. Before joining Alemite, he was International Division of Minnesota 


1 lubrication engineer with Carnegic Mining & Mfg. Co 


~ 


Ilinois Stee] Corp. During World \lso announced w the appoint 


War IT he commanded a minesweeper s of B. B ntryman as VI Sales Manager Promoted 


tl 


| ; 


" rraduate of the University presiden purchasing; George 
eo sag ry | e . . a l Wochhol oll a R Minnesota Mining & Manuf 
oO g | also studie 0 ichholz, controller; anc 
t cago and a u rmour ! I . ng Co. has promoted Clare W\ 


; ( olog en, assistant treasurer } 
Institute of Technology Apes ; cll, onetime distributor sales 


iwer at Chicago, to automotive 

p PISTOL Ol LE RS manager of its coated abrasive 

= related products division. Sine 
TYPE he has been automotive trad 


wer at Detroit 





Flag Display Urged 

Ihe National Chamber ( 
merce, which is cooperating with 
American Legion in 1 Campaign, New 
Glon for Old Glorv, has urged busi 
nessmen to take particular pains to 


MORE FEATURES ee" } ' rect} 
: splav the national flag correctly on 
to make more national holidavs 


SALES for you! I 


Interchangeable spouts 





complete take down in 30 sec 
ynds for fast cleaning de 
tachable base or handy holder ee 
seamless bottoms mm 
fect seals for leak-proof opera 
These are only some 


in the K-P line 


K-P offers you a com 
plete line of 16 sizes 
from 6 oz. to 1 quart 
containers 


MANUFACTURING CO.) 2.2". 


MANUFACTURERS OF LUBRICATION EQUIPMENT 
1226 LINDEN AVENUE @ MINNEAPOLIS 3, MINN. 
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Robert W. Kerr 


American Machine & Foundry 
Names Group Executive 


Robert W. Kerr, 
American Machine & 1 
last January as deputy 
tive of its General Product 
i been named a _ divisior 
president and group execut 
General Products Group 

He will direct operations of 
of the company’s subsidiaries and « 
visions, including DeWalt Inc., Float 
Lock Corp., Cleveland Welding Co 
Leland Electric Division, and Wahl 
trom Chuck and Lowerator Divi 

One time executive vice-] dent 
of Plomb ‘Tool Co., Mr. Kerr wa 
president of Bingham-Herbrand Corp 
American Machine & 


ions 


before joiming 


Foundry 


Manufacturing Head Named 


American Machine & Foundry C 
has appointed T. R. Drever as di 
visional vice-president and 
manager of the firm’s 
charge of manufacturing 

Buffalo; Boston: Glen 
New Haven ( nn ind 
N. ¥ 


general 
manutacturing 
division, in 
activities im 
Rock, Pa 
Brooklyn, 


To Represent Diamond Calk 


R. G. Reimann has been named t 
the sales staff of Diamond Calk H 
shoe Co. He will contact the trad 
Illinois, Missour 
headquarters 
the past six \ 
tor General St 


. <.. (a 
the followi 
Karl Asn 
Co.. Nev 
] 








HEAD MILLWRIGHT STATES 


‘Rawiplugs have no equal. 


pull it from the wall. 


drill smaller holes) use Rawliplugs. 


RAWLPLUGS: Universal screw onchor for 
ony material. The original fibre plug for 
wood and log screws. 

] RAWL-DRIVES: Drives like a nail into a 
drilled hole. Holds like a bolt. Use only 
in hard materials 
RAWL-TAPERS: A machine screw anchor 
thot fits the hole drilled either by a new 
or worn drill 
RAWL TOGGLE-BOLTS: For anchoring 
any fixture or utility in hollow wolls or 
ceilings. 


SUPPLIER 





We have used thousands. 
collector to be torn down was fastened to the wall with 4" x 2” band iron, 
using six %” x 3” lag screws. We put a cable around it, thinking we could 
| am sure we put a ten ton pull on it and never budged 
it, and had to send a man up on a seat to take the lag screws out and they 
were as bright as when they were put up 25 years before." 


(signed) E. C. Snyder 
Head Millwright, Salina, Kansas. 


NO OTHER WOOD SCREW ANCHOR 
HAS a THIS PERFORMANCE ... 


NEVER BUDGED 


RAWLPLUGS 


AFTER 
@5 YEARS of USE 


This particular dust 


When you require maximum holding power and the least drilling time (you 


OTHER RAWL PRODUCTS 
FOR INDUSTRIAL ANCHORING 


Write for samples on your letterhead. 


RAWL CARBIDE DRILLS: Spiral precision 
tool for rotary drill or hand brace. Sizes 
5," to 142 

RAWL HAMMER-SETS 
threaded type machine bolt anchor 


Heavy duty 


RAWL-ANCHORS: For holding bolts per 
manently in materials such os concrete 
marble, stone, brick, etc. Heavy duty type 


RAWLORILLS: For drilling holes in all 
masonry. Easily sharpened. For hand and 
power dri'ling. 


[] DIMENSIONAL CHART of above products 


™FRAWLPLUG COMPANY, in. 


271 CHURCH STREET 
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WiltOmaiic 


a 
PowRarm power vises a 


work positioners | > 


«> 


. 
x 


es ) 


& PowRarm Work Holders 


> 


pe —- 


Walter F. Donaldson, Jr. 


Jones & Laughlin 
Industrial C-Clamps Automatic Machine Vises > . : 
Promotes Salesman 


Jones & Laughlin Steel Corp. has 
0 | ld we OW yOu 00 a | ippointed Walter F. Donaldson, Jr., 
is assistant district sales manager of 


the company’s New York City office 
With the firm since 1937, Mr. Don- 
ildson has been a salesman in New 


York since 195] He was attached 
1939 to 


The newest and most important progress in 
power vises for automation comes from Wilton 
Remember, there's a Wilton product for every clamping 
operation, and you'll sell more because they're made better 
Write now for a new free catalog. to the Detroit office from 
WILTON TOOL MFG. COMPANY, INC. 199] +s 
A graduate of Westminster College 


925 Wrightwood Avenue Chicago 14, Illinois ' 
poe - he served in the Army for four and a 


half vears 





Westinghouse to Expand 
Small Motor Division 


STANDARDIZED 
PRECISION BUILT The Westinghouse Electric Corp 
Wl D wv | U b S has announced plans for a new plant 
it Upper Sandusky, Ohio, for smaller 


sizes of fractional horsepower motors 


WE WOULD LIKE TO HAVE ) Construction will start soon on a 


20-acre site. The plant is expected to 


YOUR INQUIRIES FOR : be ready for production ometime in 
1955 


F. H. P. V-GROOVED PULLEYS a The building will cover about 60 


\. 000 sq. ft. and will contain machiner 
valued at $1,000,000. It will employ 











® The CENTRAL line has been used by 1 force of 165 
Charles C. Shutt, Small Motor Di 


vision manager, said the project was 
dictated by the need for motors with 
smaller frames. Adding facilities for 
the new types at the company’s pres 
ent motor plants would disrupt serv 
ice to customers of the standard types 
he said, so an entirely new plant wa 


Industry for more than 30 years and is 

approved by all belt mcnufacturers. Our 

products are known for three outstanding 
_ Precision-built Bronze 

characteristics . . . strength—uniformity Bearing Mandrels 

accuracy. We will guarantee utmost satis 

faction to your customers if you supply 

their needs from this line of precision-built, 


accurately-designed Pulleys. 
dec ided on 


Our catalog will give facts and we will 

gladly supply details as to sales repre 
sentation. Heads Brooklyn Chamber 

Selden T. Williams, vice-president 

DIE CASTING & of Scoville Mfg. Co ind genera 

CENTRAL MANUFACTURING CO. a manager of the company’s A. Schrad 

2935 W er’s Son Division, has been elected 

est 47th Street, CHICAGO 32, ILL. V-Grooved Pulleys president of the Brooklyn, N. ¥ 

Chamber of Commerce 
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Hanson-Van Winkle. 
J. C. Miller To Merge 


Hanson-Van Winkle-Munning Ce 
ind J. C. Miller Co. have agreed to a 
merger consolidating operations of 
both companies by the transfer of the 
Miller goodwill, assets and organiza 


tion to Hanson-Van Winkle-Munning 


. § Miller, of Grand Rapids, 


Mich., founded in 1920, is a manu 
facturer of buffing mpositions for 
the metal finishing industry. Hanson 
Van Winkle-Munning Matawan 
N. J., founded in 1820, makes ele 
troplating and polishing equipment 
ind ipplies ; 
G. H. Walgren, J. C. Mill 
ent, will continue { 
ons of the Miller 


ll for operations t 


Arrangements 

ude Mr. Walgret 
hairman of the 
firm, on the board 


Hanson-Van W 


Allegheny Ludlum 
Expands Carbide Plant 


dlum Steel ¢ 


produce! 


for tool and di 


Floor space of the form 
loubled and capacity of t 


7 


ncrea \) percent 
Arthur D. Deardorft wil 
the mpanvy in Illin In 


ind Io 


Bonney Names Engineer 


Bonney Forge & Too] W 
named O. E. Williams a ( 
design engineer in its to 
veteran of 16 vears’ 
i1utomotive, 
industries, he 
ment of new 
dustrial custome 


Scholarship Offered 


The Electro Dynamic Motor Gen 
erator Division of the General Dynam- 
ics Corp. is offering an annual four 
vear college scholarship to the n of 
in employee, based on compet eX 
yminations. The win 
for an engineering degre« 


lege of his choice 


Je) ww e7-Wy-\ hele 
THAT IS 


“ALL THERE 


* IN DESIGN 
°IN LAYOUT 
¢ IN COMPOSITION 
¢ IN WORKMANSHIP 
© IN PRINTING 
°IN BINDING 
° IN QUALITY 
° IN APPEARANCE 


@ Your Catalog is like your Salesmen 
Know-how and experience pay off in 
superior results. A Cuneo Catalog is a 
combination of your experience and ours 
—yours as to your particulor require- 
ments—and ours as to how to meet them 
With the quality features “all there” in 
a Cuneo Catalog, you can be sure of a 
hard-hitting, sales-producing catalog 
Have one of our catalog representatives 
call to explain how you, too, can benefit 
from our experience 


For the best in Catalogs—see Cuneo! 





Write, wire or phone 
BRoadway 6-5340 
Catalog Division. 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’). 


aus Tyres OF fr \ 
sTaimness STEES f AXE 


pasTerines 


Dies and 


T I 
WRITE, emplates 


WIRE or PHONE 
For YOUR CATALOG 


olay 


Class 3 Screws * AN WASHERS 

AN Drilled * Screw fittings 

Fillister Heads t s 316 and 
+ Popular package 8-oz. can fitted with 


Studs, Standard ——e = == : . : 
and Special 18-8), nipples, ew = Bakelite cap holding soft-hair brush Materials Handling Group 


Special Screw welding spuds * . for applying right at bench; metal sur- = 7 . . > 
Machine Products and valves face ready for layout in a few minutes. im Expands Education Program 
KS 4 The dark blue background makes the : 


— 


DATA SEARCH « 
h ott-Atwater 


Bi 


> P 4 Rive 
With DYKEM SIS 


xf = 
scribed lines show up in sh slie 1 
& qi o p in sharp relief, : I'he Society of In 


Stor Stainless Screws Have 


Clean, Bright—and—Shiny Heads 


prevents metal glare. Increases effi- = iH 
nad 
thik 


ciency and accuracy — ind M iter! ls ing 


~ 
} ; 


Write for full information nounced that its technical progt 


= \ xe broad in scop t seve 
STAINLESS scrrw co, =e THE DYKEM COMPANY B= _ will be broadened in scope a 
j . = Established 1920 = educational centers this year 
=: AR 12 
o¢ G =~) mory 4.1240 2305A North 11th St. © St. Louis 6, Me. Ihe short course co spons red t 
le 4.) 230 Union Avenue Paterson 2, N. J : th | niversif' Il] n 
= = bit IVCiS! U bLLLIUIS 


Direct NEW YORK Telephone: Wisconsin 7-904} : — —=- = : C] 
nicag 


— 


0, coinciding with the societ 


exposition September 27-30, will 


lea eeimnameill expanded to 18 technical sessions 
\ TIME © MANPOWER ATTENTION will have an additional study seri 
the damentals of materials 
: SUPPLY fundamen 
MACHINERY @e MONEY dling, with an advanced section < 
Hg MACHINERY * MONEY | DEALERS handling costs, work simplification and 


packaging topics 
\ Conveyor Conference is schedul 
tentatively this Fall by the Miss 
Kansas Chapter in cooperation wit 
the Society for the Advancement 
with o CLEMENTS -CADILLAC Thissenc ef) Management and the Universit 
, regular series of Kansas. ‘The Northern California D 


our equipment. Remove Z, . 
Bag ag Masagenece CLEMENTS-CADILLAC — it en 4 in 7 ai 2 : 
‘ SUCTION 1 rogTam 1 cooperation With ! 
sik 2 oe oe we i iain [ wha of Cal end ind the East 
eb advertisements in ern Division at New \Y 
leading industrial working with three universities on d 
publications. velopment of a regonal program. TT 
it is producing program of the Illinois Division 
live leads for our the University of [lin vill al 
° dealers. continued this | 
qa” Add this much-in- 
LAS SoRTABLE erect Ric demand cleaning 
Mri | tool to your line MER-MILK-MAIDS 
‘and you'll have a 
fast, profitable 
seller. 

















ork Cort 





-Suctio 
— ower-SU 
Combination BI LUSTRATED: | uP 


mADE IN 5 


Whale milk has three times as much 
butterfat and ten times as much pro 
tein as cow's milk, according to British 


WRITE FOR scientists, Food Engineering, McGraw 
ata DETAILS, Hill publication, reports. But who's 


going to milk the whales, the maga 
TODAY 


movers, tt 








zine asks, mermaids? 
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SHELDON 


CHICAGO 


CHECKING FREIGHT 
dock i Im pe rtant 

ma, Madse1 

th Amboy, N. ] 





Eutectic Welding 
Names District Head 


Robert F. Fox, district gineer for 
Eutectic Welding Alloys Or] . , 
Promoted fo distnct manager TE Pays to Sell What they Want 
ri . wunties , = . 
With the compan 
| ay Today’s machine tool buyers are looking for, (1st) 


1} CTVICing 
> ag ~ Bor 5 lly production capacity per dollar, (2nd) greater precision 
- ff lk rye Pig IS sl d closer tolerances, (3rd) more convenience. 
Hudson Counties in N Sheldon TS-56B Precision Lathes exactly meet these 
demands, (1st) They have sufficient capacity to handle 
the great bulk of lathe work—11}” swing, 1” hole thru 
spindle, 1” collet capacity, 35” between centers. (2nd) 


Gries Reproducer 
Names Representative 
Gries Reproducer ( p 
ated Cari Von tr 0 Spindle bearings are “Zero Precision” Taper Roller 
maid sal LaPort: I 
a — ind La Grange in hold their extreme accuracy. (3rd) Comes with 4-speed 


He will call on distribut hol V-belt underneath drive—has quick change gears, power 


cross feed and all standard quality features . . . is of the 


Bearings—can work to the very closest tolerances, will 


new lighter, faster, handier and less expensive type 
ati P » . : = ° . 
National Power Show precision machine tools, in such great demand today, 


Moves to Philadelphia . 
_ I for tool rooms, small part and second-operation produc- 
1) 2lst National Exp tion 
Mechan | ng 
Id thi ear in P 
f Ng VW \ TK ( 
+ in th a mer Sheldon Milling Machines and Shapers. 
uscum i 
f Mechanical engin« 


nced that ex! 


tion and general maintenance work. 


Write for Catalog shou ing Sheldon Precision Lathes, 


SHELDON MACHINE CO., INC. 


4232 North Knox Ave., Chicago 41, Illinois 
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HOT FORGED from solid, 
rectangular steel bars, de- 
lene and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-Ib. sizes Vg” 


to 2”, 











ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


Ib. service. yw, 














(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


anaes only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket w eld ends 
3000-Ib. and 8000-Ib. 


‘as ice. 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 




















224 


Tool Engineers 


Add Three Chapters 


The American Society of Tool En 
gineers has chartered new chapters in 
Youngstown, Ohio; Latham, N. Y., 
ind Lowell, Mass. The new groups 
idd 279 members to the Society and 
bring its total number of chapter 
to 115. 

Ihe Youngstown group, called the 
Western Reserve Chapter, is under 
the chairmanship of Donald Ziliox, of 
Brainerd Steel Division. Lisle | 
Morse, Ford Motor Co., is chairman 
of the Hendrick Hudson Chapter at 
Latham. Ralph I. Robbins, Vectron, 
Inc., is chairman of the Merrimac! 
Valley Chapter at Lowell 


Engineering Head Named 


Olympic Screw & Rivet Corp. has 
appointed Harry S. Brenner as di 
rector of engineering. He was for 
merly standards engineer in charge of 
fastener development for the Nav 
Bureau of Aeronautics 


To Sell for Wagner Bros. 


Wagner Brothers, Inc., has ap- 
pointed Alert Supply Co., Los An- 
geles, to handle its lines of electro- 


plating equipment and supplies 


7 
é 
|| 
: 


* BOLTS... NUTS 


Tittle... on 
sie ee 


RIVETS . SCREWS 


T 
~+.a century of 
progressinthe 

; Fastening industry. 
: ua For further information, 
= write 160 Canal Street 
<> _ => 


a - (—_——— PEE 


GLARK Bros Bort © 


MILLDALE, CONN 





Edward Valvemobile Starts Plant Tours 


Valves, Inc., has intro 
duced a display truck, “The 
Valvemobile,” to tour customers’ 
plants throughout the country. 

Now visiting Southern and South- 
centers, the unit 


Edward 
new 


western industrial 


will start North early this month. De- 


a complete classroom im 
utawa\ 


signed as 
steel valves, the truck shows 
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“ 


valves for the company’s complete 
line, color slides of the Edwards 
plant and research process, and illus 
trations of valve installations and 
operating tips. Space between dis 
plays in the truck seats 10 persons 
W. A. Oweiss, an Edward Sales engi 
neer, is in charge of the tour of the 
Valvemobile. 





MILTON HECK, man 
Mill Supply Co., N 


ror Wera i ! 


National Supply 
Elects 


National Supp! ( 
\rthur W MeKinne\ 

ceeding Alexander H. W 

mains as chairman of th 

icf executive ofhcer 

Starting with the compam 
\ir. McKinney served in vario 
nanagement posts and 
tive vice-president in 1945 
of World War I, he serve 
on the Industry Advisory Committec 
Petroleum Administration for War 
during World War Il. He serving 
his second term as president of the 
Diesel Engine Manufacturers Associ 
ition and is a past president of th 
Petroleum Equipment Suppliers A 
ociation 


President 


CCAINC ¢ 


cteran 


+ 
I 


Named Research Director 


Norman J. Cyphers has 
pointed director of research and de 

lopment of Boston Woven Hose & 
Rubber Co. Formerly vice-president 
ind technical director of Acme-Hamil 
ton Mfg. Co., he has also been con 
rected with Hewitt Rubber ¢ 


nical supervisor 


been ip 


To Handle Beryllium Lines 


Che Beryllium Corp. has app 
Brass & Copper Suppl 
to handle the firm 
Marvland, Del 


MIOTC 
’ 


ind rod in 


Virginia 


Hyster Starts Warranty Plan 


Hvster Co. has initiat 
warranty program on 
Officials said it is similar 
for automobiles 


Sell the Leadership Line 


of Safety Apparel 


VY Nationally advertised 


Y Nationally recognized 


VY Universally respected 


AFETY JOBBERS seeking substantial 


profits and repeat customers should sell 
only the Nation’s trademarked Leadership 
Line of Safety Apparel—Steel-Grip by 


Industrial. 


Steel-Grip by Industrial is nationally ad- 
nationally recognized ... 
versally respected. This is backed by 
Industrial’s know-how gained through 43 


vertised ... 


No. 14169 


STEEL-GRIP OPEN END 
FINGER GUARDS 


Since Industrial introduced Steel-Grip Finger 
Gverds, they hove been used successfully in 
every type of American industry. Made in open 
and closed end styles, in a choice of materials 
Ask for literature describing the various types. 
SIZES FOR MEN AND WOMEN, (U.S. Patents 
No. 2,351,906, No. 2,461,872.) 


unl- 


years of designing safeguards to combat 
safety hazards of industry. This results in 


better designs, longer service—proper pro- 
tection with utmost economy for the user. 
Repeat profits for the seller. 

Sell Steel-Grip by Industrial. The Leader- 
ship Line of Safety Apparel. The nationally 
accepted standard of quality not only builds 


volume—but 


business. It’s much easier and more profit- 


No. 633-4 
GLOVE 


Chrome leother gen- 
eral purpose glove 
Steel sewn. Prac 
tically rip proof 
Thumb patched ond 

tr or 4° 
stays sold, and gets repeat pa ig ved peal 


designs. 


able to sell Steel-Grip by Industrial. 


Write us 


now for 


information 


about a growing profitable market 
in Safety Apparel. 


INDUSTRIAL 


INDUSTRIAL GLOVES COMPANY 


A CORPORATION 
1642 Garfield St., Danville, il. 
(In Canada: SAFETY SUPPLY CO., Toronto) 


DYNEL 
CLOTHING 


Dynel chemico! re- 
tant clothing 
sats, Pants, Shirts, 
sboratory Coots 

and special designs 
wder. We manv- 
ture a complete 
e of Industrial 

safety Appore! in 
your choice of leath- 
er, asbestos, asbes- 
ton, aluminumized 
asbeston and gioss 
oth, fameproofed 
duck, plastic coated 
duck, wool and 
Dyne 
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Steel-Grip 


No. W3-9— 
WOVEN-GARD 


“Woven-Gords” are 

hond protectors, 

mitts, pods, sleeves 

end aprons mode 

of a long wearing 

woven cotton safety 

material. Provide flexibility, comfort, resistance 
to abrasion and cutting. Highly of absorbent. 
Excelient for handling oily, slippery sheets. 
Porous weave makes them the fines! protector 
for handling lower temperature jobs. Excellent 
protection at lowest cost. 


No. 492 
HALF JACKET 


Welders’ Coats and Pants. 
Leggings, Spots, Shin- 
gvords, Aprons, Gloves, 
Mitts, Hand Pads. Leother, 
Asbestos, Flameproofed 
Duck and Wool Clothing 


Safety Apparel 


TRADE-MARK 


To Be Sure of the Genuine 
Demand This Trade Mark 


No. 225-14 


ASBESTOS 
GLOVE 


Asbestos glove, 14° length. Underwriter's 
2% tb. per sq. yd. asbestos with tough 
chrome side split leather reinforcement over 
entire palm, face of all fingers, well around 
smoll finger. Thumb seam entirely away 
from wearing zone. Full line of asbestos 
gloves and mittens, plain ond leather rein- 
forced. Your choice of lined or unlined. 11", 
14° ond 23° standard lengths. Spedal 
lengths on request. 
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Super-Sellers 


BECAUSE THEY'RE 


uper-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Beilt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 


Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 


Write for free 


bulletins contain- f& 

ing full informa- /~* 
f tion about Sprout- 

Waldron pulleys ! 

Sprout-Waldron 

& Co., Inc.,3 Logan 

Street, Muncy, Pa. 


. 
Write for free booklets! 


SPROUT-WALDRON 


CAST IRON 
PULLEYS 


Index to Advertisers 


Abrasive Products, !n 36 
Aeroquip Corporation 189 
Air Express Div. of the Ra lway 

Express Agency 328 
Alemite 105 
Allen Co., L. B 204 
Allen Mfg. Co 155 
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NATION'S 
FASTEST 
SELLING 
WINCH-HOIST 


: today, the Lug-All Winch-Hoist is the 
pet of profit-minded, mine, marine, industrial, 
mill, and contractor's supply distributors. So 
ruggedly built . 8© sensibly designed... 
the buyer is interested at once! Hundreds of 
time saving uses. A Penna. steel company has 
re-ordered twenty-eight times! A large alumi 
num producer uses 52 Lug-Alls in one plant 
alone! Here's what users like about the Lug-All 
Winch-Hoist 


LIGHT WEIGHT 


Weighs only 8% pounds, yet withstands 5 ton 
load on aluminum alloy frame. Stainless steel 
springs, oiled-for-life bearings. The load is 
lifted with highly flexible 133 strand pre-formed 
aircraft cable. 


1% TON CAPACITY 


Lifts, lowers, pulls or stretches up to 1% 
tons. Works easily around corners, and other 
obstructions. Unskilled workers pick up the use 
of a Lug-All on sight. Saves work of five men 
on double pulley rope-block. Guaranteed for 


LOW COST 


The Lug-All Heavy Duty Mode] (#3000 HD) 
retails at $35.25, F O B. Repeat business comes 
e-a-s-y. Write for distributor's discount list and 
fact sheet TODAY. No obligation. Collect 
telegrams accepted from rated distributors. 


Write for literature about our distributor policy. 


THE LUG-ALL COMPANY 
WYNNEWOOD, 11, PENNA. 
a RNR mE EA 
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You a target‘ 


Let's face it...we're all targets! 


If your plant is not ready with a disaster plan, 
better act now. There’s not a single American 
plant that’s out of range of an intercontinental 
bomber—and fires, floods, tornadoes or explo- 
sions can kill you just as dead as an atom bomb. 
It costs next to nothing to take a few simple 
steps which may save hundreds of lives. Here 
they are. Check them off today. 
(} Call your local Civil Defense Director. He'll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with commu- 
nity Civil Defense action. 
[] Check contents and locations of first-aid kits. 
Be sure they’re adequate and up to date. Here, 


again, your CD Director can help. He’ll advise you 
on supplies needed for injuries due to blast, radi- 
ation, etc. 
[] Encourage personnel to attend Red Cross First- 
Aid Training Courses. They may save your life. 
[] Encourage your staff and your community to 
have their homes prepared. Run ads in your plant 
paper, in local newspapers, over TV and radio, on 
bulletin boards. Your CD Director can show you 
ads that you can sponsor locally. Set the standard 
of preparedness in your plant city. There’s no 
better way of building prestige and good com- 
munity relations—and no greater way of helping 
America. 

Act now... check off these four simple points... 
lives are at stake... have you a right to delay? 
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NO.23 OF A SERIES 


NEWS, IDEAS AND INFORMATION 4 , MECHANICS’ WAND MEASURING TOOLS AND 
OF INTEREST TO STARRETT DIS- PRECISION INSTRUMENTS ~ DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 


TRIBUTORS AND THEIR SALESMEN HACKSAWS, BAND SAWS end BAND KNIVES 





THE L. S. STARRETT COMPANY «© SINCE 188O WORLD'S GREATEST TOOLMAKERS «+ ATHOL, MASS., U.S.A. 


THERE’S STEADY SALES AND READY PROFIT — sale 
IN STARRETT PRECISION LEVELS anenéieen iin 
AND 
No. 199 SERVICE 


«4 MASTER PRECISION LEVEL | ORGANIZATION 
A master precision level for erecting or test- Builds Sales And 
ing machinery. Main ground and graduated Profit For You 


vial with 10-second accuracy. Auxiliary vial 
aids in setting to true horizontal, showing ‘ : 
position laterally. Back of dependable Starrett 

products stands a dependable 


service Organization 


No. 132 sales and 


BENCH LEVELS . ‘(ie ready to help you with any 


sales or application problem. 
These precision bench levels have double PI 
plumbs and all vials have two or more lines 
to aid in centering the bubble. Bases are con- 
eevee caren eommenens is S experience in industrial selling 
9, , i izes. i 


Every man in the Starrett sales 


organization has topped wide 


with long service on the Starrett 

team. Strategically located 

No. 135 throughout the country, the 

4 POCKET LEVELS Starrett Sales and Service Or 


A handy size for pocket or tool kit. Made Fanization 1s dedicated to help 


from hexagonal stock with bright nickel- ing you build greater sales and 
y , 

plated finish. Two sizes: % x 2/2 inches and profit. Wherever you are, you 

2 x 32 inches. | 





will find a Starrett salesman 


near you, ready to serve you 


No. 108 promptly and efhciently. Make 


ALUMINUM LINE LEVEL > 


Weighs only ‘2 ounce — eliminates sag in 
line. Can be used as surface level. Made 
from % hex stock, 3° long. Luminous level 
glass has metal guard. 


the most ot this valuable 


Starrett service to distributors, 





nal groove in the base which 


| 


rical 


as well 


ry customer you see out 


¢ 


side your store IS a prospect for a he 5 ket Levels and 
| 
least one Starrett Leve Aluminum Line Levels are 


No. 199 Master Precision Level 1 popular items with great eye and 


an essential tool forr Feature them in win 
' 

isplays and in your 

watch them sell 


riy good item ¢t 


lant where ethicie 
1on requires accurate leveling 
No. 132 Bench Levels otter 
. 1] j — f shin 2 — i beastie ‘at He just bought a Starrett Combination 
usually wide seiection OFT ienyt 5 ) i } n i : 
: Square and is auctioning off all the tools he 


meet every need. All featurea c won't need any more. 





ACCO Registered’ 


What ACCO Registered means 


¢ Primarily it means greater safety for 
men and machines when loads are carried 
in the air in your customers’ shops. It 
means insurance against dropping a load 
which could tie up production. 

But that’s only part of the story. The 
name Acco Registered on the slings you sell 
means greater efficiency because of better 
design of endings and attachments. It 
means lower overall sling costs because 
every part of every acco Registered Wire 
Rope Sling has the same strength as the 
catalog breaking strength of the rope itself. 
ACCO even magnafluxes each hook to make 
doubly sure it will serve well. 


agco 


~~ ———— Pounds 
——eunds an 





1 The best material 


2 rings, links, safety 


shackles, hooks) 


Proof test of complete sling 


to twice rated 
capacity 


Actual field service test 
of each model 


Metal identification tag 
on each sling 


Signed Registry Certificate 
with each sling 





Unit safety factor (on bodies, 








© And it means that the sling has been 
proof-tested at the factory to twice its 
rated capacity. You can be sure that every 
acco Registered Wire Rope Sling is the 
safest, strongest and lowest-cost lifting tool 
you have ever offered. 

As an Acco Registered distributor, you 
stock popular slings and fittings so you can 
make prompt delivery. Turnover of inven- 
tory is rapid, and the profit is better than 
average. ACCO Registered Wire Rope Slings 
are one of the best repeat items in the 
material-handling line. 


Wire Rope Sling Department 
AMERICAN CHAIN & CABLE 








ago, Denver, Houston, Los Angeles 
rtiand, Ore., San Francisco 


Ltd., Niagara Falls, Ont 





